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ooein every field of 
Petroleum Metering 


these BiRotor Features...give you these advantages: 


e True rotary motion—no reciprocating parts ~ LOWEST MAINTENANCE COST 
e Static and dynamic balance 


e No vibration to cause wear or fatigue v LOW INSTALLATION COST 

e High capacity with wide margin of safety ~ NO MEASURABLE WEAR 

: ae metal-to-metal contact in measuring unit ~ HIGH MAINTAINED ACCURACY 
e Positive displacement —simple dry adjustment 

e Five interchangeable unit-built assemblies V LONGER DEPENDABLE SERVICE 
e Double case construction —AT ALL SPEEDS 


Only Brodie BiRotor Meters offer all these features and advantages 
for a world of savings in every field of petroleum metering. 
Write today for full details. 


ALL.STEEL NN 


Bropie 2” METERS 


RALPH N. BRODIE CO., INC. - ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S.A. 


MT. VERNON, N.Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Strevt 
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ALL RIGHTS RESERVED. 
NO PART MAY BE REPRINTED WITHOUT WRITTEN PERMISSION. 


PUBLISHED MONTHLY 


BY HEATING PUBLISHERS, INC., PUBLICATION OFFICE: 109 MARKET PLACE, 
BALTIMORE 2, MD. EDITORIAL AND ADVERTISING OFFICES: 2 WEST 45TH 
ST.NEW YORK 36, N. Y. ESTABLISHED 1922. 
NEW YORK TELEPHONE: MURRAY HILL 2-4786 
ENTERED AS SECOND CLASS MATTER AT THE POST OFFICE AT 
BALTIMORE, MD. 





ROBERT GRAY, Editor Bert Dunphy, Managing Editor 
Charle: Burkhardt, Assoc. Editor John W. Schulz, Technical Editor 
Samue! S. Rutter, News Editor A. C. Esser, Circulation Director 





A. G. WINKLER, Advertising Manager 
Lee Steedle, Assistant Advertising Manager 





Mid-West Manager: Frank E. Cooney 
49 W. Washington Blvd., Chicago 6 Phone: Financial 6-3221 


Pacific Coast Representative: Don Harway 
1709 West 8th St., Los Angeles 14, Cal. Phone: Dunkirk 2-8576 


Among other things . 


The prominence and coverage given the annual conven- 
tion of the Oil-Heat Institute of America, in the article 
beginning on page 75, testifies to the importance and gen- 
eral worth of the proceedings. 


The other major emphasis in this issue rests in the five 
features on New England topics. These are intended to 
point up the Eastern Biennial Exposition of Oil Heat, being 
sponsored by the Oil-Heat Institute of New England in 
Boston, June 2 to 5. Fred Beckwith, exposition manager, 
doesn’t like to call it a New England Show and it isn’t 
because it will draw attendance from a much wider area, 
but with so many coming to the exposition from New 
England, the articles on pages 93, 96, 99, 103 and. 110 
were selected. 

It’s going to be the only major oilheating exposition this 
year, so it’s well worth your time, attention and attendance. 


5 





Names in the News: 


W. S. Shockley J. J. Mulvey 
W. S. Shockley has succeeded J. J. 
Mulvey, as manager, domestic fueloil 
marketing, The Atlantic Refining Co., 
Philadelphia, Pa. Mulvey, who held 
this position since 1924, retired on 
April 30 after a career of 41 years with 


the company. Shockley had been serv- 
ing as special merchandising assistant 
before which he was sales group man- 
ager in the company’s New York re- 
gion for two years. Prior to that 
Shockley was manager of the Roches- 
ter district for 15 years. Mulvey joined 
Atlantic in 1912 and four years later 
began his service in fueloil sales. He 
played an important part in develop- 
ing the sales of fueloil and was instru- 
mental in advocating and promoting 
the installation of some of the first oil- 
burners used in the Philadelphia area. 
During World War II, he was a mem- 
ber of the Fuel Oil Subcommittee of 
the Petroleum Administration for 
War and the East Coast Supply Com- 
mittee of the PAD. 


Robert K. Guy has been named to 
head a new department at Perfection 
Stove Co., Cleveland, Ohio, composed 
of the combined service departments 
of the appliance, furnace and repair 
parts divisions. He will be known as 
the general service manager. Guy 
joined Perfection in March, 1950 as 
service manager of the appliance divi- 


sion, Earlier, he had been a resea 
and development engineer with the 
troit Brass & Malleable Works « 
also spent a short period with 
American Gas Association in the * 
ing section of their Cleveland, C 
laboratories. The entire slate of dir 
tors and officers was re-elected at 
annual meeting of Perfection’s sto 
holders. Manning E. Case, Jr., the as- 
sistant secretary, was also named to the 
post of assistant treasurer. 


MacDonnell Marshese 


J. Alan MacDonnell has been named 
general sales manager, Gilbert @ 
Barker Mfg. Co., West Springfield, 
Mass., filling the position formerly held 


General 


Easy, Sure Service Profit 
Wherever Fuel Oil Is Used 


You can be sure of continuous profit 
when you install a GENERAL. Wher- 
ever fuel oil is used, GENERALS pre- 
vent clogged burner nozzles, provide 





STANDARD MODEL 


clean, steady oil heat, and insure 
1A-25 


DELUXE MODEL MASTER MODEL 
2A-300 2A-700 


quick cartridge replacements that 


mean easy service dollars for you. For BIG 


DIRTY 


For SMALL 
HOMES, 
SPACE HEAT- 
ERS, ETC. 


® Easy cartridge replacements each season. 
® No more troublesome service “‘call-backs.” 





® Satisfied fuel oil customers year ‘round. 


FASTEST, SUREST FILTERING KNOWN 
CLOGGED BURNER NOZZLES ELIMINATED ‘a basket fel 
costs! ean Right burns safely, 
ALL-WOOL CARTRIDGE TRAPS FINEST PARTICLES gently—leaves no residue. Made 
JUST TWO PIPE CONNECTIONS REQUIRED , or General Filters, Inc. 


General Filters 
carry this 
Underwriters’ 
Laboratories 


CLEAN RIGHT SOOT REMOVER 


Soot deposits also raise fuel 


GENERAL FILTERS 
INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 


12890 WESTWOOD eon 
DETROIT 23, MICHI 
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Three More 


fluid heat 
Profit Builders 







eo 






For You! 








Fiuip HEAT R-35 Winter Air Funit easily 
delivers 335,000 Bru per hour and is equipped 
with an exceptionally efficient, large capacity 
blower for large, long home heating jobs. For 
slightly smaller installations, you have your 
choice of R-25 and R-20 units with capacities 
of 250,000 and 200,000 sTu/hr., respectively. 








SELL THESE WINTER AIR CONDITIONERS 


for the B/G heating jobs... 


Fluid Heat R-35, R-25 and R-20 Winter Air Conditioners give 
you a crack at big modern and ranch house jobs...where profits 
are higher because the installations are not price jobs! 


These large Fluid Heat models have the high capacity and high 
c.f.m. needed for the long runs you meet in this type of installa- 
tion. They eliminate the need for installing two heating units. 
They simplify your duct work. They give you the extra prestige 
that comes from landing bigger jobs. And, like all Fluid Heat 
units, they’re backed up by hard-hitting national advertising 
that makes them easier to sell! 


Get your full share of the high-profit business these king-size 
Fluid Heat Winter Air Conditioners open up for you. If you’re 
not entirely familiar with them, write for full details to: FLurp 
Herat Division, Anchor Post Products, Inc., 6700 Eastern 
Avenue, Baltimore 24, Md., or Colbaugh St., Red Oak, Iowa. 





And to make 
your selling 
still easier... 


many home- 
owners in your 
sales area are 
among the 7% 
million who 
read ads like 
these month 
after month 

















“WORLD'S ECONOMY CHAMPION” 
Division of ANCHOR POST PRODUCTS, inc. 


Sales Offices and Factories: Baltimore, Md. and Red Oak, lowa 


A FLUID HEAT UNIT FOR EVERY HEATING PROBLEM 


OIL-FIRED UNITS 


Famous Fluid Heat Boiler 
Burner Units. Six models, 
rated from 300 to 1090 sq. 
ft. of standing steam. 


Famous Fluid Heat 
Pressure Burners. Four 
models, with firing 
rates from 7/10 to 12 
gallons per hour. 


Famous Fluid 
Heat Warm Air 
Furnaces. Seven 

models, from 

,000 to 
335,000 B.T.U. 
per hour. 








> 

Famous Fluid Heat Wall 
Flame Rotary Burner. 
Two models with firing 
rates from 2 to 4a 
gallons per hour. 





Pricloil . 


liters 














GAS-FIRED UNITS 


< 

New Fluid Heat Gas-Fired Warm 
Air Furnaces with rated 

inputs of 70,000 to 140,000 
B.F.U. per hour. 


Single-port, self-piloting Fluid 

Heat Gas Conversion Burners. 

Rated inputs of 75,000 to 300,000 
WV B.T.U. per hour. 












HEATING DEALERS 


denend 
on field 


FOR TROUBLE-FREE PERFORMARCE 


1—MADE OF HEAVY MATERIALS — 
Field Controls Last Longer. 


2—BALANCED AT FACTORY — Elimi- 
nating weight variations which could 
affect control’s accuracy. 


3 — ROCKER TYPE HINGE PIN — 
Quickly responsive, no friction. No 
sticking. 


4—LONG COLLAR — No warping or 
clogging due to heat or soot, no service 
8. 


5—FREE SMOKE PASSAGE —- A Field 
never blocks the flue. 


6—SIDE WINGS AND FITTED GATE 
— More accurate because opening in 
control increases more uniformly. 


7—FACTORY ADJUSTED — Set to 
maintain .06" draft until instrument set- 
ting is made, 


The Field Draft Control is quick, easy and simple to install. But far 
more important it keeps performing without requiring attention itself 
— no warping, sticking, clogging — and without causing extra service 
calls due to smoking or fuel waste. And for the customer a Field Con- 
trol means maximum fuel economy. For every 1/100” of excess draft 
eliminated, due to Field’s greater accuracy, there is up to a 1% fuel 
savings. Yes, you can depend on Field. 


FIELD CONTROL DIVISION 
of H. D. Conkey & Company — Mendota, Illinois 


. ildi Products, Inc. — Brick, Tile, St 
AFFILIATES: sa aterials lnaaties Division tag | sletets 


Field Controls are factory set 
to maintain an .06" draft 
until a precise, hair-line setting 
— possible with a Field — 
can be conveniently made. 


i (65 





. « « » Names in the News 


by Irving C. Jacobs who was recently 
elected to the presidency of the West 
Springfield firm. In his new post, Mac 
Donnell will administer the activities of 
the four sales divisions of Gilbarco, 
Lawrence Marshese has been made as- 
sistant general sales manager, the posi- 
tion formerly held by MacDonnell, 
MacDonnell joined Gilbert & Barker 
in 1934 and, in 1950, became assistant 
general sales manager. He retained this 
position until his new appointment. 
Marchese was made assistant manager 
of the service station equipment sales 
division in 1947 and a year later was 
made manager. 


L. C. Kroes H. Austin 


L. C. Kroes has been appointed as 
sistant sales manager and Harold Aus- 
tin, sales and application engineer, 
Brundage Co., Kalamazoo, Mich. 
Kroes will assist the director of sales in 
intensifying sales coverage, sales train- 
ing, publicity, advertising and sales 
promotion. 


A. R. Birkins has been appointed 
by Silent Glow Oil Burner Corp, 
Hartford 5, Conn., as its factory rep: 
resentative in the East. Prior to joining 
Silent Glow he was sales manager, 
Swirling Oil Burner Mfg. Corp. Bir 
kins has been active in the oilburner 
industry for better than 25 years, ex 
cept during the war years, From 1930 
to 1940 he was sales manager of the 
oilburner division of Town and Cour 
try Oil Corp., Mt. Vernon, N. Y. and 
later, was vice-president, HomEas 
Products Corp., Paterson, N. J. 


William G. Morrisey, Jr., 61, real 
estate expert and executive vice-presl 
dent, Metropolitan Petroleum Corp. 
died April 3 in the Harkness Pavilion 
of Presbyterian Hospital after a sud 
den heart attack. He lived at 200 E. 
66th St., New York. 
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STEEL gisn tcc 


BUILT TO LAST 
A LIFETIME BOILERS 
UNDER ANY 

CONDITIONS FOR STEAM OR HOT WATER 


Y4"" PLATE—'4" wall, TUBES 
Qualified for A.S.M.E. Marking 


















Adequate and 
Continuous Supply 
of Domestic Hot Water 


@ Fast Heating 
@ High Efficiency 
@ Easy to Clean 

@ Priced Right 


DOWN-DRAFT 
Water Tube Boilers 


m [ CAPACITIES 40. 


2320 sq. ft. stg. H.W. or 
equiv. steam. (largest 55" 
high x 44" long x 22!/." wide) 







anda MRACKAGE unit 48059. #. sts. 
H.W. (with all controls mounted 
and wired) 


also 3 sizes of Wall-Flame Boilers for 


Rotaries. (largest boiler diameter 
25") 





Here's a line of boilers that will go into any 
basement with ease and safety, and save half-a- 
day's installation cost. Designed and built by men 
with a lifetime's experience in automatic heating. 


Write or Phone V & E PRODUCTS, INC. 


TODAY for 





Literature and Prices SCHUYLKILL HAVEN, PA. 
Warehouses: 
ps BALTIMORE ) BUFFALO a PHILADELPHIA ° SCHUYLKILL HAVEN ° WORCESTER 
SAR. 2387 GAR. 7300 WAYNE 1625 S.H. 122 WOR. 4-4421 
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Editorial Leaks 


OILHEATING CONVENTIONS come and 
go, including the 31st annual affair for 
the Oil-Heat Institute of America in 
Chicago last month. They come to us 
through weeks of build-up on the part 
of officers, committees and staff. 

When the show is on and everything 
clicking along the whole thing appears 
effortless, and the audience is only 
aware of a smooth flow of education 
or entertainment, speakers without 
end. 

But those of you who have helped 
to put across a big convention can only 
arrive at C-Day pretty well tuckered 
out. Then the stimulation of the crowd 
and the occasional note of praise from 
the manufacturers and dealers who are 
being benefited tend to erase the fa- 
tigue. A few men saying “well done” 
carry more wallop than a whole bottle 
of benzedrine. To you who put it 
across, the show was terrific. 


}, 
“~ 


AND SPEAKING OF conventions, the Pa- 
cific Northwest OHI at Spokane this 
year brought a strong attendance and 
obvious high interest. Then the New 
England OHI is coming up for June’s 
first week in Boston with its typical 
flair for high showmanship and scads 
of lookers-on. 

There’s nothing wrong with Aaron 
Rich’s New Jersey fueloil crowd, that 
takes over a large resort hotel at the 
end of April with its annual revival of 
industry esprit de corps for one of our 
most oilheating saturated states. 

These spring conventions, large or 
small, go a long way to keep us identi- 
fied as a separate industry. We're not 
gasoline or lube oil people; we’re even 
less gas heating or general furnace or 
plumbing people, except as those ac- 
tivities are nailed down to oilheating. 


10 


Instead, we are a splendid, vigorous 
two and a half billion dollar a year oil- 
heating industry on our own, dedicated 
to high customer service and our own 
profits. Let’s stay that way! 

And when we think of ourselves as 
oilheating people, let’s recognize that 
the strongest sales argument we can ad- 
vance is that we're experts. The com- 
pany that sells oilburners, heating 
equipment; burner service and fueloil 
is in position to think about the big 
benefits for the oilheating user, and to 
play that string on his fiddle. The com- 
pany with only one of those products 
or services is more often than not com- 
modity minded, rather than being mo- 
tivated by higher living standards, 


It reminds us of the visitor to the 
large church building under construc- 
tion. He saw a lot of men chipping 
away at stones. He asked one what he 
was doing and the man answered, 
“I’m trying to break up these damn 
rocks.” 

To the same question, the second 
man replied, “I’m killing myself for 
two dollars an hour.” But the third 
man had a new slant; he came back 
with—“Why, I’m building a cathe- 
dral.” 

The intelligent, dedicated-to-profits 
oilheating man never loses sight of his 
lifetime goal of keeping America con- 
tent. 

%, 


“~e 


“DISSATISFIED WITH your present 
heat?” . . . asks Brooklyn Union Gas 
Co. in a series of large newspaper ads. 
“Tf so, we'll allow you $50 for your old 
oilburner,” and that’s not all. “We'll 
apply the sensational ‘money-back’ test 
in your own home. We'll estimate how 
little it will cost you to heat with a 
clean, dependable fuel. Then, if your 
costs are not as low as our estimate, we 
will cheerfully remove the gas burner 
and refund your payments on the 
equipment.” 

Looks enticing, but there’s a catch in 
it... they don’t say that they'll put 
back the oilburner and adjust it to 
12% COs. 


This brings to mind a conversation 
with a top gas industry executive. In 
his area gas is dirt cheap, which it is 
not in Brooklyn, This man volunteered 
the information that his people cannot 


convert oilheating users to gas, regard. 
less of his cheap fuel costs, unless their 
oilburner is giving a lot of trouble. 

What homeowner in his right mind 
would throw out an oilheating invest- 
ment of several hundred dollars if he 
was happy with oilburning? 

Gas is a natural for the cheap new 
home developments. Beyond that, any 
business they get is our fault .. . be 
cause we have not kept the users 


happy. 

oe. 
AT A HIGH LEVEL meeting of API not 
so long ago the thought was advanced 
that oil companies should do what they 
can to promote gas and gas pipelines 
for revenue. It was pointed out that 
company revenues from oil actually in- 
clude gas, only gas at the well has been 
too cheap to care about. 

This proponent advocated getting 
well prices for gas up to 30-35¢. Look, 
mister, if they go that high, gas will be 
out of business, because it costs five 


_ times as much as oil to transport, on a 


Btu base. 


\ 
eo 


JOE MULVEY, dean of the fueloil de- 
partment managers for major oil com- 
panies, was retired on April 30. 
He came to Atlantic’s fueloil depart 
ment in 1916 and has been its man- 
ager since 1924. 

Joe attended the first oilburner con- 
vention, at St, Louis in 1924. Arriving 
back in Philadelphia he hunted up a 
dealer and bought an oilburner for his 
home. The neighbors were first im 
pressed, then worried. The folks right 
next door quietly sold their home and 
moved to another part of the city 
where people were still content with 
safer fuels. 

Industry meetings, especially fuel 
oil committees of PAD, API and 
others, won't be the same unless, 
happy thought, Joe just gets bored and 
decides to come anyway. 

Taking over the job on May 1 we 
have W. S. “Pete” Shockley who for 
several years has been Atlantic’s sales 
manager of the New York region with 
headquarters at Syracuse. 
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SCULLY 
GAUGE 


UNDERWRITERS’ APPROVED 


Rabe 4S. Pay 
[scuney’ 


Easy to 
Read 
at First Glance 




















Big, black figures readable from even ten feet 
away. Gauge face adjustable to the position most 
convenient for reading. Accurate and dependable 
in operation. 

Jam-proof lever arm actuated by oil resistant 
cork float. Leak-proof, odor-proof housing. 
“Button-Lift’’ arm control for simple installation 
even in partially filled tank. 


MODELS 


peter cok Ihe a) 
GA for 2” opening 


GB for 1%” opening Bi “BUTTON-LIFT” 
Specify tank depth: s# INSTALLATION 


2 AP 2 6", 27", 28”, ‘ for both products 
a7". 42", A 4", 47" - Lifting the button-indi- 
cator draws cork arm 

up close to main 
shaft for easy in- 
stallation even in 


At the Show partly filled tanks. 


Booth 221-222 


TSA AEB TS 


See Your Regular Supply House 


, y Pon 
epsides wink ye 


SE aes rast ¥ 


VENTALARM 
GAUGE 


UNDERWRITERS’ APPROVED 


for 
New Burner 
Installations 








With this one unit, you provide all the benefits 
of the one and only VENTALARM Whistling Tank 
Fill Signal plus ScuLLy GAuGE, the accurate 
dependable gauge that everyone finds so easy 
to read. 

You install one item instead of three. Goes 
on the tank as an integral part of the vent pipe. 
No reducing bushing needed. “‘Button-Lift’”’ arm 
control makes installation easy even in partially 
filled tank.. 


satis secs ir? ot Ee 
FREE" NAME CARD” 


with every SCULLY GAUGE 
and VENTALARM GAUGE 


SIZES 


VG-A, 2” x 1%" 
VG-B, 142" x 1%” 
For 275 gal. cellar 
tanks with depths of 
a0 30 2 sae 
42”, 44” and 47”. 
Specify tank depth 
and tank opening. 


SURE 


i 


Slips into place on 
top of gauge as a 
convenient service 
reference for the 
customer. 


Bt batt 


Scully Products are 
manufactured under U.S, 
and Foreign Patents 
and Patents Pending. 


bnutactured by SCULLY SIGNAL COMPANY 76 First st., cambridge 41, Mass. 


el D 








Y in Thousonds of 
Domestic Oilburners & Units 
Stokers 


80 
70 
60 
50 
40 
30 
20 


10 


ie) 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1948 1949 1950 1951 1952 


Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoiL & Oi HEAT’s estimates of shipments are: 


JANUARY TWELVE MONTHS 





Percent 
Change 1952 1951 
$31,357 488,661 
67,208 58,052 
184,375 146,621 
782,940 693,334 
37,470 39,540 
820,410 732,874 


1953 1952 
34,811 32,072 
3,861 3,072 
9,791 10,495 
48,463 45,639 
3,116 2,514 
51,979 48,153 


Conversion 

Boiler Units 

Furnace Units 

All Domestic 

Commercial 

Total 

150 _ 

STOCKS OF DOMESTIC 140 
AND UNITS 

| Thousands) End of 130 


| Factory Stocks 
sie Dealer Stocks --- 120 
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March Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 


March Aver. $320 $709 $641 
February Aver. 322 712 646 


Price Index: Conversion Burners: January 1940 is 100% 


RETAIL 
135.1 Six months ago 
135.6 Year ago 


WHOLESALE 
March 143.8 Six months ago 
February 144.3 Year ago 


OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES- RETAIL CONVERSION BURNER- JAN 1940=1/00 
INDIVIDUAL INCOMES —- BUREAU OF LABOR STATISTICS - 1939 = 100 
CONSTRUCTION COSTS - RESIDENTIAL- DEPT OF COMMERCE- 1/939 = /00 ——-—___ - —— 


CosT OF LiVING - BUREAU OF LABOR STATISTICS — 1935-39= 100 cxeencodocoac009a9000000 


March 
February 


136.1 
132.9 


145.3 
141.1 











| 
JFMAMJJASONDJIFMAMJJASONDJFMAMJJASONDJ MAR MAY JUL SEP NOV . 


1950 1951 1952 











Cilheating Trends 


ESTIMATED INSTALLATIONS of oilburn- 
ers and units in the month of March 
totaled 25,235, registering an increase 
over last year for the first time since 
December. March installations were 
2.9% above the 23,826 put in during 
March 1952 and were divided as fol- 
lows: New Homes, 8,412; replace- 
ments, 6,308 and conversions {rom 
other fuels, 10,515. 

Total for the first three months was 
97,034, down 11.4% from the 109,584 
burners and units installed during the 
first quarter of 1952. It is well to recall 
again, though, that the first three 
months of last year showed gains that 
were out of proportion with the in- 
crease in sales registered for the bal- 
ance of the year. Conversion burners 
continued weak in March, with new 
homes and replacements making good 


showings. 


Our January issue surveys have de- 
veloped the fact that the first quarter 
of the post-war years has accounted for 
12.9% of annual sales. On this basis, 
then, the first three months total for 
1953 can be projected to an annual 
sale of 750,000 for this year. 


BURNER STOCKS: Stocks of burners 
and units in dealers hands on April 1 
were: Conversion oilburners, 78,684; 
boiler-burner units, 16,642; furnace: 
burner units, 23,224; grand total, 118, 
550. These were up comfortably from 
the 83,780 they were stocking on 
March 1. The gain was accounted for 
almost entirely in conversion burner 
stocks, 

Factory stocks on January 31, latest 
date for which data are available, were 
51,047, compared with 80,392 a year 
ago, a drop of 36.5%. 


TANK STOCKS: Consumer oil storage 
tanks held by dealers on April 1 iv 
creased to 92,686, up more than 11% 
from the 83,081 on hand on March I. 
This relatively small increase, however, 
apparently indicates that dealers still 
are experiencing little difficulty in buy’ 
ing all the tanks they need. 

This is further evidenced by the fact 
that the average price for a 275-gallon 
basement oil storage tank during 
March dropped $1 to $35. By sections 
the average price was: New England, 
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Howed toads get along fine 





but how many horned toads 
on your prospect lists? 


The horned toad looks like a midget dinosaur—he doesn't 
grow big or impressive even in Texas—and he lives in 
parched wastes where humidity isn’t. 


You couldn’t sell humidifiers to horned toads. Fortunately 
there is no need to. You have plenty of prospects around 
you who are not horned toads. 


They need the best in humidifiers—Skuttle—to assure 
comfort and health in the home. Without adequate 
humidity, fuel is wasted, coughs and colds increase, plants 
fail to grow, furniture dries and falls apart, the occupants 
have trouble keeping warm, even at high thermostat 
reading. 


Those prospects of yours who are not horned toads will 
appreciate Skuttle Humidifiers. Call on them—talk to 
them about it—pass up the horned toads, of course. 


Write for Bulletin on the complete Skuttle Line—Includes 
Series 300 which holds up to 40 plates—Series 500 for coal 
fired furnaces. 











SKUTTLE SERIES 600 HUMIDIFIER 


Double coated porcelain enamel steel pan and float chamber 
— blown glass float—resists almost any water. Self-flushing, 
self-cleaning—holds up to 20 Patented Vapoglas Plates. 
The ideal humidifier for the average home. 


PATENTED 
Pure glass wool compressed 


under heat. The most efficient 
evaporating plate you can 
get. All evaporating plates 
should be replaced when 
clogged with water chemicals 





—about once a year. 


Note these new features 
of the improved 
Skuttle Humidifiers 


1. Porcelain Enamel Pan and Float Cham- 
ber—Two coats of porcelain enamel—acid and 
alkali resisting—on steel. Hard, dense, impervious, 
it’s like a glass lining. Resists any water. 


2. Blown Glass Float—Can't leak—is not at- 
tacked by any water. More bouyant—it closes the 
valve better than a copper float. Interchangeable 
with copper float. 


3. Aluminum Holding Rack For Plates— 
light, durable, acid resistant. 


MANUFACTURING COMPANY 4099 Beaufait Ave. e Detroit 7, Mich. 
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. . . » Oilheating Trends 


$31; Middle Atlantic, $34; Midwest, 
$32 and Pacific Northwest, $43. 

COOLING SALES: In an attempt to find 
out how actively our dealers have got- 
ten into summer airconditioning, we 
asked them a series of questions about 
their last year’s cooling sales and their 
intentions along this line for 1953. A 
little more than 25% of the reporting 
dealers sold residential cooling equip- 
ment last year, and of those who did 
not handle this line in 1952, 45.6% 
say they have or will add summer air- 
conditioning this year. 

The dealers who handled individual 
room coolers last year sold an average 
of 15 each, with quantities ranging 
from 1 to 100, Then, the dealers who 
handled residential central cooling sys- 
tems reported an average sale of 5 units 
each, with the quantities varying from 
1 to 20 such units. Significantly, 29.8% 
of the dealers who did not sell window 
units last year said they would add 
them this year and 40% of the dealers 
who were not selling central cooling 
systems for homes in 1952 intend to 
do so this year. About 1 out of 3 of 
the dealers told us they already have 
made arrangements with a manufac- 
turer for a combination heating and 
cooling residential line or franchise. 

Nearly 40% of the dealers who are 
in cooling or going into it this year pro- 
duce duct-work in their own shops; 
the rest sub-contract such work. In the 
New England states and Midwest the 
dealers are evenly divided on this 
point, but in the Middle Atlantic area 
the trend is overwhelmingly in favor 
of sub-contracting rather than operat- 
ing a sheet metal shop. 

Recognizing the technical problems 
that are involved in handling cooling 
sales, as they differ from heating appli- 
cations, the dealers were asked if they 
intended to engage an airconditioning 
or refrigeration engineer for this work, 
or if they felt that their own salesmen 
could handle it in the same way they 
do when heating systems are involved. 
Less than 20% of the dealers indicated 
they would hire engineering talent. 
This, undoubtedly, is influenced by the 
fact that nearly all the cooling units 
being offered today for application to 
new systems or for installation with ex- 
isting warm air heating jobs are pack- 
aged units, which are rated generally 
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Oilburner* and building Permits 


————-OILBURNERS: 
March 3 MONTHS 
1953 1952 1953 1952 


DWELLINGS———-—. 
March 3 MONTHS 
1953 1952 1953 1952 


18 24 56 
79 84 330 


2 ~. 


10 56—ts« 48 


20 3 
21 
79 
22 


34 
62 
217 
78 

64 
20700 


124 
32 
94 


17 
36 53 «156 
22 iC 50 
33 173 
82 287 
34 198 


2895 5156 
—10.9 


—12.9 


61 
403 


186 
186 
2359 
77 
110 
295 
43 
117 
661 
383 
48 

55 
269 
405 
212 
63 
21764 
20164 


1600 
138 


152 


48 
137 
350 
173 

5922 


Albany, N. Y. 
Baltimore, Md. 
Binghamton, N. Y 
Bloomfield, N. J. 
Boston, Mass. 
Bridgeport, Conn. 
Buffalo, N. Y. 
Columbus, O. 
Des Moines, Ia. 
Detroit, Mich. 
Elizabeth, N. J. 
Freeport, N. Y. 
Greenwich, Conn. 
Hackensack, N. J. 
Hartford, Conn. 
Hudson County, N. J. 
Irvington, N. J 
Lynn. Mass. 
Meriden, Conn. 
Milwaukee, Wisc. 
Minneapolis, Minn. 
Montclair, N. J. 
Morristown, N. J. 
Mt. Vernon, N. Y. 

._ Newark, N. J. 
New Bedford, Mass. 
New Haven, Conn. 

New Orleans, La. 
New Rochelle, N. Y. 
New York City (total) 

Brooklyn-Queens 


Manhattan, Bronx, Rchd 


Norfolk, Va. 
Oakland, Calif. 
Omaha, Nebr. 
Orange, N. J. 
Passaic, N. J. 
Paterson, N. J. 
Philadelphia, Pa. 
Plainfield, N. J. 
Portland, Me. 
Portland, Ore. 
Poughkeepsie, N. Y. 
Providence, R. I 
Reading, Pa. 
Richmond, Va. 
Roanoke, Va. 
Rochester, N. Y. 
Rockville Center, N. Y. 
Salem, Mass. 
St. Louis, Mo. 
St. Paul, Minn. 
Schenectady, N. Y. 
Seattle, Wash. 
Springfield, Mass. 
Stamford, Conn. 
Syracuse, N. Y. 
Trenton, N. J. 
Utica, N. Y. 
Washington, D. C. 
West Orange, N. J. 
White Plains, N. Y. 
Wilmington, Del. 
Worcester, Mass. 
Yonkers, N.Y. 
Totals 
Percent Change 


296 
16 
44 
32 
91 

221 

365 

5 


14 
13 
237 
20 
|e 
43 


10 
10 
46 
147 


175 
53 
14 

9 
33 
29 

18 


2539 


+ .08 


348 
18 
6 
33 
41 
61 
537 
10 
37 
17 


44 
ll 
16 


2353 


1224 
24 
53 
65 


134 
718 
705 

12 


20 


12 
33 


10 
42 
31 
20 
535 
44 


23 
170 


21 
24 
84 
215 
377 


128 
31 
18 
66 
44 
27 


6006 
+04 


1133 
24 
14 
91 


141 
127 
1101 
12 
70 
29 


418 
3 
33 
43 
18 
311 
33 
16 
132 


18 
8 
95 
235 
487 
231 
83 
21 
19 
78 
37 
34 


5763 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


for use in homes or areas of rather defi- 
nite sizes. 

Finally, the dealers were asked to in- 
dicate if they would confine their cool- 
ing work this summer to new construc- 
tion, conversion cooling jobs or both. 
About 85% of the reporting oilheat- 
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ing outlets said they would concentrate 

on both types, with the remaining 15% 

exactly divided between their prefer’ 

ence for new homes installations of 

conversion installations in old homes. 

BURNER SERVICE CONTRACTS: An’ 
(Please turn to page 184) 
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MAKE MONEY ON, EVEg 


with these 
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STANDARD IFB Combustion 


Requires minimum installation time. Fré 
in two pieces with burner opening alre 
Packed in special container that guards 
breakage in shipment. Everything you nee 
in the carton, including a 5-lb. can of 
"SAIRSET high temperature mortar. 


STREAMLINED Combustion Chamber 


Conforms to the natural shape of the flame and 
eliminates ‘dead corners.” Provides more quiet 


operation. The ease of installation makes the 
installed cost of a STREAMLINED Chamber no 
more than that of an ordinary type of chamber. 
5-lb. can of ’SAIRSET included in specially 
designed protective package. 


PERFECTO Combustion Chamber 


A practical, economical solution to many oil 
conversion problems. Installation is simple. For 
both round and elongated chambers, four basic 
tile shapes are used to form chamber sizes to 
fit nearly every type of domestic furnace 

or boiler. 


OIL BURNER Baffle Brick 


The baffle is installed in such a manner that it 
rests on the combustion chamber and directs 
furnace gases to all heating surfaces. Results 
in mcre economical and efficient performance 
by reducing the waste heat up the stack. 


HIGH TEMPERATURE Insulations 


These A. P. GREEN High Temperature insulations 
help insure the efficiency of the oil burner 
installation. 





Order from 
A. P, GREEN FIRE BRICK co. Your A. P. GREEN Distributor; er) Green 
Mexico, Missouri, U.S. A. he’s listed in the yellow pages REFRACTORY 


In Canada: j 
f your telephone directory, CT 
A. P. GREEN FIRE BRICK COMPANY, Ltd. tle parapet aaaaas days sin 


Toronto 15, Ontario 





or write direct = > 
ae 7) 
Qs 





DISTRIBUTORS IN THE PRINCIPAL CITIES OF THE WORLD 


aloil 
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Government Influences on Fuels 


by 
Milburn Petty 


WASHINGTON— Independent oil pro- 
ducers have had to part company with 
the coal interests on legislation to re- 
strict oil imports. 

The producers, as represented by the 
Independent Petroleum Association of 
America, recommended a 10% limit on 
total imports of crude oil and refined 
products. | 

Meanwhile, the National Coal Asso- 
ciation urged legislation to restrict 
residual fuel oil imports to 5% of do- 
mestic demand, in the same quarter of 
the preceding year. 

Congressman Simpson of Pennsyl- 
vania, aiming to please both coal and 
oil operators, included both the 10% 
and 5% quotas in his bill, HR-4294. 

Applying this double-barreled pro- 
vision to imports during the first 1953 
quarter would have resulted in reduc- 
ing residual imports by nearly 80%— 
but it would have allowed about 650,- 
000 B/D of crude oil to be imported 
which was over 50,000 B/D more than 
was actually brought in. 

So, the IPAA has shied away from 
the Simpson Bill, backing instead legis- 
lation for a 10% overall limit on oil 
imports to provide “greater flexibility.” 
But the coal people continue their drive 
for the Simpson Bill. 


Imports Voluntarily Reduced 


Several importers have announced 
voluntary cuts in oil imports. Appar- 
ently, this was enough to satisfy the 
Texas Railroad Commission which 
halted its series of cutbacks in produc- 
tion allowables. 

The IPAA said this was “encour- 
aging” but felt that deeper cuts were 
needed. And the coal people brushed it 
off by saying the cuts were no more 
than “seasonal.” 

Independent refiners, who blame im- 
ported residual for their troubles, still 
want the government to sponsor an in- 
dustry-wide program for voluntary 
cutbacks. 


DJ Files “Oil Cartel” Suit 


But it may be difficult to get the im- 
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porting companies to participate in any 
such program, even though govern- 
ment-sponsored, after the filing of 
the antitrust suit charging five ma- 
jor companies with being parties to an 
“international petroleum cartel.” 

One of the charges is that they con- 
spired to control imports of crude and 
products into the United States. 

The five major companies named as 
defendants in the suit included the 
four parent companies of the Arabian- 
American Oil Co.—New Jersey Stand- 
ard, Socony-Vacuum, Texaco and 
California Standard—plus Gulf. (The 
companies have denied the charges.) 

Other defendants — both domestic 
and foreign—may be added later, ac- 
cording to Attorney General Brownell. 

This civil suit was in lieu of the 
criminal proceedings started during the 
latter days of the Truman administra- 
tion. 


SONJ Hits Coal’s Argument 


The “white paper” on oil imports, 
issued by the Standard Oil Co. (N. J.), 
replied to the coal industry’s com- 
plaints against imported residual fuel 
by pointing out that 1952 residual im- 
ports were equivalent to 3,000,000 tons 
of coal whereas the market lost to do- 
mestically-produced oil and gas totaled 
47,000,000 tons, 

Meanwhile, the railroads report that 
their diesel fuel purchases in 1952 
were up 14% to $261,796,000. 


Building of Gas Lines Urged 


Future planning of oil companies 
should include the possibility of build- 
ing pipe lines to transport natural gas 
to consumers, according to J. N. Pew, 
Jr., board chairman of the Sun Oil Co. 

Declaring that only a “relatively in- 
significant” part of the vast gas re- 
serves are now being utilized, Pew 
said this “great natural asset” should 
be marketed “in an orderly manner 
under a free enterprise system in logi- 
cal competition with other fuels.” 


FPC Warns on Gas Prices 


Even though the Federal Power 
Commission has held—in the Phillips 
Case—that it has no jurisdiction over 


arm’s length sales of natural gas in the 
field, this should not be construed by 
producers as a green light for “exor- 
bitant” increases in gas prices, accord. 
ing to Nelson Lee Smith, who likely 
will be named chairman of the FPC. 


The commission, he warned, could 
check any such trend by taking into 
account the “reasonableness” of pro- 
posed gas purchase prices when con- 
sidering applications to build gas pipe- 
lines. 

Also, the FPC could always seek ad- 
ditional legislation. If present laws 
ever appear inadequate to protect con- 
sumers, “the producer may receive an 
unpleasant reminder that they are 
greatly outnumbered by consumers,” 


Smith added. 


Eastern protests against appoint: 
ment of anyone from a gas-producing 
state to the FPC apparently bore fruit. 
President Eisenhower’s choice was 
Jerome Kuykendall, Washington State 
utilities commissioner. 


Fuels Policy Study Planned 


A broad-scale program to investigate 
reserves of strategic minerals, mate- 
rials, and fuels—their availability and 
consumption—has been announced by 
Senator Malone (R), Nevada, who 
heads the subcommittee: which inher- 
ited the national fuels policy study 
from Ex-Senator O’Mahoney (D), 
Wyo. 

Despite the title, minerals and metals 
are likely to get more attention in this 
study than fuels, (A metals man has 
been hired for the staff work.) 


Jobbers Write Ike on Imports 


Continuing the fight of the National 
Oil Jobbers Council against anti-im- 
port legislation, Otis H. Ellis, NOJC’s 
counsel, has written to President Eisen 
hower urging that the Reciprocal 
Trade Agreements Act be extended, 
as presently constituted. 

Amendments to restrict imports 
would result in an oil shortage 2nd 
higher prices, Ellis said. 

Jobbers handle about 40% of the 
gasoline sold in the U. S., about 70% 
of the home heating oil, and aout 
50% of the residual sold on the «ast 
Coast, he pointed out. 
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Individual Winkler Gas Burner kits are provided 
for natural, manufactured, mixed and LP gases... 
and for natural and LP gas combination requiring 
an outside temperature switch. 

For oil-firing, the Universal may be equipped 
with either the Winkler High Pressure or Low 


WHERE ELSE CAN YOU FIND ALL THESE FEATURES IN ONE UNIT? 


WINKLER WELD, 





This furnace meets all home heating require- 
ments in the easiest, most convenient way 
you’ve ever seen. The same unit can be used 
for either up-flow or counter-flow operation 
by merely re-arranging the parts. The 
Winkler Universal is a complete package 
... everything included, except ducts, for 
a basement or utility room installation. 


: Casing ‘and insulation. Clean, trim de- 

sign—baked enamel finish. Cellular 

asbestos, faced with aluminum foil, produces 
an amazingly cool casing. 


Heat exchanger. Unique corrugations 

greatly increase the heat transfer area 
. . . 42% more area with the same floor 
space. The distribution pattern of hot gases, 
together with a minimum of internal resist- 
ance, make this heat exchanger a non- 
pulsating unit. 


Extra quiet fan. All moving parts car- 
ried in soft rubber—no vibration. 


Filter frame. Snaps into any of the five 
sides adjacent to fan compartment... 
assures greater adaptability to various in- 
stalling situations... keeps duct costs down. 
Pre-wired at factory. All wiring is in 
place and connected. Just connect 
burner and line wiring—a real time saver. 





Pressure Burner. Oil Burner kits include everything 
necessary for a complete installation—combustion 
chamber, controls, barometric draft, etc. 

Both Gas and Oil Burner kits are pre-wired for 
quick, easy connection to the pre-wired Universal 
Furnace. 


Write today for complete information 





* AUTOMATIC ° 


STEWART-WARNER CORPORATION {pareve 


U. S. MACHINE DIVISION e Dept. H-53 e LEBANON, INDIANA 





HEATING EQUIPMENT 
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No. 1905 Oil Filter Valve 
made with 1/2" inlet 1.P.T. 
male threads and 7" outlet 
1.P.T. male threads. 


One valve may look much like 
another on the outside—but it's 
what's INSIDE that counts! Every 
Guardian valve has these fea- 


oi vt ll 


tures of superiority shown in the 
cutaway above: 


& 
yr 


truded brass. 

2. Finer machined thread and seat- 
ing surfaces. 

3. Greater wall strength and body 
strength. 

. Identical brass in stem and seat 
for greater wear . . . elimi- 
nates seizure. 

. Preformed asbestos - graphite 
rings for packing uniformity. 

- Quick-acting threads for open- 
ing and closing. 

. Adjustable packing nut for take- 
up of packing wear. 


Guardian valves are 
designed for oil line 
service ... built with 
precision ... tested 


No. 1200 i t 
ce for uniformity. Look 
e name 


Centro! Valve f oT 4 h 
"Guardian" on the 
valve. 

Write for Bulletin 
V-101. 


No. 1300 
fwe Tank Control! 
Valve Assembly 


PRODUCTS CORP. 
VALVE DIVISION 


Dept. F-53, 1231 E. Second Street 


Michigan: City; Andiona 





Eastern burner Exposition 
completes Plans for Show 


WITH VIRTUALLY all exhibit space sold, 
Fred N. Beckwith, exposition manager, 
Eastern Biennial Exposition of Oil 
Heat, announces that advance reserva- 
tions indicate an attendance approach- 
ing 7,000. The Exposition, sponsored 
by the Oil-Heat Institute of New Eng- 
land, opens on June 2 and runs through 
June 5 at the Hotel Statler in Boston. 


Advance publicity on the Exposi- 
tion, which is being distributed to all 
oilheating companies along the East- 
ern Seaboard and some Midwestern 
areas, indicates that more than 100 
manufacturers will operate more than 
a quarter-mile of exhibits. The latest 
developments in oilheating are to be 
displayed, covering light and heavy 
oilburners, boiler-burner and furnace- 
burner units, controls, accessories, sup- 
plies, cast-iron boilers, steel boilers and 
fueloils. 


Opens June 2 


Starting on June 2 at 1:00 P.M., 
the exhibits will remain open until 
10:00 P.M. The same schedule will be 
observed on June 3 and 4, with the 
final closing set for 6:00 P.M. on June 
5. The program has been laid out so 
that those attending the Exposition 
will be able to give undivided attention 
to the displays. The only formal meet- 
ing planned takes place on the morn- 
ing of June 5, from 10:00 A.M. to 
noon. 


This is to be a round table forum, 
moderated by Robert Gray, FUELOIL & 
Om Heat, with George Clement, 
Modern Heat & Fuel Co., Philadel- 
phia; Claude A. Potts, U. S$. Machine 
Div., Lebanon, Ind.; and J, L, Minner, 
Shell Oil Co., New York, N. Y., par- 
ticipating. Topic of the forum will be 
“What's ahead for oil Heat,” with the 
members selected to present the senti- 
ments of an oilheating dealer, manu- 
facturer and major oil company. 


Industry personnel who are plan- 
ning to attend are urged to make their 
hotel reservations immediately through 
the Boston Convention Bureau, 80 
Federal St., Boston 10, Mass., which 
has a number of rooms available in a 
dozen Boston hotels. 


Manufacturers who want to display 
their products should contact Fred N, 
Beckwith, 839 Beacon St., Boston 15, 
or telephone him at KEnmore 9766 ‘or 
information on available booth space. 


>, 
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Building Record possible 
this Year, says Dodze 


CONTINUATION of the construction 
boom into March, according to the F. 
W. Dodge Corp., New York, N. Y., 
increased the prospect of another rec- 
ord high being achieved in 1953. Con- 
struction contract awards recorded in 
the Dodge Reports carried the total 
for the first quarter of 1953 to 11% 
over the same period last year in the 
37 states east of the Rockies. 

Residential building led the list with 
a total of $605,200,000, up 45% over 
February and 2% greater than March 
1952. The three month total for all 
classifications reached $3,444,696,000; 
March totaled $1,347,518,000, up 
32% from February and 2% over 
March 1952. 

Three month totals showed these in- 
creases over the first quarter of 1952: 
Residential, 12%; non-residential, 
10% and heavy engineering, 11%. 


2, 
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Construction Expenditures 
set Record in first Quarter 


EXPENDITURES for new construction 
increased by 10% during March to 
$2.5 billion, for a record first quarter 
total of $7 billion, according to pre 
liminary estimates of the U. S. Labor 
Department’s Bureau of Labor Statis 
tics and the Building Materials Divi- 
sion, U, §, Department of Commerce. 
The January-March total also repre- 
sents a first quarter record for work 
actually done on new construction, 
after allowance for higher costs. 

Private construction expenditures 
rose considerably during March to $1.7 
billion and for the first quarter private 
outlays rose to $5 billion, 7% ove 
the January-March 1952 level. Resi 
dential building activity accounted for 
nearly half this figure after rising |2% 
during March. 


Commercial building during the first 
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OIL and AIR 


ADJUSTMENTS @ 


while the burner is operating! 


Avetial/e Now. 


CW/ Low Pressure 


TWO STAGE FUEL UNIT WITH 
SELF PURGING RESERVOIR! 


You wouldn’t let a mechanic adjust the Carburetor on your 
car with the motor off, so why would you even consider 
adjusting an oil burner while it is off . . . and you must 
with ordinary oil burners . . . but not Combustioneer. 


Combustioneer ...1S BETTER 


Combustioneer is the only Low Pressure Oil Burner on 
which secondary air and oil capacity adjustments can be 
made while the burner is running! A simple screw adjust- 
ment permits any exact fuel capacity selection between .50 
and 4.00 g.p.h. 


AGAIN it’s Combustioneer 


Another first. The new Combustioneer dLP Oil Burner 
has 2 TWO STAGE Fuel Unit with a Self Purging Reser- 
voir. Far inside or outside tank installations . .. draws up 
to 33 ft. horizontally plus up to 15 ft. vertically, 


Cmbustonecr | 


ucloil 
Jrtheat 


“Adjust the carburetor with the motor OFF? NO!”’ 
"Why Do It With An Oil Burner?” 







Combustioneer EXCLUSIVES 


® Adjusts oil and air while burner is running 

® Two Stage “Hydra-Vated” fuel unit 

® Self purging reservoir 

® Oil lift up to 15 feet vertical plus 38 feet horizontal 
® Oil capacity range .50 to 4.00 g.p.h. 

® No extra lift pumps required 

® “Free Floating” piston 

® Positive start and shut-off valve 


Write for Combustioneer Franchise Details 


CUp and Mail Today / 


a = 
Combustioneer DIVISION 
The Steel Products Engineering Company 
1296 W. Columbia Street, Springfield, Ohio 


F 
I 
| 

Please send me, without obligation, all details about the 
| 
| 
I 
| 
| 
| 


. . and about a Combustioneer Dealer Franchise. 
NAME 
FIRM NAME 
STREET ADDRESS 
CITY ZONE STATE 











l 
| 
| 
| new Combustioneer Low Pressure Two-Stage Fuel Unit 
| 
| 
| 
| 
| 





Gas Burners ® High and Low Pressure Oil Burners ® Stokers ® Coal-Gas-Oil Furnaces ® Humidifiers 


Division——The Steel Products Engineering Company, Springfield, Ohio 
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NEW 
ENERAL 
ulomalic 


Assures Even Heat... 
Increases Satisfaction And 


BOOSTS PROFITS! 


TEMP-RD AIR 


is an expertly designed, highly 
profitable warm air heating pack- 
age. The system features the revo- 
lutionary mew General Automatic 
diffuser that assures an even flow 
of heat throughout the entire 
house. 


The package is shipped from 
the factory complete and ready for 
installation. Includes Air Diffus- 
ers, furnace bonnet assembly, with 
quick knockout holes for joining 
duct lines . . . 4” diameter pipes 
in 24” lengths and 90° adjustable 
elbows to reach almost any angle. 





| DOMESTIC CONVERSION: 


quarter this year topped last year’s first 
quarter expenditure total by 44%. 
Public construction expenditures rose 

2% during March to $725 million, 
reflecting the lag in Federal contract 
awards following a February Budget 
Bureau order to review projects for es- 
sentiality. Public outlays for new con- 


| struction put in place during the first 


quarter this year were only slightly 
above last year and public expendi- 
tures on housing, hospital building, 
conservation and development work 
all were at lower levels than during the 
first quarter of 1952. 

+ 
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OHI Members report Burner 
Shipments for two Months 


MANUFACTURERS of residential oil- 
heating equipment participating in the 
monthly statistical marketing report 
prepared by the Oil-Heat Institute of 
America, shipped from their factories 
in January a total of 28,322 oilburners 
and units, down 22.7% from Decem- 
ber figures, and 29,106 burners and 
units in February, for a two-months 
total of 57,428. 

For the two months, furnace-burner 
units reported the largest shipments, 
totaling 27,366, followed by domestic 
conversion burners with 22,030. The 
table reproduces a breakdown by types 
of equipment shipped, prepared by C. 
H. Bottrill, the Institute’s technical 
secretary: 


January 
1953 


Canada’s oil Pipeline 
to be World’s longest 


CANADA will have the longest crude o'| 
pipeline in the world when Inter- 
provincial Pipe Line Co. completes a 
635-mile extension from Superior, 
Wis., to Sarnia, Ontario. Total lengti 
will be 1,765 miles. President T. S 
Johnston told the company’s annual 
meeting that all funds have been raised 
to build the new line and increase the 
capacity of the existing lines to meet 
1954 requirements. 

The extension, all but six miles of 
which will be in the United States, 
will be constructed by Interprovincial’s 
American subsidiary, Lakeland Pipe 
Line Co., Inc. It will follow an easterly 
route, across the Straits of Mackinac 
to the Saginaw-Bay City area and then 
southerly to Sarnia. The extension will 
cross the St, Clair River to Sarnia near 
Port Huron. 

Initial capacity of the extension will 
be 120,000 b/d with one pump. Con- 
struction of five additional pump sta- 
tions will raise capacity to 300,000 b/d. 


}, 
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Sixty Students to complete 
New York oilheating Classes 


IN JUNE 60 vocational high students 


will complete instruction in oilheating 
and will be graduated from the Samuel 


February Two-month 
1953 Total 


Vaporizing Pot 85 30 115 

Vert. or Hor. Rot. 1,587 1,193 2,780 
0-3 High or Low Pres. 7,760 9,318 17,078 
3-6 High or Low Pres. 1,249 808 2,057 


In addition, complete return air 
includes cold 


” 


kit is supplied... 
air return grille, 9” round pipe 


and furnace bonnet assembly. 10, 681 11,349 22.030 
FURNACE-BURNER UNITS: 

Basement Forced 8,335 7,957 16,292 

High Boy 3,287 3,404 6,691 

Counterflow 834 1.097 1.931 

Horizontal 5 774 1,29 

Gravity 742 1.157 


WRITE TODAY FOR 
FULL DETAILS! 


ulomualic BOILER-BURNER UNITS: - 
Water 2,623 f of 
i 


13,719 27,366 


GENERAL AUTOMATIC PRODUCTS CORP. Steam 


2300 Sinclair Lane 


Baltimore 13, Maryland WATER HEATERS: 


0-50 (All Types) 
Over 50 (All Types) 


Canadian Representative: 


HEATING EQUIPMENT CO., LTD. 
444 St. Germaine, Toronto, Canada 





Representatives in principal cities GRAND TOTAL: 
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NOW! Complete home heat 

















SERVEL CREATES DEMAND WITH 








with one unit at a price 


onditioner at a new low price... 





Servel All-Year air ¢ 
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Watch sellective Servel advertising in these publi- 
cations reaching millions of prospective customers: 


e This is the year All-Year Air Conditioning 
comes into its own! 


And Servel is building demand with the 
greatest advertising and merchandising push 
in air-conditioning history to tell millions about 
the benefits of year-round climate control and 
Servel’s famous “‘no moving parts” design. 






little more than the price of a heating syst 
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Time e Saturday Evening Post 
The American Home e House Beautiful e House & Garden 
Sunset ¢ House Beautiful Maintenance & Building Manual 
House & Garden Book of, Building Small Homes Guide 


Better Homes & Gardens 


Riding the crest of the growing demand for 
residential air conditioning, Servel dealers will 
cash in on the Servel “Big Push.” Get in on 
the ground floor right now. Servel has the ad- 
vertising and merchandising tools for you to 
tie in with this national advertising program. 
Contact your Servel distributor or mail coupon. 


SERVEL, INC., Dept. FO-5, Evansville 20, Indiana 


Name 


air conditioning history! 


Tell me more about the Servel “Big Push’”—and rush 
information on tie-in advertising-merchandising. 





Firm 





Address__ 











City __ State 
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SOOTMASTER 
Fumace Cleaner 


with 


® Order from your jobber 


CLEANS FASTER—No bag to empty, 
shake or clean. 

Soot is emptied from container into 
throw-away bag. 

Easy to carry—weighs only 30 Ibs. 
Complete with 10 ft. hose, 27 in. clean- 


Qs0 ing tool, 10 throw-away 


bags and quick-release 
tie-cord. 

® Write today for literature 

® Jobbers’ inquiries invited 


MASTER-CRAFT 


SUPPLY CO., INC. 
HAVERSTRAW, NEW YORK 





We'll be at 4th Floor, HOTEL STATLER, 
BOSTON, JUNE 2-3-4-5 
Ask for us! 








Gompers Vocational and Technical 
High School, Bronx, N. Y., and the 
Thomas A. Edison Vocational High 
School, Jamaica, N. Y. These students 
are among the first to complete the 
courses, established two years ago by 
the Petroleum Educational Commis- 
sion, working under the Advisory 
Board for Vocational and Extension 
Education of the New York City 
Board of Education. 

Twenty-eight New York City oil- 
heating dealers bid for the first eight 
students graduated in February and 
an equally heavy demand is expected 
for the students who will graduate in 
June. The students, as part of their 
regular vocational high school training, 
have been schooled in oilheating fun- 
damentals, enriched with practical 
work on live burner installations main- 
tained in shops at both schools. 

Interested dealers in New York City 
should contact either Samuel Gompers 
or Thomas A. Edison schools without 
delay or submit a request for employ- 
ment of the number of students de- 
sired to the Advisory Board for Voca- 
tional and Extension Education, Board 
of Education Building, 110 Livingston 
St., Brooklyn, N. Y. 


>, 
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Sun Oil plans Pipeline, 
Toledo to Detroit Area 


| PLANS have been announced by Sun 


Pipe Line Co., a Sun Oil subsidiary, 
for construction of an 8” pipeline loop 
between Toledo, Ohio and Inkster 
Junction, west of Detroit, Mich. It is 
part of an expansion program tied in 
with the building of Sun’s $14 million 
Sarnia, Ontario, Canada, refinery 
which is scheduled for completion in 
October. Approximately 45-miles long, 
the line will have a capacity of 20,000 
barrels a day and will generally parallel 
an existing Sun line extending from 
Toledo to Sarnia. 

The new line will move products 
from the Toledo Refinery to Sun’s 
marketing terminal at River Rouge, 
Mich., releasing the existing line for 
conversion to crude oil from Toledo to 
the Sarnia refinery, In addition, the 
converted line will handle shipments 
of butane and butylene blending stocks 


and burning oils for Canadian mar- 
kets, Construction of the new line will 
commence in mid-May, scheduled for 
October 1 completion. 

Construction will provide for twin 
8” lines under the Maumee River in 
Toledo, laid 12’ below the bed of the 
river to insure uninterrupted flow of 
products north in the event one line 
is damaged. 


, 
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Oil Furnaces exempted 
from Canadian sales Tax 


THE DECISION to lift the 10% sales tax 
from gas and oil furnaces and air con- 
ditioning units in Canada will result 
in refunds of hundreds of thousands of 
dollars being made by the Revenue De- 
partment. For years the Department 
had exempted coal and wood furnaces 
from the tax, but had imposed it on gas 
and oil units. The Tariff Board last 
January ruled that gas and oil units 
should be included in the exemptions, 

A Revenue Department official 
stated that the refunds, covering taxes 
paid on sales of these units since Sep- 
tember 1951, are to be made to the 
manufacturers. In many cases, they 
were expected to turn the refund over 
to the consumer. 

Refunds, which may range between 
$10 and $30 on individual items, will 
be made on more than 50,000 furnaces 
and air conditioning units sold since 
September 1951. 


\2 


Lewis Oil pays 1952 
Weatherman Dividends 


“WEATHER DIVIDENDS,” amounting to 
$10,750, were mailed to 433 budget 
plan customers of the Lewis Coal & 
Oil Co., Inc., Port Washington, N. Y., 
early in April. The payments repre 
sented surplus amounts paid by cus 
tomers who use the Lewis budget plan 
and which, because of the mild winter, 
were in excess of the cost of the fucloil 
supplied to them. 

John M. Lewis, treasurer of the com’ 
pany, reports an increasing number of 
customers are adopting the budget 
plan, spreading the cost over a 10 
month period. 
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SOCONY-VACUUM HEATING OIL 






y That's why it’s so much easier 
to Sell a Branded Product ! 





K 


Mobilheat 





It’s only natural that you'll find it easier to boost 
fuel oil sales when you sell a branded product 
with such an excellent reputation . . . Mobilheat! 





But more than that, with Mobiiheat you get the 
benefit of 87 years of oil marketing and 
merchandising experience . . . plus plans and 
programs to help you meet and beat competition. 







Get on thit Brandl Wagon, 


SOCONY-VACUUM OIL COMPANY, INC. 


Pricloil 23 
oilheat, 





RENICK & MAHONEY, inc 


ROPER TANK 


TRUCK PUMPS 


Built for long-lived, efficient 
operation, with economical, 
smooth and quiet delivery. Split 
gland makes repacking easy. 
Handle all grades gasoline, kero- 
sene, diesel fuel and fuel oils. 
Easily serviced without disturbing 
or 


pipe connections drive 


coupling. 


SEE YOUR 


an count on 
R & M men to have 

the know-how to help it 
Jant and truck opera : 

wth imum. They know y e 

; for every marketing 


You ¢ 


keep Y° ; 
costs to the m| 


best eqvipme” 
need. 





SERVICE 


Send for the R&M complete catalog 


RENICK & MAHONEY, ine 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 











H. B. Smith adds cough Drops 
to Line (for this year Only) 


H. B. SMITH CO., Westfield, Mass., 
which this year marks its 100th anni- 
versary in business, has as part of its 
centennial .celebration, a promotional 
tie-in with Smith Bros. cough drops. 

John E. Reed, the boiler company’s 
sales and advertising manager, modi- 
fied the well-known cough drop pack- 
age by replacing the pictures of the 
original Smith brothers with H. B. and 
Edwin Smith, founders of the boiler 
firm in 1853, who, incidentally, also 
had beards. Reed called his package the 
H. B. Smith Co, cough drops and 
filled it with the real product. 

On the back of the box are pictures 
of both sets of brothers with this cap- 
tion. 

“H. B. Smith cough drops are in- 
tended for temporary relief of persons 
living in homes not heated by H. B. 
Smith hot water or steam heating sys- 
tems, For permanent relief, we suggest 
a switch to H. B. Smith. 

*“H. B. Smith boilers have been made 
in Westfield, Mass., for 100 years and 
are recognized everywhere as the high- 
est standard of boiler performance.” 

The cough drop package, made with 


| the cooperation of Smith Bros., were 
| first presented at the Chicago Interna- 


tional Heating and Ventilating Exposi- 
tion. Reed said that the promotion idea 


| was received so well at the show, the 


special cough drop package will be 


| used as calling cards by salesmen all 


through the year. 
4, 
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Herco puts Show “on the Road” 
with mobile display of Burners 


| HERCO OIL BURNER CORP., Lancaster, 


Pa., is using a mobile display of its 
complete line of oilburners mounted 
ona rolling platform installed in a sta- 
tion wagon. 

When the Herco representative calls 
on the dealer, he pulls out the platform 
to show the full line. Each burner is 
individually set on a turntable so it can 
be shown from all angles. There is also 
a cutaway model to show interior 
working parts. 

By this method the dealer can see 
the Herco line first-hand, and the sales- 














Products for Better Service 


"Tells" in gallons. Has 
overwhelming customer 
appeal. Conveniently 
packaged, easy to in- 
stall even in tight quar- 
ters. Costs less to ship, 
takes only !/, of the stor- 
age space required by 
5. Under- 


writers approved. 


most gauges. 


Best of the lever arm type 
gauges 
price field. 


for your lower 
Factory 
assembled, its flex- 
ible float 
permits imme- 
diate oil-tight 
installation. 
No need to 
make time-con- 
suming _—_adjust- 

ments. 
Extra - large, 
read numbers 
aluminum dial are cali- 
brated in "“eighths."’ Ap- 
proved by Underwriter's Lab- 

oratories. 


Fil-Chr 


Gauge, vent- and fill-pipe all 
in one unit for 55 gallon drums. 
Can be installed without tools. 


arm 








easily - 
on the 





APPLIED 
MECHANICS 
COMPANY 


167 OLIVER ST., BOSTON 10, MAS5S. 








May 
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AOW. V completely new 


FORD TRUCKS for'53 


Scores of brand-new, TIME-SAVING features in 
the completely new Ford Trucks for ’53 add a new 
dimension to truck economy. And you can choose 
from over 190 models in a greatly expanded line. 

Ford Trucks are leaders in low first cost and low 
running costs. They last longer for low ownership 
costs. Now for 753, new TIME-SAVING features 
cut trucking costs still further. 








NEW “DRIVERIZED” CABS cut driver fatigue! NEW SYNCHRO-SILENT transmissions for 


NEW LOW-FRICTION POWER in 3 overhead- 
One-piece curved windshield 55% bigger. easier shifting—no “double clutching” valve engines—Cost Clipper Six, Cargo 
I-REST tinted glass (extra cost). Wider —standardallmodels. New Fordomatic King V-8’s. Five engines in all with 
seat with counter-shock seat snubber. or Overdrive on F-100 at extra cost. famous Truck V-8 and Big Six. 


Deluxe cab shown in all illustrations 










Parallel frame rails New banjo-type 
for better service hypoid rear axle 
accessibility } 





New wider tread, set-back front axle 





NEW SHORT TURNING for better maneuver- NEW SPRINGS! NEW BRAKES! Longer front NEW TIME-SAVING FEATURES THROUGHOUT! 
ability. New wider tread gives 37° steer- and rear springs for easier ride, longer All new ... all the way! New fast con- 
ing angle. New set-back axles shorten life! New self-energizing brakes for trols and new power save truck time on 


the road . . . New service accessibility 
saves truck time in the shop. 





without reducing capacity. type, rear, on Series 500 and 600. 





wheelbase, improve weight distribution | better control . . . double-cylinder 


Designed for todays hauling needs! 


Ren TRUCKS 


SAVE TIME! e SAVE MONEY! e LAST LONGER! 





Good Drivers Drive Safe Trucks 


~a=== FREE! MAIL THIS COUPON NOW!,..... 











4 
| Forp Division of Forpv Motor Company - 

1 P.O. Box 658, Dearborn, Michigan i 

: Please send me without charge or obligation, com- ! 

I plete details on new Ford Economy Trucks for ’53! ; 

! FULL LINE [J HEAVY-DUTY MODELS [] i 

- LIGHT MODELS [] BIG JOB MODELS [] ; 

1 PARCEL DELIVERY [] CAB FORWARD MODELS []_ 

' i 

- Name - 

i (PLEASE PRINT PLAINLY) ; 

F Address : 

; | i 

P ‘ 8 Cit State 1 

BIGGEST FORD TRUCK ever built—new Ford Series F-900 has G.C.W. ' eae Check bere if student! 
rating of 55,000 Ibs, as a tractor and G.V.W. truck rating of 27,000 lbs. | EA aa eS } 








OUTSIDE BAG 


_Ay FROM YOUR 
=| 


PRESENT CLEANER 
..-Get the 


SOOTMASTER 


© Order from your jobber 


SOOTMASTER Filter Unit, with THROW- 
AWAY Bag, 
on your G. E. Cleaner, gives you double 


eliminates outside bag 


protection against leaks and blowouts 


Installed into your present cleaner in 
few minutes. 


172 


® Write today for literature 
® Jobbers’ inquiries invited 


MASTERCRAFT 


SUPPLY CO., INC. 
HAVERSTRAW, NEW YORK 


Complete with 10 throw- 
away bags and quick- 
release tie-cord. 





We'll be at 4th Floor, HOTEL STATLER, 
BOSTON, JUNE 2-3-4-5 


Ask for us! 








man is able to point out small features 
which are difficult to visualize in cata- 
log pictures. 
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Barber Gas Burner Co. 
buys Scott-Newcomb, Inc. 


SCOTT-NEWCOMB CO., St. Louis, Mo., 
has been purchased outright by the 
Barber Gas Burner Co., Cleveland, 
Ohio. W. Hayden Thompson, vice- 
president and general manager, Barber 
Gas Burner Co., stated that the ac- 
quisition of Scott-Newcomb would 
broaden the scope of the present Bar- 
ber burner line, He said that the equip- 
ment, inventory and all physical assets 
of Scott-Newcomb were being moved 
from St. Louis to Cleveland. 

Sales policies, discounts, methods of 
distribution will be made to conform 
with Barber sales operations now in 
effect and will be handled by the Bar- 
ber sales department. 

Scott-Newcomb manufactures oil- 
burners, gun-type gas burners and com- 
bination oil-gas burners. 





Milwaukee Engineering School 
marks golden Anniversary 


A DINNER, commemorating the 50th 
anniversary of the Milwaukee School 
of Engineering, Milwaukee 1, Wisc., 
was held May 4 at the Wisconsin Club 
in Milwaukee. 

Present at the dinner were key fig- 
ures in Milwaukee industrial circles, 
representing firms which employ 
MSOE’S graduates, Tributes to the 
School and its founders were paid by 
state and city civic dignitaries. 


As an emergency measure, G. S. Cas: 
person, Lennox furnace dealer in Ash- 
land, Wisc., installed. a Lennox Micro- 
Mix oilburner demonstrator, shown 
below in the living room of the home 
of George Anno when it was learned 
that it would take a month to get a 
part for his home heating water boiler 
which developed a bad leak. It was 
well into the heating season, Mr, Cas- 
person reported. They had no heat and 
to make matters worse the Anno’s have 
a very young baby. The dealer left the 
demonstrator in the living room for 4 
month. The burner burned so clean 
that it was fired without a flue and 
with the baby playing in the room. 
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Reporting the Chicago Convention 


Exceptionally strong program covers wide Variety of Subjects 


 - THIRTY-FIRST ANNUAL CON- 
VENTION of the Oil Heat In- 
stitute of America closed with an 
elaborate banquet and entertainment 
Wednesday night, April 22nd, follow- 
ing three jam-packed days of par- 
ticularly effective industry meetings. 

The first day had been devoted to 
committees and formal get togethers. 
The real convention occupied the sec- 
ond and third days. During that time 
34 men from within and without the 
oilheating industry shared their talents 
to provide a great deal of useful man- 
agement material for the attending 
dealers and manufacturers. 

The consensus was very strong in 
the direction of high praise for the 
meetings. Dealers encountered in a 
stroll through the corridors and pub- 
licrooms of the Edgewater Beach Hotel 
almost invariably remarked that this 
was the best convention they had ever 
attended. Credit for this experience 
belongs to Cy Burg, Chairman of the 
program committee and to his members 
on the committee. They were more 
than ably assisted, of course, by Ralph 
Becker, manager of the Institute and 
its staff and T. A. Crawford, the re- 
tiring president. 

The program was particularly un- 





From left to right: New vice-presidents of OHI, George Hochstein, T 


usual in that the topics were selected 
first, some of to be covered by indi- 
vidual speakers, others by panels of 
speakers, with none of the speakers 
selected until every topic had been 
agreed upon. Sprinkled through the 
program were several comic skits, each 
of them to amplify the particular theme 
under discussion. 

In arranging a convention where no 
exposition of products is included there 
is always considerable question as to 
how many industry men will come. 
The program chairman is well aware 
of this since he must attempt to get the 
attendance by relying entirely on the 
appeal of the program topics. The 
meetings were attended by around 400 
to 450 industry men, Naturally not all 
of those who registered were in at- 
tendance at meetings all of the time so 
the total number of industry visitors 
would be considerably higher. 

It was clearly apparent that most of 
the dealers at the meetings were of the 
top variety in market importance. 
Looking over the audience it was easy 
to recognize leading men from city 
after city throughout the country. By 
carrying back to their individual mar- 
kets some of the thinking of the con- 
vention they can multiply its benefits 








he Heil Co.; C. T. Burg, Iron Fireman, and Clark 





Paul K. Addams, Fitzgibbons Boiler 
Co., named president of the Oil-Heat 
Institute of America during its annual 
convention at Chicago, April 20-22. 


quite considerably. 

A number of the members brought 
the ladies along and Mrs. J. W. Owens 
(Mercoid) was chairman of a special 
committee that looked after their en- 
tertainment. There were several fea- 
tures that kept the wives quite well oc- 
cupied so that their husbands could 





L.H stings, Rochester Mfg. Co.; new chairman of the Accessory Division, Bruce Olson, Sundstrand Machine Tool Co.; 
new chairman of the Distribution Division, Alfred Hegeman, Wisconsin Oil Heat Association and Ralph Becker, managing 


director, Oil-Heat Institute of America. 


75 





think about business. Jim Owens was 
also of particular importancé to the 
convention by being chairman of the 
group that provided the Old Timers’ 
party and also engaged the entertainers 
for the banquet. 

Paul K. Addams, Fitzgibbons Boiler 
Co., was elected President of the In- 
stitute for the year ahead, C. T. Burg, 
Iron Fireman Mfg. Co., George E. 
Hochstein, The Heil Co. and Clark 
L. Hastings, Rochester Mfg. Co. 
were named vice-presidents. Members 
elected to the Institute Executive Com- 
mittee, in addition to the president and 
vice-presidents, who are ex-officio mem- 
bers, are: L, A. Casler, Eureka Wil- 
liams Corp.; T. A. Crawford, Timken 
Silent Automatic Div.; Stanley Czar- 
necki, Eddington Metal Specialty Co.; 
Alfred Hegeman, Wisconsin Oil Heat 
Association; B. F. Olson, Sundstrand 
Machine Tool Co.; Claude A. Potts, 
U: S. Machine Div., J. Verne Resek, 
Cleaver-Brooks Co. 


New board of Directors 


Complete roster of the board of di- 
rectors elected follows: 

From the Manufacturer Division: P. 
K. Addams, Fitzgibbons Boiler Co.; A. 
T. Atwill, Quaker Mfg. Co.; C. H. 
Baumgardner, National Radiator Co.; 
R. S. Bohn, Preferred Utilities Mfg. 
Corp.; L. H, Brenneman, York-Ship- 
ley, Inc.; C. T. Burg, Iron Fireman 
Mfg. Co.; L. A. Casler, Eureka Wil- 
liams Corp.; T. A. Crawford, Timken 
Silent Automatic Div.; M. J. Donahue, 
Fluid Heat Div.; Rupert Gustafson, 
Sundstrand Eng. Co.; G. E. Hochstein, 
Heil Co.; W. F. Klockau, Nu-Way 
Corp.; Dan Johnson, S. T. Johnson 
Co.; G. M. Marin, Sun-Ray Burner 
Mfg. Co.; Claude A. Potts, U. S. Ma- 
chine Div., J. Verne Resek, Cleaver- 
Brooks Co.; W. J. Smith, Jr., Cleve- 
land Steel Products Corp.; F. J. Van- 
Poppelen, General Electric Co.; Rus- 
sell C. Westover, Jr., Ray Oil Burner; 

From the Accessory Division: T. I. 
Byrd, Lau Blower Co.; Stanley Czar- 
necki, Eddington Metal Specialty Co.; 
E. J. Gossett, Bell & Gossett Co.; Rob- 
ert Gray, FuELor & Om Heart; C. L. 
Hastings, Rochester Mfg. Co.; C. E. 
Lewis, Perfex Corp.; P. G. Crewe, 
Webster Electric Co.; E. N. McDon- 
nell, McDonnell & Miller, Inc.; B. F. 
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Olson, Sundstrand Machine Tool Co.; 
J. W. Owens, Mercoid Corp.; D. B. 
Robinson, Torrington Mfg. Co.; Frank 
P. Scully, Scully Signal Co.; 

From the Distribution Division: J. 
H. B. Albert, Oil Heat Association of 
Md.; F. N. Beckwith, Oil Heat Insti- 
tute of New England; M. S. Campbell, 
Oil Heat Institute of Iowa; J. A. Col- 
lins, Oil Heat Association of Western 
New York; E. L. Fentress, Tidewater 
Oil Heat Association; Alfred Hege- 
man, Wisconsin Oil Heat Association; 
T. R. Loizeaux, Union County Oil 
Heat Association; E, F. Marquard, Oil 
Heat Institute of Northern Ohio; H. 
M. Spade, Westchester Oil Heat As- 
sociation; Robert D. Watt, Oil Heat 
Institute of Washington and George 
H. Wolf, Oil Heat Association of Cen- 


tral Pennsylvania. 


Institute strong financially 


During the annual meeting of the 
Institute, Ralph Becker delivered his 
report as managing director and as sec- 
retary-treasurer. He announced that 
the net worth of the Institute now was 
$101,000, a net gain of $71,000 in the 
past two years. 

New dues schedules were accepted, 
with the recommendation that those 
for the commercial-industrial section be 
given further study. And, proposed 
changes in the constitution, it was 
voted, would be submitted to mem- 
bers for a vote by mail. 

Retiring President T. A. Crawford 
in his report briefly reviewed the activi- 
ties of the various committees and paid 
tribute to committee chairmen and 
members for making possible the ac- 
complishments of the Institute during 
the past year. 

After a statement of the position of 
the Institute in regard to oil imports, 
it was voted that its opposition be 
recorded to the proposed restrictions 
on oil imports, The Institute regards 
these as measures to increase oil prices, 
restrict competition and, in effect, regu- 
late the end use of fuel. Members were 
urged to register vigorous opposition 
with their Senators and Congressmen. 

At a meeting of the Board of Di- 
rectors of the Distribution Division, 
Alfred Hegeman, Wisconsin Oil Heat 
Association was named Chairman 


and Robert D. Watt, Oil Heat Insti- 


C. T. Burg, Iron Fireman, who was 
chairman of the Convention program 
committee, is shown prospecting for 
gold. He found GOYA the key to suc- 


cess in that venture as well as to selling. 


tutue of Washington was named 
vice-chairman. 

At the Annual Meeting of the Di- 
vision which followed, Fred S, Bur- 
roughs, national secretary, delivered 
his annual report during which he re- 
vealed that membership in the Divi 
sion had increased to 2,000, 1,500 of 
which belong to 34 Chapters, the 
balance being individual members. 
During the year nine Chapters were 
added to the Division and the outlook 
is promising to add to this total. 

Burroughs reported on other activi- 
ties of the Division, including the 
preparation of the Treasury of Adver- 
tising and a truck operator’s manual. 
This is now being printed. It is a refer- 
ence manual for fueloil truck drivers, 
delivery 
policies, loading and unloading pro- 


covering safety, company 
cedures. He reviewed other functions 
which the Division had performed, in- 
cluding promotion of automatic oil 
heating supplements which appeared 
in 35 newspapers throughout the coun 
try, work with government agencies 
and increased cooperation with the 
Accessory Division. 

Hollis Albert, Oil Heat Associ‘ tion 
of Maryland, retiring Chairman, com’ 
mented briefly on the Institute’s Insur’ 
ance Program, under which $11 milion 


May 


- 1953 








tion 





wads 


ram 

for 
SUC: 
ling. 


med 


Di 
Bur- 
ered 
> rer 
ivi- 
0 of 

the 
ers. 
vere 


look 


tivi- 

the 
ver’ 
ual. 
fer- 
vers, 
very 
pro- 


ions 


oil- 


ired 


1c1es 


the 
tion 


sur’ 
lion 


worth of insurance has been written 
in all three Divisions. 

The meeting concluded with con- 
siderable discussion on the problem of 
leaking storage tanks and proposed 
Underwriters’ regulations to correct 
the problem. The Division went on 
record as recommending that before 
any changes are made the Under- 
writers’ Laboratories investigate and 
evaluate all available information on 
tank failures and that enforcement of 
any rule changes be deferred for a rea- 
sonable period. 


Accessory Division 


At a meeting of OHI’s Accessory 
Division, presided over by Chairman 
Clark Hastings, there was considerable 
discussion on how accessory manufac- 
turers could make themselves more 
helpful to dealers through cooperation 
with the distribution division. 

Kent Wilson, of Minneapolis- 
Honeywell urged that more speakers 
be provided by these manufacturers 
for dealer meetings. R. H. Luscombe, 
of Penn, believed that the division 
might develop a road show with sev- 
eral speakers to catch a series of dealer 
meetings in local markets. Then David 
Morgenthaler, of Delavan, recom- 
mended manufacturers make available 
to the Distribution Division a list of 
the topics on which they have already 
prepared speaking material with a de- 
scription of the nature of its presenta- 
tion. 

Stanley Czarnecki, of Eddington, be- 
lieves that the accessory manufacturers 
could help a lot by pushing the Insti- 
tute’s new Treasury of Advertising for 
dealer use. Then he urged manufac- 
turers start pushing the OHI Seal 
through their advertising and promo- 
tional mailings, Lee Steedle, of FUEL- 
om & Om Heat, believes that the seal 
might be used more if it said more. He 
suggested having it redrawn with 
some promotional slogan in it as, for 
example, “Better heat with oil heat.” 

This was the last formal meeting 
under the chairmanship of Clark Hast- 
ings. His successor to head the division 
is Brace Olson, of Sundstrand Machine 
Too! 

The annual Accessory Division 
luncheon held on Tuesday was again 
highly successful. Some 430 tickets 


were sold. The speaker, Professor Al- 
vin C. Busse, of New York University, 
talked on “How To Sell As Prospects 
Like It.” This was an exceptionally use- 
ful presentation with illustrations in 
chart form. Busse placed a lot of em- 
phasis on the fact that the salesman 
must, however difficult, train himself 
to think entirely in terms of the pros- 
pect’s benefit. He must also adapt his 
approach to the prospect’s negative re- 
action, even though unwarranted. 


Market Research Committee 


At the Monday meeting of the Mar- 
ket Research Committee, Chairman 
W. J. Smith, Jr., of Cleveland Steel, 
explained the present success of the 
reporting procedure on burner ship- 
ments. To date 81 manufacturers of 
domestic oilburners are sending in the 
monthly reports and their volume 
represents about 75% of total industry 
shipments. 

The value of these reports as com- 
pared to the Government’s shipment 
figures lies in the fact that the OHI 
material comes out about two months 
earlier than that of the Government, 
more detail is given as to the type of 
equipment shipped and also the manu- 
facturers report these shipments by 
states. , 

Looking into the new year Smith 
recommends the manufacturers work 
for greater speed in their reporting, 
that more companies be encouraged to 
join the group and that the state break- 
down be omitted from the monthly 
reports and compiled only quarterly to 
save time and effort of the reporting 
manufacturers. 


Merchandising Committee 


The Merchandising Committee 
under the chairmanship of Claude A. 
Potts reported the preparation of a 
new 52-page book “Short Cuts For 
Dealers in Recruiting, Screening and 
Training Manpower in the Oilheating 
Industry.” This book is now available 
from the Institute at $2.50 and is a 
very important publication. 

Engineering Committee 

Favorable reaction to criticisms of 

proposed Underwriters Laboratories 


requirements was reported by C. W. 
Lang at a meeting of the Engineering 





Committee on Monday morning. Lang, 
head of the sub-committee inquiring 
into changes contemplated in the code 
of the UL, said that the UL has agreed 
to revise outright or take into consider- 
ation changes in its proposed require- 
ments as suggested by the Engineering 
Committee. 

The next report heard by the com- 
mittee was that by E. H. Haugen, 
head of the sub-committee on oilburner 
standards, Haugen said that plans are 
being worked out to change the word- 
ing of warranties on oilburners which 
will more realistically establish the 
guarantee time. Other problems dis- 
cussed by Haugen in his report con- 
cerned smoke determination and in- 
stallations. 

The sub-committee report on NFPA 
said that the number of inside storage 
tanks which can be attached to a single 
burner has been increased to two. But 
that no more than four inside storage 
tanks will be permitted within a single 
unit. 

Three other sub-committees, as- 
signed by the Engineering group, made 
no reports. 

It was decided by the Engineering 
Committee that there will be no re- 
striction on the number of members 
that can join the group. 


Technical Division 


The meeting of the Technical Divi- 
sion was called to order by Chairman 
Quimby, who welcomed all those who 
were present and stated that the first 
thing on the agenda would be the re- 
ports of the chairmen of the three 
project committees. 

Dr. Landry, of Battelle Memorial 
Institute, chairman of project commit- 
tee #1, dealing with combustion pro- 
cedures, told of the work his group was 
doing. Actually there were four phases 
to work and these were: 

1. Tests to determine the relation of 
smoke to COs. 

2. An evaluation of the smoking 
tendencies of oilburners on starting and 
stopping. 

3. A study of the relation of rising 
flue gas temperatures and the forma- 
tion of soot. 

4. A study of the variables in com- 
bustion occasioned by a cold start. 

Upon conclusion of the remarks he 
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made, Dr. Landry suggested that there 
be greater representation of oilburner 
manufacturers on his committee. 

The next report was made by 
Charles Burkhardt, chairman of the 
project policy committee attempting 
to establish a service policy of maxi- 
mum value to the public. He showed 
the special printed form that had been 
drawn up by the committee for the 
purpose of defining of the service re- 
sponsibilities, both before and after the 
warranty period, of all the agencies 
involved in the production, distribu- 
tion, installation and servicing of oil- 
heating equipment. The committee is 
now compiling and analyzing the data 
and in the future, from those results, 
there would be formulated the “service 
policy of maximum value to the 
public.” 

The third committee report having 
to do with a study of the trends in the 
characteristics of heating oils was made 
by Ken DeRosay, Chairman, 

He said no information could be 
given in advance of a period of five 
years and stated that although there 
is no evidence of a uniform trend com- 
pany-wise, there is one industry-wise. 
It was suggested after a lively discus- 
sion that manufacturers of oilheating 
equipment might tell the refiners what 
characteristics they wanted in fueloil 
and this could be the collective think- 
ing of the industry. Members of the 
technical division speaking from the 
floor proposed that OHI should make 
a national fueloil characteristic survey. 


Tank Corrosion studied 


Upon the completion of the reports 
of the committee chairmen, Quimby 
brought up the problem of the cor- 
rosion of fueloil tanks. He mentioned 
that the Institute of Tank Manufac- 
turers retained Armour -Research 
Foundation to make a research study. 
Mr. Schick of Armour told of the 
progress being made. He related that 
the greater percentage by far of tanks 
storing oil were those containing #2 
oil rather than #1. In analyzing the 
samples taken, those which contained 
water showed the greatest corrosive 
factor and since the corrosion was an 
electro-chemical process it had to be 
the water. The use of sodium carbonate 
as an inhibitor deterred the corrosive 
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activity. No tests are being made of 
the steel itself. 

Robert Gray brought out the fact 
that tank failures were spotty and that 
the incidence of such failures increased 
from 7 to 10 per thousand over the 
last ten years. 


Pulsation Project 


The question of sponsoring a re- 
search project in cooperation with the 
AGA and ASHVE on flame pulsations was 
brought up by T. A. Smoot, Chairman 
of ASHVE combustion committee. The 
Engineering Committee of OHI had 
passed a resolution stating it was a 
worthwhile project and passing it on 
to the Technical Division for decision. 
It would be a three year project. The 
technical division reported favorably 
on it and the major oil companies 
would be asked to contribute a total 
of $3,000 to the project, a like amount 
to be contributed by our. A steering 
committee of two each, from the in- 
terested and contributing associations 
would direct the project. 


Commercial-Industrial Committee 


A well-attended meeting of the 
Commercial-Industrial Committee was 
held on April 20, with C. T. Burg 
acting as chairman. J. Verne Resek, 
Cleaver-Brooks Co. gave the first re- 
port, covering the progress made with 
Underwriters’ Laboratories in estab- 
lishing requirements for commercial 
gas burners. Underwriters, he said, has 
agreed to pass on burners over 400,- 
000 Btu, with The American Gas As- 
sociation to be the examining agency 
for smaller burners. Because many 
commercial gas burners today require 
labels from both laboratories, Resek 
suggested that a solution would be for 
Underwriters to label only the large 
burners, AGA to label the smaller 
units. 

To implement such a procedure, E. 
C. Webb, Iron Fireman Mfg. Co., was 
named a committee of one to contact 
AGA and learn its attitude to this sug- 
gestion. Resek is to put the recom- 
mendations in writing for presentation 
to AGA. 

Larry Sibley, Combustion Control 
Corp., followed with a report that out- 
lined an enlarged committee to include 
equipment distributors, boiler manu- 


facturers, approval organizations and 
insurance firms concerned with the ia- 
stallation of commercial-industrial 
equipment. This, along with a proposed 
initial program for such an enlarged 
committee was taken under advise- 
ment, 

D. H. Bottrill, technical secretary of 
the Institute, spoke briefly on the re- 
ports of oilburner shipments being 
received from commercial-industrial 
burner manufacturers and said that 
there were now 55 manufacturers par- 
ticipating regularly. After discussion 
it was decided that a breakdown of 
shipments by states would be prepared 
once a year. 


The final item was a report from 
Frank Sinning, Allied Oil Co., on re- 
cruiting and educational activities. A 
course for commercial-industrial oil- 
burner instruction has been prepared 
he said, for use in colleges, with the 
aim of providing properly trained en- 
gineers for industry. A meeting has 
been held with University of Illinois 
officials, who expressed interest in the 
course, and another meeting will take 
place on June 13. Sinning commented 
that the course is part of a long range 
program. Immediately, though, he feels 
that companies will be required to take 
positive action to recruit and educate 
its own engineering personnel. 

The opening speaker of the actual 
convention on Tuesday morning was 
T. A. Crawford, 
of Timken, retir- 
ing president of 
the Institute. His 
topic was “Where 
Do We Go From 
Here” and the 
following typical 
paragraphs got 
the meetings away 
to an optimistic 


Crawford 
start, based on the outlook as pre- 
sented: 

“The prospect of ‘peace,’ if it can 
be called that, should be welcomed by 


every business man, as it should be by 


every citizen of our peace-loving coun’ 
try. From the narrow viewpoint of its 
effect on business, a truce and eventual 
cessation of hostilities in Korea cannot 
unfortunately assure that we can 
actually live in peace. Until a basic 
settlement is reached—until the om’ 
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Over-all view of the first general session at the OHI Annual Convention held in Chicago. This shows close to 450 in at- 
tendance, marked more by the quality of the oilheating men who came to Chicago than the quantity. At almost any 
gathering it was possible to pick out leading manufacturers or outstanding dealers from. the principal oilheating areas. 


munistic dictatorship and the Free 
World come to terms—we will have to 
continue accumulating the weapons of 
war, so we will be prepared to defend 
ourselves. 

“To be sure, those materials which 
are consumed at a high rate during 
actual war operations would not be 
needed in such huge quantities if mili- 
tary operations in Asia are stopped. 
The people now engaged in making 
guns and ammunition would be avail- 
able for other work. However, the 
many others engaged in defense proj- 
ects of a more basic and far-reaching 
nature must continue their work. Only 
a relatively small percentage of our 
total working force would have to find 
new jobs—and we certainly need their 
help in our automobile factories, in the 
building industry, and in fact in our 
oilheating industry. 

“There is evidence on every hand 
that business is currently good, and 
solid reason for our confidence that 
business conditions will continue good 
this year and the next year and the 
next as good for each of us individual- 
ly as our efforts deserve. 

“As business men, we particularly 
objected to the controls and regulations 
imposed on us by a bureaucratic gov- 


emmment—price controls, wage con-, 


trols, material controls, and all the 
others. You all know how many reams 


of paper you had to cover with reports, 
in your attempts to comply with the 
infinite extent of these regulations— 
and we all heaved a tremendous sigh 
of relief when the Eisenhower admin- 
istration began lopping off one system 
of controls after another. 

“Unfortunately, however, some of 
us had learned that government regula- 
tions gave us a good alibi for not doing 
things we didn’t want to do anyway 
(‘sorry I can’t give you a raise in pay 
—wage controls don’t permit it.’) 

‘Also, some of us have acquired the 
mistaken idea that government regula- 
tions—imposed on our competitors, of 
course—are an effective substitute for 
our own sweat and energy applied in 
constructive ways, “Let’s get a law 
passed—or a code adopted—or a 
regulation’ is the first thing which 
enters the minds of some business men 
when confronted with troublesome 
competition in the ordinary course of 
business. 

“I urge you not to ask your legisla- 
tors nor your trade association for help 
in handling the business problems you 
should handle yourself—when the help 
you ask must take the form of forcibly 
restricting your competitor from doing 
business in reasonable and ethical ways. 
Use your own energy and ingenuity 
to cope with the ordinary age-old prob- 
lems of business competition, rather 





than inviting government to set up 
more restrictions on business. We have 
plenty of laws on the books which will 
protect you or the public against fraud 
—and that should be enough. 

‘The petroleum industry which had 
long regarded gasoline as its major 
product and principal concern, has 
come to realize the importance of fuel 
oil in the petroleum economy, Heating 
oils have become so important that cer- 
tain refineries produce more fuel oil 
than gasoline at certain seasons of the 
year. To be sure, we do still hear some 
of the die-hards state that their profits 
come entirely from gasoline, and they 
can’t afford to make fuel oil (meaning 
that they can’t put extra effort into 
maintaining good quality or insuring 
availability at all points of use or doing 
the things necessary to maintain and 
expand a vigorous market for heating 
oils). 

“However, thoughtful petroleum 
people everywhere have come to the 
realization that gasoline couldn't be 
sold with profit at anywhere near its 
present prices if there were no market 
for heating oils. 

“If every present user is delighted 
with his oil burner and with his rela- 
tionships with his dealer and our in- 
dustry at large, he will enthusiastically 
endorse our product and services. On 
the other hand, if he feels he has not 
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been treated right—that maintenance 
service costs too much money or fuel 
is too expensive—we can't hope for an 
enthusiastic endorsement, and conse- 
quently we may fail to make that new 
sale on which we are now counting.” 

An excellent three man panel con- 
sisting of E, C. Webb, vice president 
of engineering and production, Iron 
Fireman Manufacturing Co., Carroll 
M. Baumgardner, vice president for 
sales, National Radiator Co., and 
Frank J. Nunlist, Jr., vice president in 
charge of sales for L. J. Mueller Fur- 


Webb Nunlist 
nace Co., discussed the modern trends 
affecting the development of residential 
heating equipment. One of the things 
stressed by Webb was that in analyz- 
ing all the new trends as they affect 
residential heating equipment, the most 
significant were changes in methods of 
heat distribution. The advent of newer 
devices and newer types of systems 
resulted in finer and more equitable 
distribution of heat energy in dwellings 
with the result that temperatures were 
more closely controlled with very slight 
variation between floor and ceiling. He 
emphasized the fact that the purposes 
of changes in heating equipment as 
engineered by manufacturers as a re- 
sult of research were: to improve dis- 
tribution, to occupy less space with 
equipment, to operate more cleanly and 
to provide a greater deal of comfort 
at lesser cost. The new trends had suc- 
cessfully met these four challenges and 
results were a better satisfied public 
which showed a greater interest in 
heating equipment. Webb was of the 
opinion that newer developments in 
wet heat and warm air equipment were 
simultaneous in nature and that one 
did not lag behind the other. 

He was followed by Carroll Baum- 
gardner, who discussed the trends as 
they concerned wet heat. During his 


talk he exhibited .17 slides which 
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covered all phases of statistics concern- 
ing heating equipment and the factors 
that would influence the sale of it. 
While showing the slides he brought to 
the attention of the audience that the 
economic growth of the nation 
throughout the last decade has been 
tremendous and that this growth of 
necessity affected the wet heat indus- 
try. He made a very interesting com- 
parison of the shipments of boiler 
heating equipment, for the years 1939 
and 1952: “In 1939, l-B-R reported a 
total of 183,700 cast iron boiler units 
shipped. In 1952, 240,500 cast iron 
boiler units were shipped or 131% of 
°39. In 1939—38,000 steel heating 
boilers were produced and sold, but in 
1952 this figure rose to 119,500 units 
or 314% of °39 totals. Note that heat- 
ing surface of steel boilers rose from 
4 million to 7,430,000 sq. ft.—a per- 
centage of 188%—denoting a large 
increase in production of small boilers. 

“Again in 1939, approximately 67 
million sq. ft. of cast iron radiators and 
convectors were sold—but in 1952 this 
declined to 38 million sq. ft —56% of 
39 totals.” 

On convectors he stated: “Now 
look at what happened to non-ferrous 
convectors in this same period—9, 100,- 
000 sq. ft. in °39—to 50 million sq. ft. 
in °52. 

“Baseboard panels were just a gleam 
in the eyes of manufacturers in °39— 
not enough production to record—but 
15,000,000 sq. ft. were sold in 1952. 

‘Now look at the combined totals 
of cast iron radiators, ferrous and non- 
ferrous convectors—all types of base- 
board and finned tubes— 

in 1939— '75,000,000’ were sold 
in 1952—117,000,000’ were sold 


‘““We must remember that we have 
not estimated the heating surface sold 
in radiant heating or in steam and hot 
water unit heaters.” 


Rise in panel Heating 


The rise in the number of panel heat- 
ing installations was also demonstrated 
by comparing the 1939 and 1952 
figures. Mr. Baumgardner said: “It is 
very difficult to determine with accu- 
racy the number of panel boiler heating 
installations made each year. The ex- 
hibit shown is our best estimate of the 
rise in popularity of this type. 


700 structures in 1939 versus 

31,000 structures in 1952” 

He translated the 1952 shipment: of 
modern boiler heating into doll:rs, 
These were as follows: 

1952 Shipments (Est) 

Units 

Cast Iron Sec- 
tional Boilers . . 172,500 
Gas De- 
signed Boilers . 
Residential 
Steel Boilers .. 
Commercial 
Steel Boilers .. 


68,000 
97,200 


22,300 





360,000 $128,000,000 

“It is of interest to note that cast 
iron boilers are growing smaller. This 
typifies the new developments which 
stimulate the trend upward for hot 
water heating. 

1945: 1,960 lbs. 
1949: 1,412 lbs. 
1952: 1,130 lbs. 

“Smaller homes—better insulation 
and more efficient heating units have 
all contributed to lower costs of small 
home heating.” 

One interesting fact he brought out 
was that all the components of modern 
boiler heating at the manufacturers 
level add up for 1952 to $338,000,000 
in sales. 

The next speaker, Frank Nunlist, 
gave the case for warm air heating. 
Nunlist told the audience that while 
there were newer trends in warm air 
heating equipment, there was really no 
new trend for the whole system as an 
accepted form of heating for warm air 
heating has been used in this country 
for over a century and gravity warm air 
systems were as old as civilization it- 
self. His slides showed chronological 
and historical development of the warm 
air furnace throughout the past cen- 
tury and they gave evidence that the 
industry has made considerable prog’ 
ress, the major one of which is pro 
viding lower installation costs by better 
designed systems as well as simplicity 
of operation and installation. 

Dealers, he said, were enthusiastic 
about perimeter heating and sma’: pipe 
distribution systems, and many im 
stallers of such equipment feel t!-at the 
cost of installing small pipe syste'™s was 
25% less than conventional systems. 
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Nunlist was of the opinion that the 
future held many great developments 
for warm air heating, among these 
were mass market applications of elec- 
trostatic filters and residential aircon- 
ditioning systems. This was borne out, 
he said, by the fact that many econo- 
mists felt that there would be a de- 
mand for 2,000,000 homes per year by 
1960 and that within five years a half 
million residential airconditioning units 
per year would be installed. He made 
comparisons between installations of 
warm air and wet heating equipment, 
and he felt that the warm air systems 
would capture even a greater portion 
of the future market as a result of the 
fact that they could be tied in so closely 
with residential airconditioning sys- 
tems. 


Potts looks at Manpower 


The last speaker of the Tuesday 
morning session was Claude Potts, 
general sales manager, U. S. Machine 
Div., Stewart'Warner Corp., Leba- 
non, Ind. In his talk on ““More Power 
From Manpower,” Potts decried the 
lack of salesmanship in the industry 
since 1942. He called upon manufac- 
turers to lend more aid to dealers in 
training salesmen and reminded deal- 
ets that they needed a positive program 
in relation to recruiting, training, mo- 
tivating and retaining salesmen. 

The industry for too long, Potts de- 
clared, has relied on fear psychology. 
“How many times,” he asked, “has a 
salesman come up to you and said, 
‘this is the last one I’ve got and I don’t 
know when I'll get anymore’; or, ‘the 
Price is going up, but I still have a few 
more at the old price.’ ” 

Trained, hard-hitting retail sales- 
men, schooled in selling “‘consumer 
benefits” are needed as the tools of a 
sellers’ market—shortages and rising 
Prices fade away. 

Th: responsibility for the failure of 
the silesman is the dealer’s, Potts 
state’. Perhaps a salesman fails, he 
said, because at the outset he was im- 
prope: ly selected. Potts asked the deal- 
ets if they had a program for selecting 
Personnel. Have they the necessary ap- 
plication forms which the applicant 
can fil! out? Do they know what to ask 
the aj plicant in interviewing him for 
a job? An excellent source Potts rec- 


ommended, for learning how to select 
personnel are booklets prepared on the 
subject by the OHI. The biggest single 
fault made by the dealer in interview- 
ing an applicant, he pointed out, is that 
the dealer does all the talking. 
Another reason why a salesman may 
fail, Potts believes, is the training pro- 
gram which the dealer offers may be 


Panel on home 


A four man panel of which §S. J. 
Levine, general manager of the Home 
Heating and Cooling Department, 
General Electric Company, was chair- 
man consisted in addition of K. T. 
Davis, manager of the sales engineer- 
ing and information section, Bryant 
Heater; John A. Gilbreath, assistant 
vice president in charge of Servel, Air- 
conditioning Division, and Malcomb 
T. Bard, Chrysler Airtemp. 

The opening speaker, Malcomb 
Bard, said that the least important 
thing in residential airconditioning was 
the control of the temperature, even 
though most people regarded this as 
the major factor involved. Tempera- 
tures of 80 would not necessarily be 
too high provided the control of hu- 
midity was accurate and within the 
necessary limitations. Homeowners 
could be taught to set the cooling ther- 
mostat for 75 or 80 and experience all 
the comfort that would be necessary 
to better living. 

He said that there were two routes 
to increased sales and installations of 
this type of system. These were the 
new home and the modernization mar- 
ket, both of which presented a fine op- 
portunity to the industry. The new 
home market, he thought, was the nat- 
ural route and in a way the easier one, 
but essentially it provided a lesser op- 
portunity when compared with the 
modernization market. Here he felt 
was a potential so tremendous as to in- 
vite all who were interested to have a 
fair share. 

In addition to the control of tem- 
perature, those things which could be 
considered more important than com- 
fort are health, general bodily welfare, 
as well as increased efficiencies. Since 
airconditioning helped prevent the dis- 
sipation of bodily energy, it would re- 





inadequate. Here, he said, the fault 
may equally rest with the manufac- 
turer. Potts declared that the manu- 
facturers are not doing enough to help 
the dealers train salesmen. 

A third reason why Potts believes 
salesmen may fail is that they are not 
given the right opportunity or motiva- 
tion. 


Cooling 


sult in the emancipation of the Amer- 
can housewife. Other tangible benefits, 
Bard said, for instance, are elimination 
of outside noises, continuation of the 
fresh state of new food, less dirt and 
dust and better circulation, 

Bard was emphatic in his statements 
concerning the heating dealer and his 
custom of selling the families. He said 
that heating dealers were accustomed 
to selling to the man and wife and for 
this reason they were a very fine and 
practical distribution channel for resi- 
dential airconditioning. Since this was 
a newer development and dealer com- 
petition at the present time as a result 
of this was limited, there would be a 
tremendous advantage to those contrac- 
tors who got in the field now and had 
the early start. 

Keith Davis followed Bard and 
stressed the fact that the sizing of the 
equipment was extremely important 
and that oversizing of airconditioning 
systems certainly would not be a good 
practice to follow. He felt that a 50% 
relative humidity and an 80° tempera- 
ture would be ample to provide com- 
fort under all normal conditions. It was 
important to gain advantage he said, 
of the fly wheel effect, that is the cold 
storage effect, that would be obtained 
by continual operation of the systems 
whereby the lower temperature or cold 
could be stored in the materials of the 
dwelling. His slides showed pictures 
of all different types of systems includ- 
ing presently installed warm air sys- 
tems, and he noted those cases where 
it would be advantageous or disadvan- 
tageous to convert certain types of sys- 
tems. 

He felt that baseboard registers 
might provide a cooling problem and 
that velocities of 650 feet per minute 
would be necessary for the cold air to 





travel high enough for proper distribu- 
tion. Ducts in attics would also be a 
problem as they pick up heat and con- 
sequently reduce the efficiency. 

Levine showed a series of slides that 
demonstrated all the types of residen- 
tial airconditioning units that were 
available today, These included con- 
ventional duct systems and small pipe 
systems. He emphasized the design 
features of each of the pieces of equip- 
ment shown on the screen. 

Levine was followed by John Gil- 
breath who discussed the factors that 
would have to be considered by build- 
ers when erecting homes that would 
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contain residential airconditioning sys- 
tems. He showed how the advantageous 
locations of homes in relation to sun, 
light, as well as the screening effect of 
overhanging eaves, foliage, shrubbery, 
or trees could cut down considerably 
the heat gain from western exposures. 
The placing of the garage on the west- 
ern side of the house would consider- 
ably reduce the load involved in using 
such equipment. He felt that if build- 
ers would use designs that would be 
conducive to cutting down the sensible 
heat load that much could be done with 
residential airconditioning to please the 
American public. 


Forum on fueloil Profits 


The principal fueloil feature on the 
program was a Tuesday afternoon 
panel entitled “What The Fueloil 
Dealer Needs For Profits.” The speak- 
ers came from three points of the com- 
pass .. . Kingsley E. DeRosay, Man- 
ager of the Fueloil Department, Sun 
Oil Company, Philadelphia, William 
Schierholz, President of the Fueloil 
Company of St. Louis, and Robert 
Elmslie, Managing Director of the 
OHI of Washington, Seattle. Mod- 
erator was Robert Gray, Editor of 
FuELoIL & Ort HEAT, New York, who 
introduced the speakers and their sub- 
jects. 

DeRosay first talked of the necessity 
of adapting oilburners and their service 
to each other pointing out that our 
competitive fuel, gas, has almost no 
service requirement. In his experience 
too little attention is paid by burner 
manufacturers to things that would 
minimize service needs. He pointed out 
that the oil industry had conducted 
many discussions with oilburner manu- 
facturers particularly in the years im- 
mediately following the war but he 
has seen little results in the engineer- 
ing of new burner models best adapted 
to the heavier fueloils inherent in the 
present commercial standards. 

He feels that the improvement in 
burners has been mostly in their adap- 
tation to boiler and furnace units 
rather than to the fueloils that are now 


try has four basic kinds of oilburners 
requiring fueloils of various specifica- 
tions if they are to work best. He 
pointed out that this was true of the 
automobile industry in its early years 
but that now all cars had essentially 
the same type of combustion charac- 
teristics. 

DeRosay spoke of diesel engines and 
the very high quality of fueloil de- 
mands that has been made by the 
equipment manufacturers 6 or 8 years 
ago. At that time they were all de- 
manding a 50 cetane quality, but today 
only a small percentage rates this high 
and in fact some of the largest rail- 
roads are now using the ordinary cata- 
lytic No. 2 fueloil within their locomo- 
tives. 

Pointing out that we now are selling 
burners to be used 15 years ahead he 
believes that manufacturers should pay 
far more attention to accommodating 


the heavier grades of No. 2 fueloil. He 
did point out that there are four oil- 
burners on the market today that can 
use a lower quality than today’s mini- 
mum standards. 

DeRosay made a tentative reco:n- 
mendation that the industry in years 
ahead may develop a special heavy ail 
for this type of burner and then pre- 
pare a lighter No. 2 fueloil for the 
other types of burners on the market. 

Schierholz in opening his talk mcn- 
tioned that this is his 50th year in busi- 
ness and that looking back he is par- 
ticularly impressed with the fact that 
he could not have built up his own 
good fueloil volume but for our Ameri- 
can system of free enterprise. Since 
his part of the panel was the discus- 
sion of storage responsibilities of the 
local marketer Schierholz pointed out 
that whatever our storage might be, 
large or small, is entirely our own 
choice . . . it is not dictated by any 
outside source. 

In discussing storage considerations 
he pointed out first that the fueloil 
marketer always has a responsibility to 
the customers to depend on. They have 
a right to be secure. Any fueloil dis- 
tributor should be sure that he has am- 
ple bulk capacity to take care of all 
customers comfortably at the peak of 
the season plus a reserve for emer- 
gency. 

Next he sized up storage responsi 
bilities from the economic standpoint. 
He pointed out that it took a lot of 
capital to build additional plant capac- 
ity even to match the growth of his 
sales. He estimated that it costs one- 
half cent a gallon to carry seasonal 
storage beyond daily operating needs 


Members of the Fueloil Panel who were on the program of the Tuesday citer 
noon general session: Bob Elmslie, OHI of Washington, Bill Schierholz, Fuel 
Oil Co. of St. Louis; Ken DeRosay, Sun Oil, and Bob Gray, FUELom & Ort FEAT. 


permitted under the minimum quality 
standards of CS12-48. 
DeRosay questioned why the indus- 
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through the half year from summer to 
winter. 

Schierholz has been recognized as a 
large storage man through most of his 
history. He built his large tanks to hold 
around 3,000,000 gallons back in 1927. 
In those years it was customary to get 
strong summer discounts running as 
high as a cent a gallon and these justi- 
fied the big plant investment, These 
were not official discounts but simply 
spot purchases in a soft market. 

Today these opportunities rarely 
occur so a marketer is not justified in 
building large storage unless he is spe- 
cially compensated by his supplier. 
Schierholz feels that the marketer has 
some responsibility to the supplier to 
help with his seasonal problem but that 
this should not go far beyond economic 
capabilities. 

His company now has storage equal 
to 22% of its annual fueloil sales. This 
compares with about 10% of the in- 
dustry as‘a whole. He warned against 
tying up too big a share of a mar- 
keter’s capital in a bulkplant pointing 
out that some operators go overboard 
on this just to make an impression on 
the community. 


Elmslie on Margins 


Elmslie, the closing speaker on this 
fueloil panel, discussed principally 
margins. In considering just what any 
margin should be under any set of cir- 
cumstances he explained that, in his 
view, they should be a little higher 
than the man can comfortably spend. 
This brought considerable applause. 

He described in considerable detail 
what the dealers in the Pacific North- 
west have been able to accomplish along 
these lines. It seems that when they 
were depending entirely upon the ma- 
jor companies to establish their margin 
levels they seemed to always be deal- 
ing with the “Vice President in charge 
of reducing margins.” 

He told how the marketers in his 
area iad finally determined to develop 
their own pricing practices which have 
been so highly successful. First they 
instituted a bracket system of pricing 
in which they use as a base the 400 
gallon drop or the user with a tank of 
550 gallons or larger. Then they added 
a premium of ¢ for the user with a 
275 gallon tank and another ¢ for 


Another character who invaded the 

general session on Tuesday. He inter- 

rupted the fueloil panel, with a sign on 

his back proclaiming that he was a fuel- 

oil dealer who had lost his margin. 

Gordon Jarvis of Sundstrand imper- 
sonated the tramp. 


the customer requiring drops under 
150 gallons. The major companies fol- 
lowed this bracket pricing some time 
later adopting it for seven western 
states. ; 

Then, the fueloil marketers in the 
Puget Sound area started setting their 
own margins. In Seattle, for example, 
they established the selling prices at 
1.2¢ above the regular retail prices of 
the major companies. The majors did 
not follow this but they did gradually 
pull out of all direct marketing in the 
larger cities of that region. They still 
have commission agents in the smaller 
cities and in some of the suburbs of the 
big places thus it sometimes happens 
that the fueloil distributor is selling at 
a price considerably above his own sup- 
plier but he loses little or no volume 
under this condition, 

Margins today in the coastal cities 
of Washington run around 4.2¢ on a 
typical 200 gallon delivery of furnace 
oil. In the Oregon coastal cities they 
are about ¢ less and this would ap- 
ply over beyond the mountains in cities 








like Spokane. In any event the market- 
ers in nearly all the Northwest cities 
have stopped thinking of margins in 
terms of a fixed spread allowed by a 
major supplier and they are thinking 
rather of establishing the margins that 
they need for adequate profits. 

Elmslie did point out that wage rates 
in the Northwest are a little higher 
than in other sections of the country 
and that they need higher than average 
margins. 

He was particularly glad to state 
that relations with the supplying com- 
panies today would warm your heart. 
The principal cause of friction in past 
years has been removed. 


Oilburner Profits 


The second session sponsored by the 
Distribution Division explored the 
“Best ways to more profit in the auto- 
matic oilheating business. T. A. Craw- 
ford, Timken Silent Automatic Div., 
introduced the two speakers who dis- 
cussed the subject and prefaced their 
appearance by saying: “The only rea- 
son for being in business is to make 
money by selling oilheating. And, there 
are two ways to make money: First, 
make more sales and secondly, be sure 
that the cost of doing business is less 
than your sales income.” 

John Gibson, vice-president and 
sales manager, Automatic Oil Heating 
Co., Chicago, tackled the first objec- 
tive—more money from more volume. 
‘No sales organization,” he remarked, 
“ever withered on the vine because it 
had too many salesmen turning in clean 
sales.” Post-war sales have given some 
dealer false ideas about the importance 
of the salesman, he continued, so that 
today the industry’s greatest need is 
more trained salesmen. 

His company makes it a practice to 
screen sales applicants for aptitude 
using a professional organization that 
specializes in such projects and, upon 
acceptance, to work a man quickly into 
the arganization and make him feel 
that he is part of a team. This includes 
participation in sales meetings and 
open forums at the meetings, indoc- 
trination in the company’s objectives 
and the equipment it sells and com- 
pulsory calls upon customers, both to 
get the new man acquainted with satis- 
fied users and because, as Gibson ex- 
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plained it, “A new man who calls on 
15 customers each day should pick up 
the names of at least three suspects.” 


In addition to supporting its sales- 
men with consistent newspaper adver- 
tising, Automatic Oil Heating Co. is 
helpful in other ways. Gibson, as sales 
manager, helps new men to make their 
first surveys and actually makes the 
first sales presentation for them. “I’m 
a great champion of the salesman,” he 
concluded. “He’s a human being and 
should be treated as one. If you as oil- 
heating dealers will look at the sales 
job through the eyes of the salesman, 
I know that success will attend your 
efforts.” 

Charles Feinberg of Automatic 
Heating Corp. in Detroit followed to 
tell how his company has made oil- 
burner service profitable, Control and 
planning are equally important in 
achieving this position, he said, and 
such things as monthly profit and loss 
statements and an intensive study of 
the reasons for repeat service calls have 
been instrumental in making service 
profits possible. 

To keep service at a minimum, Fein- 
berg pointed out that it is company 
policy to conduct an exacting survey 
before any burner is installed to deter- 
mine definitely how long the job will 
take and what materials are needed. 
Also, if the survey develops that the 
job cannot be done properly or profit- 
ably, or if excessive service complaints 
are likely, the job is refused. 

Service contracts have proven use- 
ful, Feinberg commented, in improv- 
ing the operation of the service depart- 
ment. Service plans that include in- 
spection and emergency calls, but no 
parts, are sold for $15; with parts, $25. 
Vacuuum cleaning boilers go for $25, 
furnaces for $18, and with each clean- 
ing there is included a free service call 
coupon good anytime during the year. 
Of 5,000 clean-ups done every sum- 
mer, less than 40% of the customers 
make use of the coupon. Discounts 
from charges for vacuum cleaning are 
offered if the work is done before 
June 1. 

After each service call is completed, 
a double post-card is.sent to the cus- 
tomer for an expression of how well he 
was satisfied or dissatisfied with the 
work and conduct of the serviceman. 
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“All of these things are important 
and all of them collectively have made 
our service business very profitable,” 
said Feinberg, concluding his talk. 


Moderator Crawford concluded this 
portion of the program with the com. 
ment that both companies operate in 
cities where gas competition is stroag, 


Group Discussion on Service 


A panel consisted of Joseph Mata- 
chinskas, Supervisor of Installation 
and Service Manager for Brooklyn- 
Cornell Utilities and J. A. Collins, 
Manager oil heating and burner sales, 
Frontier Oil Refining Company. 
Charles H. Burkhardt, of FUELoIL & 
Oi Heat, who served as chairman of 
the panel, was the opening speaker. 


Burkhardt Collins 


He made an analysis of service opera’ 
tional costs and efficiency indices for 
the past 11 years. The speech appears 
(Page 88) 

Matachinskas, who has had consid- 
erable success in pulling service depart- 
ments out of the red and having them 
show a profit, gave a very interesting 
talk in which he demonstrated his 
methods of doing this. He gave the 
company case history of his present op- 
eration at Brooklyn-Cornell Utilities 
and stated that 
sales for extra revenue for the service 
department. We sell boiler water treat- 
ments, fueloil filters, mixing valves, 
etc. and this is considerable help in 
building service income.” 


elsewhere in this issue. 


“we go after service 


The company’s policy, he stated, is 
to give the customer the best service 
possible at the lowest cost possible. 
“We are not aiming specifically to 
make a profit, and if we make a profit 
this year, we plan to either reduce our 
service contract price or give the cus- 
tomer a lot more for his money.” 
Service, he continued, is no longer a 
necessary evil but an excellent means 


by which a company can build its busi- 
ness—but it must be good service. 

He then told how a good service 
department could be built. It must be 
constructed around the servicemen, and 
if they are kept happy and their morale 
is high they will do good work. The 
good work will keep the customers 
happy, and the happy customers will 
bring in more customers. Education, 
he says, is extremely important in 
building the service confidence of a 
serviceman and explained the features 
of the service education program of his 
company. Productivity of the individ- 
ual serviceman was also an important 
factor. He then showed slides which 
analyzed some of the cost and profit 
operations in service. 

When it came to callbacks, he was 
very emphatic and his second screen 
slide showed the method he used to 
reduce callbacks and to develop a com- 
petitive spirit to make the servicemen 
happier. This was done by a grading 
system, a periodic bonus, and the 
awarding of prizes. 

He then demonstrated in his third 
slide how the productivity was meas 
ured. 

One of the highlights of his talk was 
an analysis of the increased produc 
tivity and service department earnings 
that resulted from the use of radio 
cars. 

There were actually cases where the 
average service department income per 
man per month advanced from $331 
per individual to $635, while the «ver: 
age salary increased from $335 to $437 
a month, These figures showed very 
clearly the advantage of using the two 
way radio system in the dispatching of 
service. This analysis, in more ‘ctail 
and explaining the charts, will b: car 
ried in our June issue. 

Collins made an analysis of the op 
eration of the Frontier Oil Com any, 
in Buffalo, which would appear t.: give 
free service. In his remarks he ‘oted 
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tha: in the Buffalo area they were faced 
with keen gas fuel competition and 
the: the actual cost of operation fa- 
vored gas. 

This situation made the service de- 
partment a crucial point in the com- 
petitive business activities of the com- 
pany, and although Frontier Oil ap- 
peared to give free service, there was 
really no such thing, inasmuch as some- 
one had to pay for it. 

The operation of their service de- 
partment was described; each service- 
man has a territory in which he must 
keep the equipment operating with a 
minimum of calls. In other words he is 
responsible for the trouble-free opera- 
tion of all oilheating equipment in his 
territory. On each service call, the 
serviceman fills out a prepared check 
sheet, and if the service on an installa- 
tion is excessive he puts it on this sheet. 
The salesman is then notified, and he 
calls on the customer to try and get 
him to replace the defective equip- 
ment. If this is not accomplished, the 
company no longer will sell oil as the 
cost of servicing such old or inefficient 
equipment would be highly prohibitive. 

During the heating season all calls 
are divided into two classes with “ur- 
gent” calls being given the preference. 
If a serviceman has more “urgent” 
calls than he can handle in his territory, 
a serviceman in an adjacent territory 
who does not have “urgent” calls is 
brought in to assist. “Miscellaneous” 
calls are only assigned to the service- 
man in that territory. Frontier Oil of- 
fers no chimney cleaning service, bas- 
ing this on the fact that burners that 
are successfully operating will not re- 
quire this kind of service. All contracts 
including fueloil and service are sent 
out by mail, and salesmen do not sell 
these. In this way the salesmen are 
kept {ree to sell equipment and nothing 
else. As a result, a high level of suc- 
cessfi:! business activity including sufh- 
cient new installations is always at 
hand 

Coilins is of the opinion that their 
method of operation, although it does 
hot include a direct charge for service, 
is we'l worth the effort spent on it. 
For the great amount of good will 
earne| by this system has made their 
opera‘ion an increasingly profitable one 
throuch the years. 


Frank Sinning, manager, Industrial 
Burner & Equipment Div., Allied Oil 
Co., Cleveland, Ohio, was the first 
speaker on the program to whom had 
been assigned a subject on commer- 
cial-industrial oilburning. He told 
‘How we develop men for commercial- 
industrial sales, installation and serv- 
ice.” 

To begin, he outlined briefly why 
Allied Oil established a commercial- 
industrial division and then explained 
how the company provides the engi- 
neering talent the division requires. 
Since its inception it has been neces- 
sary to continually add new engineer- 
ing personnel to keep up with expan- 
sion, always on the assumption that no 
man in the Allied organization sells or 
services, exclusively. Each man must be 


able to do both. 


Source of Engineers 


College graduates have been found 
the best source for new engineering 
personnel, according to Sinning, but 
even then the company first has to train 
them rather extensively before they can 
be put to work. After this the com- 
pany’s supplier trains the new person- 
nel in the equipment, with on-the-job 
training next on the program. This be- 
gins with instruction in how to read 
specifications, how to make a survey, 
progressing to sales presentations and 
how to close the sale. The entire pro- 
gram is worked out, Sinning con- 
tinued, “to be sure that every man 
eventually acquires a comprehensive 
knowledge of the fuel used and the 
equipment in which it is used.” 

Similar thoroughness is followed in 
Allied’s training schedules for its in- 
stallation and servicemen, Each instal- 
lation is supervised closely and upon its 
completion a definite part of the train- 
ing program is directed at the boiler 
room custodian or other person who is 
to operate the equipment. He is singled 
out for this attention because Sinning 
reported that Allied has found that 
some time and attention given to the 
boiler room custodian, not only teaches 
him about the equipment, but also gen- 
erates pride in its proper and efficient 
operation and has resulted in a meas- 
urable decrease in service calls. 

Awareness of the importance of 
public relations is looked for in its em- 





ployees also, Sinning declared. “Even 
servicemen are selected carefully to 
secure men who like to do service work, 
who appreciate its importance and, as 
a result, have an interest in doing the 
work well.” Office personnel and rec- 
ord-keeping, too, are vital cogs “in sell- 
ing your organization and its services.” 

Concluding, Sinning stated that 
even graduate engineers have received 
little training in fueloil and the equip- 
ment required to use it efficiently, so 
that considerable time still has to be 
devoted to more or less elementary in- 
struction. The course being prepared 
for commercial-industrial oilburner 
training in colleges, Sinning feels, will 
do much, in time, to provide an in- 
creasing pool of graduate engineers, all 
of whom will possess more practical 
knowledge and will fit into the com- 
mercial-industrial field with a mini- 
mum of training. 





Sinning 


Sibley 


Larry Sibley, vice-president and gen- 
eral manager, Combustion Control 
Corp., Boston, Mass., called upon the 
Oil-Heat Institute to lead the way and 
direct the thinking of the industry to 
the setting up of standards. In his talk, 
“Raising the Sights of the Industry,” 
Sibley asked that there be established 
high and low standards within which 
manufacturers could work. 

The need for standards within the 
industry, Sibley pointed out, has be- 
come even more urgent with the grow- 
ing demand by the public for a heating 
package. “And,” Sibley said, “you can- 
not have a package without standards.” 

Everyone in the industry seems to be 
going his own way and as a result, 
Sibley said, we have today a wide 
variation in the product and much 
confusion. 

As there are so many existing fed- 
eral, state, local and insurance codes 
written around the operating proce- 
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dure of burner equipment today, Sib- 
ley asked that the Oil-Heat Institute 
compile all present existing and pro- 
posed codes or standards of UL, FM, 
ABAI and government agencies into a 
single report. In that way, Sibley be- 
lieves, some kind of single standard 


. . . . Reporting the Chicago Convention 


can be prepared that will be acceptable. 

Through the OHI, Sibley hopes, that 
for the first time there will be estab- 
lished an all-inclusive organization for 
intelligently and collectively acting 
upon all functional aspects of setting 
a single standard for the industry. 


New Homes and Replacements 


A talk on the new home market of 
America was made by John Normile, 
A.LA. building editor, Better Homes 
& Gardens. For more than 20 years 
Mr. Normile has been associated with 
building activities including home 
plans, design construction and main- 
tenance and spends a great deal of his 
time studying building trends. In his 
discussion Mr. Normile forecast that 
there would be about 800,000 units 
built this year and that they should 
continue on this annual total of homes 
indefinitely. Never before, he told the 
assembly, has the public been as home 
minded as it is now. The purchasing 
of homes is not essentially confined to 
the young but to all age groups. 

He showed that there was a definite 
trend towards larger homes including 
three bedrooms and that we are in the 
midst of a real revolution in housing 
design. 

He felt that there would be more 
and more mechanical appliances in 
houses and that this trend developed 
from the fact that domestic help be- 
came more expensive and harder to get 
and as a result people became more 
mechanical minded and were looking 
for devices to make housework easier. 
Eventually the prices of such appli- 
ances were dropped to the point where 
they were available to the mass market. 
Mr. Normile showed a series of very 
interesting slides on specific homes that 
were far different from the conven- 
tional house. He closed his remarks 
with the statement that he felt that the 
revolution in home heating design 
‘would continue and we would see 
newer and greater developments in 
home building that would result in 
considerably lesser costs. 

The ever-increasing replacement 
market was the subject of a practical 
talk by Tom McDonald, vice-presi- 
dent, Minneapolis-Honeywell Regula- 
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tor Company. He told the industry of 
the tremendous potential that faced it 
in the replacement market and empha- 
sized that this market would have to 
be gone after, because it would not 
come to the dealers. 

Out of 42,500,000 dwelling units, he 
said, 42% were built before 1918 and 
only 48% have central heating, and 
only 28% have the automatic central 
type. 

It was interesting to note, he con- 
tinued, that people seem to be satisfied 
in going on living with heating dis- 
comfort and instead of replacing or 
modernizing their heating plants, they 
are forgotten and the dollars are spent 
on appliances. 

The trouble is, he emphasized, that 
the heating industry is still selling nuts 
and bolts while others are selling 
dreams. There is no personality in heat- 
ing products, and the industry does not 
seem to make any attempt to give them 
any. 

He disclosed the startling fact that 
less than one half of the 158,000,000 
people in the nation know the name 
of a single heating dealer. This means, 
he told his audience, that the heating 
industry must first sell itself, then sell 
to its own heating organizations the 
value, worth and importance of its own 
products. More and more of the in- 
dustry’s sales effort must be directed to 
the person who controls the greatest 
amount of purchasing power, the 
woman in the home. It is really the 
women who suffer the most from heat- 
ing plant deficiencies, and yet nothing 
is done to alter the situation. 

One of the greatest tools, Mr. Mc- 
Donald pointed out, for increasing and 
stimulating sales to a marked degree, 
was the open-end mortgage which is 
held in good repute by banking insti- 
tutions and they are anxious to extend 
existing mortgages to include this open- 


Cy Burg here remonstrates a balloon 
vender who wandered into the ball- 
room during one of the sessions. He 
finally bought the entire batch from 
the vendor portrayed by Chet Stack- 
pole of Williams Oil-O-Matic and used 
them in a demonstration, showing how 
sales can be made to rise with a little 
effort. 


end feature. One advantage of the 
open-end mortgage was that it reduced 
carrying costs, 


How to prospect 


Prospecting for Prospects” was the 
third topic covered during the after- 
noon session on April 22, with L. A. 
Casler, executive vice-president, Eu- 
reka Williams Corp., leading the dis- 
cussion. He was assisted by a panel of 
five officials from Williams Oil-O- 
Matic, each of whom spoke briefly on 
two of the ten elements developed by 
the panel as essential to secure pros 
pects. Participating officials were: 
Chet Stackpole, vice-president; Andy 
Ward, general sales manager; Tom 
Green, manager of retail activities; 
Milt Stagg, assistant to Stackpole and 
Al Agne, advertising manager. 

The program was unique in that 
Casler promised at the beginning that 
they intended to present the “bare 
facts” of prospecting. They did just 
that, too, literally and theoretically, 
with Miss Bikini introducing each 
phase of the topic in an intriguing and 
revealing manner. 
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The "Prospecting for Prospects" panel, with Lon Casler, Williams Oil-O-Matic, 


at the left, moderating. Other Oil-O-Matic officials who took part are shown at 
the table from right to left: Chet Stackpole, Milt Stagg, Tom Green, Al Agne 


oo? 


and Andy Ward, obscured by “Miss Bikini.” 


In succession, these were advanced 
as prime sources of prospective cus- 
tomers: Users, advertising, door-to- 
door canvassing, displays, boosters, di- 
rect mail, shows, telephone, building 
industry and community activities. 
Casler set the pace for the session by 
stating, “This can be the biggest year 
in oilheating. It can be, if we want it 
to be and work hard enough to make 
it so. The only thing to prevent a new 
sales record is ourselves. The only ques- 
tion is do we really want a record 


year or will we settle for less?” 





Andy Ward then presented the first 
of ten short, hard-hitting discourses on 
the elements of prospecting. He talked 
about using present users, comparing 
them to common stock in a company 
which has never paid dividends, but 
which can represent a profitable re- 
turn with a little effort. Users, Ward 
continued, can be contacted if for no 
other reason than to sell them addi- 
tional equipment. Also, they are the 
best possible tool to close sales, par- 
ticularly if the dealer will make it a 
practice to take installation pictures, 





obtain testimonial letters and use 
them effectvely. Lastly, asked Ward, 
“Where, other than your present users, 
can you find a better source for leads 
on new prospects?” 

Al Agne followed to tell how ad- 
vertising can find prospects. He re- 
ferred to local advertising that the 
dealer can place and cautioned that “it 
must’be properly timed to local selling 
opportunities and must be based on a 
consistent schedule of appearances.” 
Eighty per cent of men and 95% of 
women, Agne said, read the advertising 
in their local newspaper, so that a con- 
sistent program of small ads, increased 
in size for pre-season build-up, is best. 

Other local advertising media that 
offer possibilities are radio spots, di- 
rect mail folders, outdoor advertising 
and local telephone directory advertise- 
ments. “Plan today,” said Agne, “a 
steady week-in and week-out, month- 
in and month-out job of advertising 
to the people in your community. It’s 
the best way to make the advertising 
pay off.” 

Door-to-door canvassing is essential, 
according to Tom Green, next on the 
program, because it answers the ques- 
tion, “I’m not too concerned about 
who can I sell today, but who am I 
going to sell tomorrow?” Sales can be 

(Please turn to page 123) 


Annual banquet at Chicago was a sell-out for the Edgewater’s ballroom. C. E. Lewis, toastmaster, introduced the new 
OH! president, Paul Addams, and praised the work of the retiring president, T. A. Crawford, who was presented with a 
very rich gold clock. Lewis also presented on behalf of the Institute the industry’s Aladdin’s lamp to Hollis Albert, retir- 
ing Distribution Division chairman, and to Robert Gray, FUELom & Om Heat. The evening closed with an elaborate 
entertainment program which had been arranged by J. W. Owens of Mercoid Corp., banquet committee chairman. 
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Ten Years of better Service’ 


Burner service Departments more efficient despite rising Wages and Costs 


by 
Charles Burkhardt 


N ANALYSIS of servicemen’s wage 
A rates made over an eleven year 
period extending from 1941 to 1952 
pictures very graphically the effect that 
rising costs and inflationary trends 
have had on the labor costs entailed in 
the operation of a service department. 

Figure 1 shows the spiralling upward 
of both skilled and semi-skilled service 
labor costs through the years in ques- 
tion. Note that the upper line on the 
chart shows an hourly wage increase 
that 
from the national average in 1941 of 
95¢ an hour to $1.96 an hour in 1952, 


an increase of slightly in excess of 


for skilled servicemen extends 


100%. The same scope of increase for 
the semi-skilled or helper bracket is 
also apparent with the rise over the 
eleven year period extending from a 
low of 71¢ an hour for the national 
average to $1.57——an increase as was 
the case with skilled personnel, also in 
excess of 100%. 

Looking at the upper curve on the 
graph, we find that the three sharpest 
periods of increase were from 1941 to 
1942 when the hourly wage advanced 
from 95¢ to $1.24 per hour, an ad- 
vance of 29¢, or a national average in- 
crease of 30% in a single year, This 
was due to the large number of war- 
time jobs created by the enormous mili- 
tary expansion, resulting from the 
Japanese attack on Pearl Harbor and 
also from the large bite taken from the 
national manpower pool by the local 
draft boards. 

During the war years, because of 
price and wage control, the rise was 
less precipitate, and from 1942 to 1945 
service skilled hourly wage rates went 
from $1.24 to $1.41; an increase of 
17¢ for a three year period or a rise 
of about 14%. It is worth mentioning 
that in the single year from 1941 to 
1942 the wage advance was equivalent 
to a 30% rise as compared with the 

*Condensation of talk given April 22 
at OHI's annual convention. 
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SERVICEMENS' WAGES 
HOURLY WAGE RATES 
—— SKILLED SERVICEMEN 





Lg 


t— 
HELPERS & SEMI-SKILLED | 


i— +4 


ee 





: amas ai | i 


191 TO 1952 











a 











L 








e 
: ae 

ee 
| 





—F 
4 
e 





| 
U7 
v8 
| 
| 
| 


ad 
| 








a 
| 
——$—— 


| 
= a 
| 


| 




















| 
| 
| 















































O-NUABANDOS 





60 
941 1942 1943 1944 1945 1946 1947 1948 1949 1950 195! 1952 





Fig. | 


14% from 1942 to 1945, 

Now we come to the postwar period 
which, for the oilheating industry, was 
one of unprecedented expansion, In 
spite of the fact that men were pour- 
ing out of the armed services to fill up 
civilian jobs there was again a very 
sharp spiral in skilled service wage 
rates during the single year period 
from 1945 to 1946. The national aver- 
age rose from $1.41 in 1945 to $1.60 
in 1946 or about 14% for this one year, 
compared with the 14% rise for the 
three year period preceding. Since men 
were easier to get asa result of the end 
of the armed conflict, it can only be 
presumed that this rise was forced by 
the general inflationary trend that was 
beginning to grip the national economy 
plus competitive bidding. 

The next era of hourly wage rate 
increases extended over five years from 
1946 to 1951, and was more gradual 
as cost squeezes began to moderate and 
modify the industry’s willingness to 
pay more money for good, competent, 
skilled labor. Over this five year period 
the national skilled serviceman’s hour- 
ly wage rate advanced 20¢ per hour 


from $1.60 to $1.80 for a percentage 
increase of just about 8%. Thus we 
had an 8% increase in five years com- 
pared with a 14% rise for the one year 
period preceding. It really appeared as 
though things were beginning to level 
out, but the next year was to tell a 
different tale. 

During the one year period from 
1951 to 1952 the hourly wage rate 
showed another sharp incline, jumping 
16¢ from $1.80 to $1.96 as a national 
average. This was an increase of nearly 
9% for the one year compared with 
an 8% rise for the five year period im- 
mediately preceding. 

Comparing these periods of increas’ 
ing labor costs in tabular form, the table 
shows increased hourly wage rates for 
skilled servicemen. 

The story of hourly wage rates for 
helper (semi-skilled) service personnel 
is pretty much the same for the over’ 
all eleven year period. However, the 
period of sharpest increase in the case 
of helpers falls between 1945 to 1948, 
a three year period when the wage rate 
for such service personnel went {rom 
$1.00 per hour to $1.40. 


% rise over 





Date 


1941 to 1942 
1942 to 1945 
1945 to 1946 
1946 to 1951 
1951 to 1952 


Number 


of years 


Hourly 
wage rate 
increased from 
$ .95 to $1.24 
$1.24 to $1.41 
$1.41 to $1.60 
$1.60 to $1.80 
$1.80 to $1.96 
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Amount of 
hourly 
increase 


29¢ 
17¢ 
19¢ 
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This sharp increase was caused by 
two things. One, the necessity of em- 
ploying adequate personnel for train- 
ing purposes, as required, because of 
the shortage of skilled service mechan- 
ics and the other, was the generous pro- 
visions of the G. I. “Bill of Rights” as 
provided for by the “On-the-Job Train- 
ing” sections of that act, which sup- 
plied part of the trainees wage in the 
form of government funds. 


This wage rise for helper personnel 
also gives evidence that the many fuel- 
oil and oilheating dealers were in- 
dividually aware of, and were reacting 
to the growing scramble for men. 
These men were necessary to the main- 
tenance of proper service standards, so 
essential in face of internal competi- 
tion between dealers and external com- 
petition between fuels. 

In some sections of the country dur- 
ing the latter portion of 1949 and early 
1950 the serviceman’s wage actually 
declined during the slight business re- 
cession just preceding the Korean war, 
but this was purely a local phenomenon 
and did not reflect what is more accu- 
rately shown as the national trend in 
Fig. 1. 


Free Service 


Now let us examine the “free” serv- 
ice situation and see what is happen- 
ing in this case, especially when it is 
stacked up against the rising labor costs 
just discussed, The amount of service 
given free on a national basis is shown 
in the right-hand portion of Fig. 1. 
The sharp decline in the amount of 
service granted without charge between 
1941 and 1945 is, of course, the result 
of the war and the severe restrictions 
it placed on the civilian economy. 

From research it appears that prior 
to the war about 20% of the oilburner 
service was given with no charge to the 
customer. It is highly probable that the 
figure may well exceed 20%, for dur- 
ing the late 30’s and into the 40’s, until 
interrupted by the war, many compa- 
nies were building their fueloil loads 
and were making many economic con- 
cessions to the oil consuming public in 
order to do so. Of course, fueloil ra- 
tioning ended that policy. 

What is a bit disquieting is the fact 
that there is evidence of a trend, an 
increasing trend, toward free service. 
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Fig. 2 


The curved line superimposed on the 
broken line graph showing the various 
percentages of free service as it fluc- 
tuates through the year gives definite 
emphasis to the upward trend toward 
free service. This trend seems positive 
even though the amount of service 
given free on a national basis seesaws 
up and down; over an eight year pe- 
riod, which is certainly extensive 
enough portion of time in which to as- 
certain a trend, a trend toward free 
service is clearly discernible. 

What does this mean in relation to 
the soaring labor costs we just dis- 
cussed? It means that the free service 
trend is going to squeeze your profit 
structure more unless labor costs level 
off, or the industry reverses this trend, 
or you get a wider profit margin on 
your oil sales. With gas being so com- 
petitive it appears as though this will 
present quite a problem. 

The trend to free service, while it 
may be of doubtful value in competing 
with other fuels, is not in the public 
interest, or the oilheating industry’s in- 
terest. Unless the cost of free service 
is made up in other ways, the service 
department (your most important pub- 
lic relations department) can very well 
revert to an “orphan” status and seri- 
ously harm us with the vast numbers 
of consumers who have not yet decided 
on the heating plant in their new home, 

















or how they will convert the old heat- 
ing plant when they modernize, 

The proper handling of free service 
requires a thorough economic under- 
standing of its hazards and advantages: 
and a company structure of the highest 
efficiency. But free service to most of 
you represents an economic squeeze 
just as other fuels represent a competi- 
tive squeeze and you are caught be- 
tween the two. 

But let us leave this analysis now, 
and move on to another one, which 
concerns the average national work 
load of the individual serviceman and 
see how this has varied through the 
eleven years in question. This work 
load was calculated on the basis of the 
number of burners carried on a na- 
tional average by each serviceman. 

Notice on the chart above that 
there is considerable variation. For in- 
stance in 1941, the average serviceman 
was handling 260 accounts and by 
1943, he was handling 468 accounts. 
This is the only universal yardstick we 
could use. Such data as the number of 
calls handled per man could have been 
used but when we did this the fluctua- 
tions were not enough to give us a real 
picture of what was going on, so the 
number of burners or accounts (if you 
want to put it that way) handled per 
man was selected and averaged out na- 
tionally. 
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.... Ten Years of better Service 


This was done simply by dividing 
the total number of servicemen em- 
ployed for the year into the total num- 
ber of burners in operation for the 
year. The bottom part of the graph 
shows the number of burners in opera- 
tion at the end of each of the eleven 
years in question. 

Nothing demonstrates the gigantic 
strides that the oilburner has made, 
like those total installation figures. 
From 2,402,060 burners operating in 
1941, the total soared to 6,345,876 
burners operating at the end of 1952. 
An increase of 164% in eleven years, 
not bad at all and one of which the 
entire industry can be proud. 

But let’s examine Figure 2 from the 
viewpoint of service work load. In 1941 
each serviceman (employed only on 
service) carried an average load of 260 
burners, then as the draft cut down 
Manpower it went up to 320 burners 
and then to 468 burners per man by 
1943, which was the highpoint; an in- 
crease in two years of 80% in the load 
carried by the average serviceman. 
Then as men came out of the armed 
services and were hired back with en- 
thusiasm and glee as the number of 
new installations began to increase, 
that work load per average serviceman 
dropped from the high of 468 to 280 
accounts per man in the three year 
period from 1943 to 1945, a decline of 
40% in the average individual service 
workload. 

However, from then on the picture 
gradually got better and there has been 
a steady increase in the work load as 
represented by the number of accounts 
carried per serviceman for the next 
seven years. Over that period, it grad- 
ually increased from 280 burners per 
man to the 420 burners carried per 
man by the end of 1952. This is a rise 
of 50% in burner number work load 
efficiency. Of course, this is no index 
of efficiency of individual’s actual per- 
formance in servicing an oilburner, but 
just shows the workload in number of 
burners. 

In 1952 some average servicemen did 
an excellent job with their 420 burner 
load, others an indifferent job and some 
a plain poor job. That performance 
depended on the experience, conscien- 
tiousness and individual character of 
the men and is best explored by your- 
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selves in analyzing the work and per- 
formance of each man. 

Nevertheless, if your servicemen 
were each carrying more than 420 ac- 
counts in 1952, they, and your depart- 
ment were above average and vice- 
versa, A very large increase over that 
figure though, say in excess of 30% of 
it, perhaps would mean they are being 
pushed too hard to do a really efficient 
job and this would be reflected in a 
large number of callbacks. 

The rise to 420 accounts per service- 
man shows that experience is being 
gained by the large numbers of new 
servicemen that have come into the in- 
dustry since the conclusion of the war. 
And it also shows us that they are re- 
maining with us, Each year the average 
term of employment per serviceman is 
, a very good sign. The na- 
tional average term of employment for 
servicemen is now six years. 

From all the material gathered to 


increasing 


make up the foregoing statistical in- 
formation it was possible to get a pic- 
ture of how efficiently the entire in- 
dustry was utilizing its service person- 
nel. Accordingly as shown in Figure 
3, an index year was set up as repre- 
senting 100% efficiency. This year was 
1947, during which the industry was 
undergoing one of its very best years 
and personnel could not be hired fast 
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enough to do the job. 

During this year each serviceman 
handled an average of 330 accounts, 
sort of a midpoint between the 260 of 
1941 and the 420 of 1952. Because of 
these facts, and a number of other im- 
portant considerations, 1947 was 
chosen as the base year for the efh- 
ciency index. In that year a total of 
10,736 men were employed strictly as 
servicemen and nothing else and they 
were deployed throughout the country 
to handle 3,650,514 operating oilburn- 
er installations which gave the indus- 
try a score of 100% for that year. 

By observing Figure 3 you can see 
that 1943 was the peak year (468 ac- 
counts per serviceman) with about 5,- 
200 servicemen, (the lowest number of 
any of the years analyzed), taking care 
of 2,375,265 burners for a national 
service burner load efficiency index of 
136% when compared with 1947. 

The national average service efh- 
ciency declined to 76% by 1945 
(which excepting 1941 with a 72% 
index), was an all time low, The influx 
of rapidly hired returning veterans 
shows up in this figure. 

From 1945 on, however, the picture 
rapidly grows better and service pro 
ductivity begins to increase. In the 
1947 it reached 100% and except for 


(Please turn to page 184) 
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Oil-Heat Institute prepares 
Dealer ‘Treasury of Advertising 


HE DISTRIBUTION DIVISION of the 

Oil-Heat Institute of America has 
published a Treasury of Advertising, 
designed to furnish the oilheating deal- 
er with a comprehensive, integrated 
sales promotion and advertising pro- 
gram. Each member of the Distribu- 
tion Division has received a copy of 
the portfolio that contains the Treas- 
ury. A feature of the material is that 
none of it is dated, except a calendar, 
so that a dealer can use all immediately 
if he wishes, or can use only a portion 
this year, and save the balance for 
another campaign next year. 

The Shivell-Hall Co., specialists in 
oil heat advertising, sales promotion 
and merchandising, were retained to 
compile the Treasury, based upon re- 
sponses received from a detailed sur- 
vey made among Distribution Divi- 
sion members. The material, generally, 


has been prepared to provide compo- 
nents that can be adapted to fit vary- 
ing local needs for specialized opera- 
tions in different parts of the country, 
or used through varied assortments for 
individual marketing needs. More im- 
portant, perhaps, the Treasury offers 
the average dealer—too busy with the 
operation of his business to become a 
specialist in sales promotion methods— 
a refresher course in the fundamentals 
of advertising and sales promotional 
methods. 

Elaborately presented in a 91/4, by 
12 ins. plastic-bound portfolio, the first 
section of the Treasury forms an ad- 
vertising manual for management, 
illustrated, providing a concise course 
in “Advertising for the oil heat Deal- 
er.” Methods for making the most effec- 
tive use of the advertising dollar are 
included, along with tricks for stretch- 
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ing advertising effect without extra 
expense, advice on finding and reach- 
ing prospects, tips on where and how 
to advertise and explanations of the 
various types of advertising available 
to the dealer. 

Seven separate main sections follow 


under these headings: Basic sales litera- 
ture; Self-mailers that get results; 
How to sell your service contracts; 
The why and how of budget selling; 
Newspaper, radio, TV and outdoor; 
Point-of-use advertising and More 
ideas to help you. Each section con- 
tains a substantial study on how best 
to use the literature that is included 
with the section. 

More than 35 individual pieces of 
literature, self-mailers, folders, bro- 
chures, leaflets, stickers, mats, a 4-color 
oil heat calendar, point-of-use mate- 
rial, bumper strips, painted bulletin 
layouts, decals and other items are con- 
tained in sample form in the port- 
folio. Each is available from the Dis- 
tribution Division, members merely 
ordering the components they want by 
code number and quantity. The dealer 
furnishes his own copy for prices and 
other specialized copy, where needed, 
and also specifies the company imprint 
that he desires to appear on each piece. 

The extent of imprinting available, 
as a matter of fact, allows an unusual 
degree of flexibility in the literature 
itself. For example, in the Service 


Montage, which illustrates some of the 
35 individual pieces of literature, self- 
mailers, leaflets and other material in 
the Treasury of Advertising, prepared 
by Oil-Heat Institute for oilheating 
dealers to use in their local promotion. 
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.... Treasury of Advertising 


Center pages of an envelope stuffer 
leaflet, which the oilheating dealer can 
use to offer his customers a choice of 3 
“Certified oilburner Services.” The 
dealer, when ordering a quantity of 
these leaflets, furnishes his prices and 
also may vary individual services of- 
fered if the set copy does not meet his 
particular requirements. The back page 
of the leaflet details the third plan, a 
combination of Nos. 1 and 2. 


Contract Section, three common types 
of service plans are promoted: Burner 
and furnace Conditioning; Condition- 
ing plus all-season (emergency) Serv- 
ice and Conditioning and all-season 
Service plus Parts. The components in- 
cluded in the Treasury are designed to 
merchandise all combinations of these 
plans and, through specific imprinting, 
allow the dealer to vary individual 
services offered, or parts. 

Standard budget plan promotional 
material is included in the Budget 
Plan Section, while another brochure 
promotes the increasingly popular over- 
all plan of providing fueloil,emergency 
service and replacement parts protec- 
tion all at one “Triple-Protection” 





Ae Meats aot URE ad 


With Our 


Ui 
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Spread-the-Payments | 
_ Club % 


YOUR NAME GOES HERE 





Oil Burner and Furnace Conditioning 


It pays big dividends to keep your heating plant in good condi- 
tion. Like your auromobile, the best of heating plants will 
become less efficient with use: soot and dirt will accumulate 
in the furnace and waste heat. The oil burner will gradually 
get out of adjustment and consume too much oil. As neglect 
continues, you increase the risk of a major repair bill. 

The following service is recommended at least once a year 
for efficient, economical heating: Under Plan No. 1, we do all 
the following 


Remove soot and 


Fest the electrodes, 
dirt from furnace 


high-tension cables 
and transformer. 


Remove soot and 
dirt from smoke 
pipe and chimney 
base 


Lubricate the oi! 
burner motor. 


Seal air leaks 

around furnace \ Test all oi! burner 
doors, and adjust | controls. 

draft control. 


Clean the oil Scientifically 

burner nozzle and adjust the burner 

strainers. 4 for efficiency and 
economy. 


Check the fuel 
pump, oil lines and 
oil tank, 


Make a thorough 
operating test. 


Complete $00.00 


(Under this plan any ports which moy be 





needed will be provided at Wst price.) 





Conditioning Plus All-Season Service 


An oil burner goes through a long, hard winter! It must st 
and stop thousands of times. It subjects itself to the intensity 
of the very heat it generates. Little wonder that it may at some 
time break down. Then you need emergency service—and sery- 
ice that is provided by experts so the trouble can be diagnoscd 
and corrected quickly. 


All of the Services performed under Certified Pian No. 1 


A fall start-up of the burner, if needed 


All the emergency service calls which may be necessary during the 
next heating year 


Complete $00.00 


(Under this plan any parts which may be 
needed will be provided at list price.) 














Your Address and Phone Number 


——— 
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even, monthly payment. 

Production of the Treasury port- 
folio is estimated to have cost nearly 
$50,000, the largest budget ever al- 
lotted by the Institute to an across- 
the-board program for oilheating deal- 
ers. “While no single dealer, and few 
groups of dealers, could consider this 
investment,” explains the Institute, 
“the entire campaign and all its mate- 
rials are offered to OHI members at 
but a fraction of the cost of develop- 
ment, a share-the-cost, cooperative ven- 
ture made possible only through OHI’s 
national industry coverage.” 

The Treasury of Advertising is 


"Spread the payments Club" leaflet, 
which the dealer mails out with a re- 
turn post-card. The post-card is an ap- 
plication for membership, with the 
copy on the inner pages of the leaflet 
explaining how fueloil consumption is 
estimated in advance, its price divided 
into equal monthly payments and ad- 
justments made at the end of the heat- 
ing season. With this, as with other 
material in the Treasury of Advertis- 
ing, there is space provided for a dealer 
imprint on the front cover. 


hailed as a new era in effective mer 
chandising material offered the oilheat- 
ing dealer. Complete information can 
be obtained from Fred S. Burroughs, 
national secretary, Distribution Div., 
Oil-Heat Institute of America, 500 
Fifth Ave., New York 36, N. Y. 


o, 
“% 


P. E. (Nick) Carter has been ap- 
pointed regional manager, Toridheet 
Div., Cleveland Steel Products Corp., 
Cleveland, Ohio. Carter will supervise 
the sale of Toridheet automatic heat- 
ing equipment in an area including 
western Pennsylvania, Ohio, Kentucky 
and southern Indiana. He formerly 
acted in a similar capacity for Typhoon 
Air Conditioning and prior to that was 
district manager for General Electric 
in the Kansas City central district for 
14 years. 


Lee N. Bearsley has been app: inted 
factory sales engineer by D.!avan 
Mfg. Co., West Des Moine:, Ia. 
Bearsley will sell Delavan produ: ts ex’ 
clusively in Wisconsin, northein Ill 
nois, Indiana and western Mich: gan. 


May 
1953 
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A Yankee Youngster grows up 


Present Scope of the ten-year-old OHI of New England demonstrates It has come of Age 


by 
Lansing Horst 


A STURDY ten-year-old youngster, 
the Oil Heat Institute of New 
England, has come a very long way 
since it was first organized in Novem- 
ber of 1942 with 25 New England 
fueloil and oilheating dealers compris- 
ing the initial membership. The rate 
of growth of the organization is aptly 
demonstrated when one realizes that 
in 1952 alone, 43 new members were 
welcomed to membership. 

The first great impetus toward the 
forming of the organization now 
known as the Oil Heat Institute of 
New England came indirectly from 
the Government. With the advent of 
the second World War, the great 
multitude of Government orders and 
regulations that were issued in Wash- 
ington were causing confusion and 
apprehension in all industries. 

At that time Fred Beckwith, who is 
considered by many to be Mr. Oil Heat 
of New England, was part-time secre- 
tary of the Massachusetts Oil Heating 
Association, and as such he received 
many calls from dealers in that area 
trying to find out what the Govern- 
ment meant by the many WPB orders, 
that were being issued for the purpose 
of regulating and curtailing civilian 
enterprise during the war years. Beck- 
with began to issue bulletins explain- 
ing what the Government meant by 
its many orders and these interpreta- 
tions were his own. They made a con- 
siderable hit with the local dealers be- 
cause of their forthright clearness and 
consistent accuracy of interpretation. 

After the organizational meeting in 
November 1942 the first formal annual 
meeting was held in March of 1943, 
and the officers that were elected at 
that ‘ime were: Don J. Edwards, of 
Boston, as president; Everett L, Wolfe, 
of Brockton, as vice-president; and 
Fred Beckwith, secretary and treas- 
urer, 

Fred originally had gone into asso- 
ciation work as part-time secretary of 


Fred Beckwith 
Executive-Secretary, 


OHI of New England 


Massachusetts Oil Heating Associa- 
tion during NRA days, and he was a 
natural for the job of executive secre- 
tary of the newly-formed organization. 


He realized that with the increasing 


Government pressure, it became very 
necessary that a strong association be 
formed if businessmen were to be ade- 
quately represented and fairly treated 
by the bureaus in Washington: He 
further realized that such an associa- 
tion, to carry proper weight, would 
have to be national in scope. 

As a result he contacted “Borie” 
Lewis, who at that time was President 
of the Oil Burner Institute. Fred went 
down to New York and talked to the 
oBI Board of Directors and as a re- 
sult, a national association was formed 
that was eventually to become the Oil 
Heat Institute of America. This reor- 
ganized national association was com- 
posed of four divisions; a manufac- 
turers’ division, an accessory manufac- 
turers’ division, a major oil company 
division and a dealers’ division and was 
popularly referred to as the four leaf 
clover of the oilheating industry. 

Actually, the OHI of New England, 
Beckwith’s group, was operating be- 
fore the national group was organized, 


and the OHI of New England became 
the first chapter of the OHI of America’s 
Dealer Division. 

After this, Beckwith started to work 
diligently organizing dealers. Meetings 
were held throughout all of New Eng- 
land and Don Edwards and Charlie 
Soper lent considerable assistance dur- 
ing this period. The growth was very 
rapid and in a short period of time 
the OHI of New England had grown 
from the 25 who organized the asso- 
ciation to over 150 members. Bulletin 
work advanced at a rapid rate and 
more and more dealers began to look 
forward to these notifications of Gov- 
ernment activities and curtailments, 
as well as statements as to the best way 
the oil heat industry could serve itself 
and the nation simultaneously. 

Eventually it jumped to 300 mem- 
bers and now today in 1953, eleven 
years later, there are almost 450 deal- 
er members in the organization, to say 
nothing of associate members. This is 
in itself a tribute to the effectiveness 
of the work that is done, as dealers 
will not spend money or time for, or 
in an organization unless it is of some 
definite benefit to them. This phenome- 
nal rate of growth does not, however, 
please Beckwith with his rigid set of 
standards. It is his belief that the N.E. 
Institute should carry a thousand deal- 
er members on its rolls, and when one 
listens to the determination with which 
he states this, it is very easy to believe 
that it will occur, 

It is not easy to become a member of 
the OHI of New England. The organ- 
ization is discriminating, and dealers 
who desire to belong must stand up 
to a rigid code and be willing to under- 
go inspection. “They must be respon- 
sible and operate a decent and clean 
business,” to quote Beckwith. 

When an applicant applies for mem- 
bership his competitors are questioned 
as to his business ethics and general 
procedures. This is in itself assurance 
of a high standard of business perform- 
ance. In addition to this the regional 
area director of the association must 
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approve the applicant. Dues are classi- 
fied and collected in amount according 
to the type and volume of work done 
by the applicant company. 

Besides the accredited membership 
classifications which include oilheating 
dealers and fueloil distributors, there 
is also an associate member classifica- 
tion in which case the company is en- 
gaged in some allied or affiliated busi- 
ness but is not engaged in the retail 
distribution of oilheating equipment 
or fueloil in the New England states. 
Associate members have a position on 
the board, and this will be discussed 
later. Dues for associate members are 
$50 a year plus the $10 application 
fee, while the dues for accredited mem- 
bers run from $30 to $100 a year. 

Beckwith states that the dues average 
about $53 per year per member. All 
members subscribe to a code of fair 
business practice which must be dis- 
played prominently at their place of 
business. Associate members include 
jobbers, manufacturers and manufac- 
turers’ representatives. 

Over the years only two or three 
members have been expelled for ques- 
tionable practices, but when the situ- 
ation arose demanding such action, it 
was rapid, decisive and determined, 
and during the course of each year 
membership applications from two to 
three companies are turned down. 


Bulletin Service 


The service now rendered to the 
membership consists of about 50 to 100 
bulletins a year which deal with such 
subjects as prices, education, legisla- 
tion, meeting reports, contracts, margin 
relief, general industry welfare, pro- 
motion, publicity, insurance and any- 
thing that in any way affects the in- 
dustry. Beckwith continually appears 
before the legislatures of the various 
New England states, and through his 
efforts, the Institute has been very suc- 
cessful in protecting the industry 
against burdensome and unnecessary 
legislation. 

Something over two years ago the 
Institute in conjunction with the oil- 
heating industry of Rhode Island, co- 
operated with the Rhode Island fire 
chief’s office in writing “State Regu- 
lations Applying to Oilburner Instal- 
lations and the Storage and Use of a 
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CASH ON HAND, MARCH 1, 1952 
General Fund 
Dept. of Education 
Dept. of Publicity 
Contingent Fund 


CASH RECEIVED 
General Fund 
Dept. of Education 
Dept. of Publicity 


PURCHASES & EXPENSES 
General Fund 
Dept. of Education 
Dept. of Publicity 
Contingent Fund 


CASH ON HAND, FEBRUARY 28, 1953 
General Fund 
Dept. of Education 
Dept. of Publicity 
Contingent Fund 


1953 EASTERN BIENNIAL EXPOSITION 
Advance Cash Receipts 
Advance Expenditures 


NET BALANCE, FEBRUARY 28, 1953 


*Deficit. 





Annual Treasurer's Report 
Consolidated Financial Statement 
March 1, 1952 through February 28, 1953 


oa 


$ 1,931.81 
770.40* 
910.43 
371.99 


$24,817.90 
19,434.96 


402.90 44,655.76 


47,099.59 


$23,921.67 
13,027.94 
1,171.05 


110.00 38,230.66 


$ 2,828.04 
5,636.62 
142.28 


261.99 8,868.93 


$23,295.00 


1,584.72 21,710.28 


$30,579.21 








Fueloil or Other Flammable Liquid 
Product Used For Fuel.” Numerous 
conferences were held plus two public 
hearings. As a result the work was 
completed and in September 1952 the 
State of Rhode Island issued in pam- 
phlet form “State of Rhode Island 
Regulations Applying to Oilburner 
Installations and the Storage and Use 
of a Fueloil or Other Flammable Liquid 
Product Used for Fuel.” 

The State of Vermont is in the proc- 
ess of approving a set of regulations 
governing the keeping and storage of 
fueloil and the installation of oilburn- 
ing equipment. Upon recommenda- 
tions by the OHI of New England, it 
is indicated that it will adopt the same 
regulations as are in force in the State 
of New Hampshire, which latter regu- 
lations the Institute was very active 
in writing. 

At the present time there is a bill 
before the Connecticut state legisla- 
ture introduced by members of the 
industry of that state. It covers state 
regulations for the keeping, storage 
and use of fueloil and the installation 
of oilburners. The OHI of New Eng- 
land is assisting the Connecticut group 
in the promotion of this legislation. 

After the Maine legislature closes 
this year, the Institute intends to co- 
operate with the Insurance Commis- 


sioners Office in preparing state regu- 
lations covering the keeping, storage 
and use of fueloil as well as the in- 
stallation of oilburners. 

The Board of Fire Prevention Regu- 
lations in the State of Massachusetts 
is in the process of revising “Form 
FPR-3” governing the Massachusetts 
regulations on the storage of fueloil 
and the installation of oilburning 
equipment. Several conferences were 
held by the board and the Institute, 
and in February, Beckwith appeared 
at a public hearing. The Institute has 
petitioned for certain definite changes 
in the present regulations, and it is 
hoped that with the findings of the 
Board the requests for changes will 
be granted. 


Legislative Activity 


The report on actions taken by the 
Massachusetts legislature on certain 
bills affecting the welfare of the indus’ 
try in that state gives the Institute a 
batting average of 1,000%. During the 
current term, bills were introduced to 
establish a division of oilburner in 
spectors and to provide for the ap 
pointment of oilburner inspectors, to 
license all persons installing anc 
icing oilheating equipment and : 
ing the placing of a signal alarm 
burner shutoff on burners. Due 
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work of the Institute in all three of 
these cases the bills were killed, Beck- 
wit’s confidential bulletins on these 
legislative actions are interesting read- 
ing and present a clarion call for action 
of a type that cannot be ignored by 
the membership. 


The work of the association in this 
respect is of outstanding value to the 
local fire departments which groups 
constantly call for assistance, classifi- 
cation or interpretations as well as gen- 
eral information. While the bulletin 
work, which is of a watchdog nature, 
is of tremendous value to the dealer 
members, it is far from the only ac- 
tivity of the group. 

Shows and expositions are held 
which prove to be of great value to all 
concerned. The first New England oil- 
heat exposition was held in 1946 and 
had about 50 exhibitors. The present 
1953 show will have over 100 with 
2V times the floor space occupied by 
the first show. Shows have been held 
in 1946, 1948, 1950 and 1953 and all 
of them have made money. In fact the 
1950 show netted a $11,000 profit, 
and even though Beckwith considers 
the expositions a headache, he is of the 
opinion that they are necessary to in- 
crease interest in oilheating and to pro- 
vide additional income for the associa- 
tion. 

Profit from Shows 


The money that accrues as profit 
from the shows is not in any way used 
to administer the normal affairs of OHI 
of New England. It is put in a sepa- 
rate fund and used for special projects 
such as meeting the competition from 
other fuels, putting through special 
legislative codes, and taking care of all 
expenses not included in the general 
administrative budget. These special 
expenses average $5,000 per year. All 
the normal operating expenses of the 
association must be covered by the pay- 
Ments received as dues. Dues collec- 
tions now exceed $20,000 per year. 

The table gives an idea of the extent 
of the financial operation. It is the an- 
nual treasurer’s report for the period 
March 1, 1952 through February 28, 
1952, 

No story of the OHI of New England 
could ever be complete without men- 
tioning Fred Beckwith, who has been 


its guiding star for over a decade. Beck- 
with, a real reserved Yankee with high 
principles and great integrity, hard to 
sell but reasonable when the facts are 
set before him, is a product of the 
Quincy Schools and Adams Academy. 
Originally in the manufacturing busi- 
ness, he later became a well-known 
oilheating consultant and in 1917 left 
a good business to volunteer to serve 
in the Army. Characteristic of his 
hard-rocked thinking is the fact that he 
entered the service as a private and ob- 
tained a commission the hard way even 
though he resigned as Mayor of Dover, 
New Hampshire to enter the service. 


Politically Active 


Beckwith’s political background is 
interesting. He has been a president of 
the Dover, New Hampshire Chamber 
of Commerce, a member of its Com- 
mon Council and also of its Board of 
Aldermen. On his return from France 
at the end of the first World War, he 
became its Police Commissioner for six 
years and was a member with rank of 
major on the Governor of New Hamp- 
shire’s staff. Nothing serves to empha- 
size the integrity of Fred Beckwith 
more than the fact that all the salaries 
he has received from public office or 
public service have been donated to 
charity. 

In 1925 he became interested in oil- 
heating and studied the subject by 
traveling for over a year throughout 
the country doing on occasions experi- 
mental work on oilburners for manu- 
facturers. By 1927 he had opened the 
now legendary office at 839 Beacon 
Street, where he still is, in order to 
Operate a consulting business. Since 
that time he has testified as an oilheat- 
ing expert more than any other man in 
the whole area of New England and 
has qualified as an expert in every 
court of the region. 

Of course, Fred has now pretty 
much retired as a consultant since 
during the past ten years, his work 
with the OHI of New England increased 
to the point where it now is a full 
time proposition. He estimates that it 
costs him $15,000 a year in consulting 
income to continue as full time execu- 
tive secretary of the Institute, but so 
great is his interest in the work that 
he considers it a very fair exchange. 


eloil & 
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In fact during the first two years of its 
existence Beckwith himself largely fi- 
nanced the cost of the association and 
drew no salary during that time even 
furnishing the money for expenses 
which later was returned to him by the 
group. No man is more expressive or 
even eloquent in his appreciation of 
the many friends he has built during 
his time with the association. 

At present the Board of Directors, 
which group is Beckwith’s legal boss, 
consists of 36 members, Twenty-three 
of these are oilheating dealers or fuel- 
oil distributors and four are associate 
members, (four out of 80 associate 
members sit on the board). The four 
associate members consist of one burn- 
er manufacturer, one accessory manu- 
facturer, one wholesale oil distributor 
and one fueloil jobber. In addition 
there are eight members of the board 
who hold their position ex-officio as 
former presidents and one honorary 
member, Ivan Sutherland, who is Di- 
rector of Education. 

Both the officers of the association 
and Beckwith feel secure in looking 
forward to the future of oilheating in 
New England. They seem to be of the 
opinion that competition will not be 
too serious and that the progress made 
over the past decade has been so 
marked as to give the organization a 
positive momentum that will carry it 
through for many years to come. 


o, 
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Robert M. Johnson has been ap- 
pointed southern California sales man- 
ager, General Controls Co., Glendale, 
Calif. Johnson has more than 15 years 
experience in the heating, ventilating 
and air conditioning fields. He former- 
ly was with the Payne Furnace Div. 
Johnson will supervise manufacturer, 
dealer and other customer relations for 
the company’s entire line of automatic 
pressure, temperature, level and flow 
controls. 


Max Norton has been named man- 
ager, dealer-sales relations, Williams 
Div., Eureka Williams Corp. He will 
coordinate dealer relations and home 
office sales departments. Previously, 
Norton served as assistant to the gen- 
eral sales manager of the Williams Di- 
vision. 
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Service Training makes great Strides 


Institute-sponsored oilheating Education on the March in the New England States 


 Sceaaieoaeap irae program of co- 
operation between a trade asso- 
ciation, oilheating dealers and equip- 
ment manufacturers has resulted in one 
of the most effective travelling edu- 
cation programs the oilheating indus- 
try has yet witnessed. For an eight year 
period this three-way relationship has 
been developing and has now culmi- 
nated in the most successful year for 
education that the OHI of New Eng- 
land has ever had. 

The education program is now mov- 
ing forward at a terrific pace and its 
momentum is matched only by the en- 
thusiasm of Ivan Sutherland, who took 
over as Education Director within the 
last year. Handling the courses in a 
“down to earth,” practical manner, 
Sutherland has succeeded in achieving 
a degree of assistance from oilheating 
dealers throughout New England that 
is very effective. This effectiveness is 
proved by the large increase in regis- 
tration for the current course. 

The courses are denoted by consecu- 
tive letters of the aphabet for each 
year, course “H” being the eighth 
course during the eighth year of the 
program. They are further broken 
down into three numbered groups for 
each area covered. Thus, group 1 of 
the present course covers the cities of 
Auburn and Portland, Maine; Man- 
chester, New Hampshire; Lawrence 
and Salem, Massachusetts; group II, 
Providence, Rhode Island; Brockton, 
Quincy, Malden and Newton, Massa- 
chusetts; group III covers Bridgeport, 
New Haven and Hartford, Connecti- 
cut; Springfield and Worcester, Massa- 
chusetts. 

Students from each city attend one 
night per week for ten nights. For in- 
stance, in New Haven they go for ten 
consecutive Tuesdays. In this way a 
large number of cities can be covered 
(15 during course “H”) and the stu- 
dents who are working men are obli- 
gated only one night per week for the 
ten weeks. 

In each city a well known dealer 
acts as chairman of a local committee 





Subject: 


CONFIDENTIAL - These Bulletins are issued for students only. 


Oil-Heat Institute of New England _,,., 


DEPARTMENT OF EDUCATION 
Boston, Mass. - Tel. KEnmore 6-9766 
OFFICE OF THE DIRECTOR 


INSTRUCTIONS TO STUDENTS - OIL HEAT SERVICE SCHOOL 
COURSE H - GROUP III 


COURSE 


SUBJECT 


DATE 





You will find enclosed, or will receive at the first session of the School, when 
tuition fee is paid, a strip of 10 tickets with a stub on top. The 10 tickets are 
your admission tickets, and the stub is given as a veceipt for the manual you 
will receive. Be sure to bring your stub or you cannot get a manual. 


Classes will start at 7:30 P. M. Sharp, so please be on time. 


The first class will be held on Monday, March 30th, at Bridgeport, Conn., at 





Sid Harveys of Conn., 1404 Kossuth Street. 
The second class will be held on Tuesday, March 31st, at New Haven, Conn., 
at the Fire Dept. Training School, Rear bi Water Street. 


The third class will be held on Wednesday, April 1st, at Hartford, Conn., at 





will not miss any lectures. 


March 15, 1953 





the Fire Dept. Headquarters, Pear! Street. 


The fourth class will be held on Thursday. April 2nd, at Springfield, Mass., 
at the South End Community Center, illiams Street. 


The fifth class will be held on Friday, April 3rd, at Worcester, Mass., 
at the Fire Dept. Headquarters, 3 Mercantile Street. 
We have arranged a particularly good and full Course, so please plan to be 


Should it be impossible for you to attend any session at the location where you 
are registered, you should plan to attend at some other location so that you 


Those planning to pay cash at the opening of the Course will receive their _ 
tickets at that time, and we would ask these people to report early so that this 
can be taken care of before class opens. 


IVAN C. SUTHERLAND 
Director of Education 








whose purpose it is to stimulate and 
increase attendance at the local school 
sessions. These chairmen are usually 
directors of the OHI of New England. 
Sutherland really waxes enthusiastic 
when he talks about the results of this 
approach and his eyes shine with grati- 
fication as he talks of the job that has 
been done by the committees. 

The committeemen contact dealers in 
their area, arrange for newspaper pub- 
licity, and do everything in their pow- 
er to promote attendance. This method 
was tried first with group II of Course 
G last year and it got results immedi- 
ately in the city of Springfield. Russell 
Swett was the chairman and as a re- 
sult of his committee’s efforts, the 


A student instruction bulletin. Note the 
admonition that schools start at 7:30 
p.m. sharp, (they do), and also that 
the schools at Hartford and Worcester 
are to be held at Fire Department 
Headquarters. 


course had 63 students in 1952 com 
pared with 11 in 1951. 

With Course H, group II, it was 
even better and in 1953 Springfield 
had 373 students. It is obvious now, 
that over a thousand pupils will a:tend 
the schools this year. Some of the suc 
cessful promotion committee chairmen 
of Group I this year have been Donald 
Dean, Auburn, Maine; Past-Pres dent 
(oH1 of New England) Edward Hack: 
er, Portland, Maine; Marcel Fu: 
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Menchester, New Hampshire; Jerry 
Cross, Lawrence, Massachusetts and 
Spencer McLellan, Salem, Massachu- 
setis. Registration total for these cities 
was 272. 

Group II of Course H which has 
been completed, had 370 men regis- 
tered and the local promotion chair- 
men were: Stan Hultman, Brockton; 
Larry Williams, Wollaston; Don 
Hobbs, Malden; Ivan Sutherland, 
Providence and Harold Davies, New- 
ton. 

Group III, which is now operating 
appears as though it will exceed a reg- 
istration of 500 and has as its chair- 
men, James McKenna, of Bridgeport; 
James Buchanan, New Haven; James 
McIntyre, Hartford; William Flood, 
Springfield and Frank Hickey, Wor- 
cester. 

The result of the efforts of these 
local committees is more than demon- 
strated by the fact that the 1,000 or 
more students who will attend the 
classes this year is double that of any 
previous year. 

The benefits to the industry result- 
ing from such an extensive and well- 


received training plan are enormous. 
Not only do the graduates fill the big 
need for trained manpower, but they 
are also, as a result of the training, 
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lvan Sutherland, the director of OHI 
of New England’s expanding educa- 
tion program. 


From top to bottom, Timken, Wil- 

liams, General Electric and Aaron 

Curtis of Minneapolis-Honeywell dem- 

onstrate the operation and servicing of 
their equipment. 


better qualified to do their job. There- 
fore, there are more men doing a better 
job. The value of this program will 
really be felt when natural gas com- 
petition increases in New England as 
service will be one of the crucial fac- 
tors in establishing and directing the 
preferences of the public when choos- 
ing their heating plants. 


Instruction by Manufacturers 


Manufacturers of oilheating equip- 
ment play a big part in the program of 
the association, especially is this so in 
the actual education phase. This is 
done by providing instructors who lec- 
ture, teach and demonstrate on their 
own special products. Each year they 
are rotated and everyone gets a chance 
to assist in the program. During the 
present program, Boston Machine 
Works, Minneapolis-Honeywell, Wil- 
liams Oil-O-Matic, Winkler, General 
Electric, Timken and Bacharach all 
are furnishing instructors and demon- 
stration equipment. Some of the 
equipment and training aids are really 
lavish and the students are vociferous 
in their praise of the assistance that is 
being furnished by the equipment men. 

The courses are set up to contain 
certain elements of instruction such as 
controls, burners, pumps, motors and 
nozzles. The subject matter for the 
courses is obtained from the students 
themselves and is not arrived at by any 
hit or miss method. 

At the end of last year’s course a 
questionnaire was distributed to all the 
students. One of the questions asked 
was what subjects they would like in 
course H and also what criticism they 
had of the course just completed. The 
results of this questionnaire furnished 
the subjects for the present course. 

The students were almost unanimous 
in their statements that more material 
on controls should be added and con- 
siderably more time devoted to that 
subject. This was followed closely by 
the desire for more data on low pres- 
sure burners. This information, along 
with lots more, was analyzed by Suth- 
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REGISTRATION FOR 


OIL HEAT SERVICE SCHOOL 


SPONSORED BY 


OIL HEAT INSTITUTE OF NEW ENGLAND 


I hereby make application for enrollment in School 


to be held at: — 





* OIL HEAT INSTITUTE OF NEW ENGLAND 


THIS IS TO CERTIFY THAT 


Howerd Ae Smity 345 


DEPARTMENT OF EDUCATION 


COURSE H 


ENS ESE CFP front 





12/1/52 


HAS SATISFACTORILY COMPLETED COURSE H 
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DIRECTOR OF EDUCATION 








Name (print) 


Home Address 


mostats, limit and 
accessory controls; 





STREET 


3. Control applica- 
tions and electronic 





city OR TOWN 


Employer 


control systems; 4. 
Combustion and 





Address 


combustion cham- 
bers; 5. Servicing 





STREET 


Williams low pres- 
sure burners; 6. 





City OR TOWN 


Position held 


Servicing Winkler 


low pressure burn- 





I am enclosing $ 





Bill my Company 





I/we are a member of OHI of New England 
and Certify that the registrant is a member 
ot our organization, and as such is entitled 


to a discount of 20%. 


For Employer: 


in payment of my tuition. 
($25.00) (20% discount for OHI members). 


ers; 7, Servicing 
Timken wall flame 
burners; 8. Com- 
bustion testing 


(OHI members only) equipment and its 


use; 9. Warm air 
duct design and in- 
stallation and 10. 
Servicing General 
Electricheating 
equipment. The ac- 
companying _ illus- 





Make out one registration card for each registrant. 


FILL OUT AND RETURN AT ONCE 


trations show some 
of the training aids 
furnished by the 


manufacturers to 
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CASH CHECK 





assist in the pro- 
gram. 


BILL Students receive 
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DATE 


a very thorough 





The standard form used for registering 
students in the courses. It doubles as 
an application and registration form. 


erland and he came up with the pres- 
ent course H and its ten subjects. The 
“grass roots” opinions and requests of 
the students determine the entire sub- 
ject matter trend of the next year’s 
course. 

The ten classes in the present cur- 
riculum are devoted specifically to: 1. 
Oilburner primary controls; 2. Ther- 
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and complete man- 
ual containing a 
vast amount of technical educational 
material on all the subjects covered in 
the course, This is furnished to them in 
a leather loose leaf binder and is almost 
two inches thick. The leather loose leaf 
binders are supplied to each of the 
students by the Scully Signal Com- 
pany. Scully donated 2000 of the bind- 
ers as a Starter. 
Students also receive a certificate in 
a small leather case, upon completing 
the course. This certifies that they suc- 


This certificate in a small leather case 
is given to each successful graduate of 
the course. 


cessfully completed the course of study, 
In order to do so, they must receive 
a grade of 70% and attend at least 
7 of the 10 sessions. This grading sys- 
tem puts a considerable work load on 
Sutherland who grades and corrects 
about 400 to 450 homework papers a 
week. These are then returned to the 
students for filing in their binders. 

A student registering for the course 
on his own must pay a $25 tuition fee, 
but if he is sent in by a dealer mem- 
ber, the cost is only $20, Many deal- 
ers return half of this fee to the stu 
dents if they successfully complete the 
course. Since this partial refund to the 
student by his employer does not take 
place until the course is finished, it 

(Please turn to page 102) 


ATTENDANCE TICKETS 
OHI OIL BURNER SERVICE SCHOOL 


NAME 





COMPANY 





ADDRESS. 





CLASS AT. 





ATTENDANCE TICKET—OHI SERVICE SCHOOL 
CLASS 


Attendance tickets, ten in numbe:, are 
given to the registering student. As he 
attends each session the proper ticket 
is turned in and his attendance re 
corded from the numbered st: 
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Service is our middle Name 


Petroleum Service Co., Providence, uses satisfied Customers to promote equipment Sales 


by 
Bert Dunphy 


nw” IN ITS 27TH YEAR the Petrole- 
um Service Co., Providence, 
R. I., can look back with satisfaction 
upon the reputation it has gained 
among its customers in and around 
the Providence area. The company was 
the first to introduce a steel boiler for 
oilfiring in its territory and has enjoyed 
conspicuous success in making installa- 
tions of oilburning equipment in new 
homes. In a recent year, for example, 
Petroleum Service installed oilfired 
heating systems in 17% of the new 
homes built in its sales territory. 

The company today actually op- 
erates three organizations. The Petro- 
leum Service Co. is the retailer of fuel- 
oil and oilburner service. A second 
frm, Penn Automatic Heating Co., 
sells and installs burners and units, 
while the Phillips Distributing Co. acts 
as a wholesale outlet for General Elec- 
tric units and parts. 

Petroleum Service is the original 
company, having been organized in 


1926; Penn Automatic Heat was 
started just before the War; Phillips 
Distributing was set up a few years 
ago when the company became area 
distributor for G.E. Originally Penn 
boilers were sold—the reason for nam- 
ing the retail operation as it is—later 
New York boilers were handled and 
finally in the Spring of 1949 Petroleum 
Service became a direct dealer for 
G.E. 

Prior to that, says Morris Lazarus, 
general manager of the Petroleum Serv- 
ice Co., G.E. had had rather poor cov- 
erage in Rhode Island. Robert H. 
Weiser was the Boston representative 
for General Electric at the time and he 
now heads Petroleum Service’s engi- 
neering staff. Lazarus explains frankly 
that his company was anxious to take 
on the G.E. line as a direct dealer in 
the Providence area in 1949 more for 
the prestige of the G.E. name and trade 
mark than for the equipment itself. 
However, that attitude has changed 
considerably, he now concedes, so much 
so that today the company’s entire sales 
inducement is one of economy, based 





upon fueloil savings possible with the 
installation of G.E. equipment. 

In fact, Lazarus relates that the one 
complaint voiced by his degree-day op- 
erator when the first units were in- 
stalled was that they did not consume 
enough oil so that it was difficult to 
properly schedule automatic deliveries. 

In conducting its distributorship the 
company appoints dealers as needed to 
cover the territory and has, in fact, 
shuffled some dealer’s territories, com- 
bined others and named new outlets. 
In Providence, for example, where Pe- 
troleum Service retails, there now are 
three other dealers. Lazarus justifies 
this, first by pointing out that it im- 
proves the coverage of the area and, 
perhaps more important, “The more 
companies there are advertising oil- 
heating, the more companies there are 
selling oilheating, the more business 
there’s going to be for everybody.” 

The company, through Phillips Dis- 
tributing, wholesales in all of Rhode 
Island, nearby parts of Massachusetts, 
including North Attleboro, Taunton, 
Fall River, New Bedford and Cape 
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Cod as far as Plymouth, plus New 
London County in Connecticut. Penn 
Automatic Heating, which actually is 
a dealer under Phillips Distributing, 
does about one-third of the total busi- 
ness, the balance is accounted for by 
the other retail outlets. These dealers 
are provided field service, if they need 
it, and either pick up the equipment 
and parts they need from Phillips’ 
Providence warehouse or have it 
shipped to them, if they are too far 
away to make a convenient pick-up. 

Petroleum Service has handled Nu- 
Way oilburners for the past 17 years, 
and in the beginning the company con- 
centrated on the straight sale of oil and 
burners. Today the business has ex- 
panded so that five salesmen are kept 
busy, mostly on the sale of oilfired units 
rather than burners alone, and eleven 
fueloil trucks are operated during the 
peak season. Lazarus believes his com- 
pany sells more No, 2 fueloil each year 
than any other company in the area; 
last year fueloil volume totaled 8/2 
million gallons. The company has four 
10,000 gal. storage tanks located be- 
hind its office building, but in Provi- 
dence there are three terminals where 
oil can be picked up so that the 40,000 
gal. storage is rarely used. 

Some of the fueloil truck drivers are 
put on installation and summer clean- 
ing work and others leave during the 
off-season to go into business for them- 
selves gathering and selling Quahaugs, 
the clams that are common to the 
waters around Providence. 

Six installation crews of two men 


Four of the key personnel who are responsible for much of the success of the Petroleum Service Co., Providence, *. 
In the usual order, Morris H. Lazarus, general manager; Thomas C. Jones, superintendent; C. Robert Wood, sales an 


each are kept busy all the time, another 
six are added during the busy months, 
and ten servicemen are employed the 
year-round to handle 4,000 accounts. 
Service on any G.E. unit in the area is 
provided, but on all other equipment 
only the requests of Petroleum Serv- 
ice’s own fueloil customers are honored. 

Since the end of the War the com- 
pany has been selling to builders, con- 
centrating at first on the small develop- 
ments with five or six homes, These 
were offered the small steel boiler unit, 
with two salesmen spending their en- 
tire time on such sales, From the begin- 
ning, Lazarus explains, the company 
wasn’t so much interested in selling a 
single job to a builder, but rather 
wanted to have him as a continuing 
customer after the first installation was 
completed. 

A major promotion along these lines 
has Petroleum Service working with 
the builders on advertising and selling 
the homes in which its units have been 
installed, even writing copy for news- 
paper ads and doing much of the me- 
chanical work involved in putting a 
display ad together. Then, when the 
builder places the ad, Petroleum Serv- 
ice most times will arrange for a promi- 
nent display on the same page, identi- 
fying itself as the company which has 
installed the oilheating in these homes. 

Sometimes the builders insert coop- 
erative advertisements, in which all 
the contractors who were employed on 
the project pay to have their names 
and addresses included, along with the 
product or service which they fur- 


. ... Petroleum Service Co, 


nished. Here too, Petroleum Service 
works with the builder in laying cut 
such ads, writing copy and otherwise 
assisting in its preparation. On th-se 
occasions, Lazarus admits that it’s no 
accident that the company name be ie- 
fits from the prominent position it \as 
in the ad. 

Petroleum Service advertises con- 
sistently and has done so ever sinc: it 
was possible to chart the continu'ng 
growth that the business was expcri- 
encing. Next in importance to its build- 
er business, Lazarus feels are the num- 
ber of G.E. units installed in commer- 
cial establishments. These he refers to 
as multiple installations, wherein any 
number of units are tied together with 
headers to provide heat for department 
stores, apartment houses, churches, fac- 
tories, motels and similar buildings. 

This is how the installations are used 
to sell more equipment. 

Petroleum Service keeps a record of 
the fueloil consumed by each customer 
by heating seasons. In the first place, 
this enables the company to spot cases 
of excessive consumption which, many 
times when a routine check is made, 
reveals some defect in the heating sys- 
tem. In any event, such cases of exces: 
sive fueloil use are investigated. 

In addition, though, the actual cost 
of heating any particular customer's 
home or building can be very easily 
figured from this book. Such heating 
costs then are used as the central theme 
in newspaper advertising. Each ad dis- 
plays in large type the cost of heating 
a specific house or building, which is 
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A typical fueloil truck is shown in the top photograph, 
one of eleven operated by Petroleum Service Co., Provi- 
dence. And, one of its radio-telephone equipped trucks, 
operated for 24-hour oilburner service, is pictured below. 


shown and described, One typical in- 
sertion featured the headline, “What 
did you pay?” Then followed, “Only 
$163.29 was spent to heat this home 
and supply year-’round hot water.” 
This referred to an 8-room house, with 
two baths. 

The same treatment is used when 
larger installations are involved. Laza- 
tus explains that his theory—which has 
proven successful—is that a home- 
owner will see the advertisement and 
immediately compare what he paid for 
his heating. If his home is the same 
size, hell be able to make an exact 
comparison and if it’s smaller or larger, 
Lazarus has found, he'll then reduce 
or enlarge the cost accordingly. But, 
strangely enough Petroleum Service 
has |:ad equally good success in secur- 
ing prospects as a result of the same 
type of advertisement that tells how 
much a commercial establishment paid 
for its heating. Usually, these figures 
are even more dramatic than those for 
residcntial heating, particularly if there 
is anv comparison that can be made 
With previous years. 


CL. 


These campaigns, naturally, are in- 
tended to arouse the interest of the 


prospect and cre- 
ate a desire to 
modernize his 
present heating 
system. A coupon 
is included in 
each ad. When 
these are received 
in the mail, they 
are immediately 
assigned to one of 
the five salesmen 
for a quick fol- 
low-up. If a tele- 
phone call comes 
in as a result of 
the ads, they, too, 
are recorded and 
assigned to a sales- 
man. A “Lead 
Book” is main- 
tained so that a 
constant check 
can be kept of the 
number of leads 
being followed 
and the leads are 
charted so that 
the effectiveness 
of the promotion can be gauged. 


Ads produce most Leads 


The chart demonstrates that the ad- 
vertisements are a principal source of 
leads since the number increases sharp- 
ly when they are running and drops 
off definitely as the campaign finishes. 
The company boasts a record of having 
closed 22% of all leads last year, with 
one salesman just recently making three 
boiler sales from seven inquiries. 

Recognizing that G.E. units are 
higher priced than many other makes, 
Petroleum Service sells its units almost 
exclusively on fuel savings, hammer- 
ing away at the theme, “Remember it’s 
not the first cost, but the fuel cost that 
counts.” 

Last year the company sold 450 units 
and 65 conversion burners, about 50% 
of which went into new homes and 
50% for conversions from other fuels 
and replacements of other oilburners. 
Nearly all the replacements were made 
for customers of other companies, so 
that even these jobs represented in- 
creased gallonage. 

An examination of the complete op- 
eration of the company reveals that 





each job is carefully recorded and fol- 
lowed from start to finish. Each sales- 
man, for example, makes the initial 
survey of the home for which an in- 
stallation is being considered. This is 
done on a schedule that includes com- 
plete information on the prospect's 
name, address, type of building, type 
of system and other pertinent facts. 
Separate sheets are used for steam and 
hot water jobs and the sheet even- 
tually becomes a comprehensive record 
of the job since it provides space for 
complete heat loss data, radiation re- 
quired, materials needed, labor esti- 
mates, costs and final quotation. 

On the basis of these figures a sales 
agreement is made up and a presenta- 
tion for the prospect is prepared, Each 
new installation automatically gets a 
complete service protection contract, 
which includes fueloil. The contracts 
are automatically renewable and unless 
notice is given prior to May 31 of each 
year, when contracts expire, it goes 
into effect for another year. 

The complete service contract, which 
incorporates inspection, annual clean- 
ing and overhaul, parts replacement, 
including basement tanks and combus- 
tion chambers, and emergency service 
sells for $20 to G.E. users, $25 to 
others. Summer clean-ups are sold sepa- 
rately for $4 and individual calls are 
billed at the rate of $2.50 per hour. 

Fueloil budgets were instituted three 
years and about 15% of the company’s 
4,000 customers currently are using 
them. All are on automatic deliveries, 
except for a small percentage which in- 
sist on calling in for each drop. 


Twenty-fifth Anniversary 


Two years ago Petroleum Service 
prepared a colorful brochure to mark 
its 25th year in business. The brochure 
stressed the slogan, ‘Service is our mid- 
dle name,” included pictures of its key 
personnel, showed the various services 
and products being offered and in- 
cluded a number of photographs of 
homes and stores in which the company 
had installed oilheating systems. 

The foreword of the brochure as 
much as anything typifies the com- 
pany’s business creed: 

“Foresight and confidence in the 
fueloil and oilburner industry 25 years 
ago led Samuel P. Lazarus, president 
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of the Petroleum Service Company, 
into building the largest independent 
retail fueloil concern in Rhode Island. 
At its inception the organization oc- 
cupied only desk space in an office— 
in 1929 a small tank station on Nar- 
ragansett Avenue and in 1935 the 
present buildings and plant at Fox 
Point Boulevard. 


‘A considerable amount of the repu- 
tation and good will of the Petroleum 
Service Company is attributed to its 
record of service offered to its thou- 
sands of customers in all seasons of the 
year and under the most difficult 
weather conditions. An interesting fact 
is that the company has a number of 
long term employees; the superin- 
tendent, service manager and office 
manager have all been with the com- 
pany over 15 years. 


“Petroleum Service Company might 
be considered an outstanding example 
of an organization that was founded 
in the early days of the oil industry by 
a pioneer with vision, enterprise and 
energy, and which has grown through 
the years by progressive management 
and cooperative loyalty of its person- 
nel and customers.” 


Improving management Methods 


If anything can be added to this, it 
probably is the fact that despite the 
success the company has enjoyed, 
there is still evident a constant attempt 
to improve its operation, Morris Laza- 
rus repeatedly told of visits he had 
made to confer with other dealers, ex- 
changing ideas with them and explor- 
ing each phase of their operations to 
see if he could adapt it to his own busi- 
ness, This has resulted in the addition 
of an Addressograph system for op- 
erating the degree-day system, instal- 
lation of a Remington-Rand account- 
ing system and other innovations. 


It is encouraging, to say the least, 
to observe the absence of complacency 
and the obvious intention of continu- 
ing to organize management, pursue 
aggressive merchandising and efficient- 
ly supervise installation and service 
techniques, all aimed at keeping cus- 
tomers satisfied and providing ammu- 
nition to convince prospects how they 
can profit from doing business with 
Petroleum Service. 
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Service Training 


(Begins on page 96) 


serves admirably to keep attendance 
figures up. Attendance averages 90% 
or better. 


One of the unique aspects of the 
course is the close cooperation offered 
by the local fire departments. Not only 
do they send fire department personnel 
to take the courses but also in several 
cities furnish the premises in which 
the schools are held. During the New 
Haven school, where the classes are 
held in the spacious fire department 
training building, Chief Paul Heinz, 
Assistant Chief T. J. Collins and Bat- 
talion Chief A. J. Flannigan from New 
Haven attended the classes. Also at- 
tending were Fire Chiefs from Cal- 
gary, Ontario, Greensboro and North 
Point, South Carolina, and Fire Mar- 
shals from North and West Haven, 
Wallingford, Ansonia, New Haven 
and Derby, Conn. The closeness of the 
Institute and the Fire Departments is 
aptly demonstrated by such coopera- 
tion. 

Ivan Sutherland, who took over the 
job of Education Director for the Oil 
Heat Institute of New England on 
February 15, 1952, succeeded the capa- 
ble and well liked Otto Urban. Ivan 
has been in the heating business since 
1935 when he started as Operations 
Superintendent for Sprague, Breed, 
Stevens and Newhall who operate a 
tidewater oil and coal business at Lynn, 
Massachusetts. In 1941 he was made 
general manager and assistant treas- 
urer. Sutherland was also general man- 
ager of G. E. Warren Company’s 
heating division, 

Stokol — distribu- 
tors for New Eng- 
land. At the same 
time he was presi- 
dent of the Stokol 
Distributor’s 
Group of the U.S. 

Later in 1949 
he became credit 
manager of Cross 


A typical class, 
all smiling while 
they watch the 
cameraman and 


his “‘birdie.”’ 


Coal Co. in Lawrence and by 1950 had 
become New England division mana:er 
for Gerotor-May Corp. Ivan is the only 
honorary life member of the OHI of 
New England and also of its Board of 
Directors, a fitting tribute for one of 
the association’s original incorporati rs, 
Sutherland is a man of vision and 
his plans for the future of oilheating 
education in New England are ambi- 
tious. His fondest hope is to see a build- 
ing erected in Boston that will become 
the Mecca of oilheating studies. Now 
that the schools are operating at a sub- 
stantial profit (having lost only $7.00 
in eight years), there is a strong chance 
that his dream and hope may become 
a reality. 
So 
Sherman J. Larsen has been ap- 
pointed sales manager, Architectural 
Products Div., Burgess-Manning Co., 
Chicago, Ill, The company is develop- 
ing a nation-wide sales representation 
under the direction of Larsen. Burgess- 
Manning is the exclusive United States 
licensee of the Frenger system of radi- 
ant heating, radiant cooling and acous- 
tic control metal panel ceiling, Before 
joining the firm, Larsen was manager 
of the “PliOjet” department, Plibrico 
Co., Chicago. 


Stuart J. Rice has joined Hutchins 
Advertising Co., Rochester, N. Y., as 
an account executive. Rice formerly 
was advertising and sales promotion 
manager for the Delco Div., General 
Motors Corp. and will handle accounts 
in both consumer and industrial classi- 
fications. 
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For Customers only 


McGillis in Brockton confines fueloil and service Sales to burner Purchasers 


es FUELOIL only to customers 
to whom it has sold Hayward oil- 
burners and offering service only to 
those same customers is the policy 
under which the McGillis Service En- 
gineering Co., Brockton, Mass., op- 
erates. The company has adhered to 
this method of doing business, except 
for the war years when they took on 
fueloil customers who were unable to 
secure a supply from other sources. 
But, at the war’s end these customers 
were dropped. 

Dan and James McGillis are owners 
of the business, «vith both brothers 
sharing responsibility for management 
and selling. They have been in Brock- 
ton for 22 years and for the past 13 
years have been handling the Hayward 
line, selling the vertical rotary models 
almost exclusively, During this time 
3,500 Haywards have been installed 
within 15 miles of Brockton, and with 
sales for the past seven or eight years 
averaging 250 burners annually, near- 
ly 2,000 have been sold and installed 
since the war. 


Conversion Burners only 


All of the installations are conver- 
sions or replacements, with no sales 
made to new homes. Dan McGillis 
voices the common complaint that they 
avoid sales to new homes because it is 
so often necessary to quote so low, 
due to competitive bidding, that it just 
isn’t worth-while to go after such 
work. Also, local conditions are such 
that many of the builders who operate 
in and around Brockton are not well 
financed, with the result that collec- 
tions are slow and sometimes quite 
painful. In recent years, Dan says the 
company took on one contract for in- 
stallations in new homes, went ahead 
and e:pended several hundred dollars 
without being paid for it, found there 
was little prospect of ever collecting 
and, ‘inally, by mutual consent, with- 
drew nd took the loss. 

The company achieves its sales rec- 
ord of some 250 burners sold each year 
Without the help of any advertising. 


Most of their prospects are referred 
to them directly by present customers 
or are people who have heard of the 
service that McGillis renders and bring 
their heating problems to them, About 
75 burners are sold each year to replace 
old oilburners and when these cus- 
tomers sign an oil contract in connec- 
tion with a replacement sale, McGillis 
then gives them a guarantee of 30% 
saving in fuel consumption. 

And the reason for this is simple. 
For each of its 3,500 customers a “K” 
factor has been established. These are 
checked constantly and when cil con- 
sumption for any length of time goes 
5% over what the “K” and degree- 
days indicate should have been used, a 
routine check is made, for which there 
is no charge. Sometimes, it develops 
only that there is a new baby in the 
house and the thermostat has been ad- 
vanced purposely, but other times de- 
fective operation is uncovered. If so, 
of course, it is recommended to the 
homeowner that it be corrected. 

On one occasion it was found that 
a customer had installed an extra radi- 
ator which caused additional oil con- 
sumption and resulted in his “K” factor 
being changed to compensate for this. 
McGillis points out that not always is 
there something wrong—a new tenant, 
for instance, might have different 
habits, or sickness or elderly visitors 
might require a higher thermostat set- 
ting—but each case is checked merely 
to be sure that everything is all right. 





Checks high Consumption 


When the serviceman makes his call, 
he is instructed not to make a big point 
of the fact he is checking for excessive 
oil consumption, but rather that he is 
making a routine examination. In the 
course of this, though, he questions the 
homeowner and tries to pin down any 
unusual condition that might account 
for more oil being used than normally. 
He checks control settings, wiring and 
similar points until he can locate a 
reason for the higher consumption. 

McGillis Service Engineering last 





year sold nearly 3 million gallons of 
fueloil, nearly all of which was No. 2. 
The company operates five fueloil 
trucks regularly, in addition to five 
service trucks. Four men are employed 
exclusively for service and installation 
work; there is one foundryman and 
three machine shop men who are 
qualified servicemen. 


Other McGillis Products 


The foundryman and machine shop 
men are kept busy also in making the 
McGillis safety fill valve, which the 
company uses on its own installations 
and offers for sale to other dealers and 
oil companies. The valve, designed to 
prevent overfilling of oil storage tanks, 
is attached to the filb pipe opening of 
a tank and is equipped with a float 
that automatically shuts off the tank 
truck oil supply when the oil in the 
tank reaches the proper level. The 
valve also controls the entry of the oil 
into the tank so that it is distributed 
over a large area of the tank, rolls 
down its sidewalls and does not stir up 
any sludge or sediment that might be 
deposited on the tank bottom. 

This action is intended to minimize 
the plugging of oil filters or nozzles 
by preventing the sludge from becom- 
ing suspended in the oil in the tank, 
with the possibility of its being carried 
through the oil feed line to the burner. 
Another feature of the valve prevents 
drippage at the point of filling by per- 
mitting the fill pipe to empty back into 
the tank when the hose nozzle closes. 

Another product that McGillis of- 
fers is a rock stone lining for tank 
bottoms, which can be inserted through 
the opening on the top of a basement 
tank even when there is oil in the tank. 
The lining distributes itself evenly 
along the bottom of the tank and per- 
manently seals it. 

Free service is the order of the day 
in and around Brockton, with the prac- 
tice prevalent of using the free service 
as bait to induce the purchase of an 
oilburner. Dan McGillis is unhappy 
about the situation, and meets competi- 
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tion only because he has to. 

Here is how he handles his charges 
for oilburner service. In any 30-day 
period the first service call is charged 
for at the rate of $2.00 an hour during 
the day and $2.50 for night calls made 
locally. Other more distant calls in the 
area are billed $2.50 and $3.00 per 
hour for day or night calls. Then for 
the balance of the period there is no 
charge for any service call. Summer 
clean-ups are sold for $4 to customers 
on oil contract, $4.50 to all others— 
and this represents the only work that 
McGillis performs for any but con- 
tract customers. 

The heartening aspect about this 


operation is the fact that the company 
has grown consistently without revert- 
ing to price cutting. Confined to fueloil 
and burner sales and burner service, 
the McGillis brothers are able to con- 
centrate their efforts on performing 
these related functions efficiently and 
keeping their tightly-knit group of 
customers happy. Restricting their 
customers to those whose burners they 
installed they can qualify as experts, 
specializing on one make of burner, 
and be exclusive in their area. 

All in all, theirs is a rare dealership 
which has achieved a profitable and 
rewarding success because they have 
the customer's interests at heart. 


Pacific Northwest Dealers 
hold Convention, Exposition 


— AT SPOKANE April 9-11 
the Oil Heat Institute of Wash- 
ington held its 10th annual conven- 
tion with some 500 dealers registered 
from four states and Canada. More 
accurately, it was a Pacific Northwest 
convention rather than Washington 
alone, for invitations had been sent to 
all fueloil and oilheating men in Ore- 
gon, northern California, Idaho and 
British Columbia. 

In conjunction with the convention 
meetings at the Hotel Davenport, an 
exposition of oilheating products was 
held at the 161st Infantry Armory with 
a surprisingly large number of exhibi- 
tors. In addition to dealers the general 
public was invited to come in and look 


things over and there was a substantial 
public attendance evenings and Sun- 
day afternoon. 


At the first day’s business meeting 
of the Institute, Mark Dolliver of Ta- 
coma was elected president for the 
1953-54 fiscal year, succeeding Robert 
Denny Watt of Seattle. F. L. Croteau 
of Spokane is the new vice-president. 
James Huff of Yakima was elected sec- 
retary and Fred Griffin of Seattle 


treasurer. Leon J. Boyle was chair 
man for Spokane. Robert G. Elmslie, 
Seattle, is managing director. Next 
year’s exposition for the Northwe:t is 
scheduled to be held in Portland un- 
der the sponsorship of the Oregon Fuel 
Merchants Assn, 


Panel on gas Competition 


The speaking sessions of the con 
vention opened the afternoon of April 
10 with a three-man panel on gas com- 
petition. Participants were Hollis Al- 
bert of Baltimore, Harold Mottram 
of Milwaukee and Fred Griffin of 
Seattle, with Robert Gray of FUELOn 
& Or HEAT, New York, as moderator. 

Albert described the advent of nat- 
ural gas to Baltimore and its results. 
He mentioned the newspaper publicity 
and public relations build-up by the 
utility and pointed out that while the 
cost of gas came in at some 25% above 
oilheating the new fuel had been able 
to make some significant headway, pri- 
marily in new home developments 
where the equipment cost was low 
enough to encourage builders to try it. 

He then told of the successful court 
battle of the Oil Heat Institute of 
Maryland against the gas utility which 
prevented it from raising its rates for 
electricity. The same utility sells both 
electricity and gas, and in testimony 
it was shown that it was currently 


Equipment show at the Armory in Spokane. This shows about two-thirds of the 

48 booth displays. By types of equipment the number of exhibitors were: 26 

oilburners, 5 fueloil handling equipment, 4 oilburner controls, 3 furnaces not 

specifically oilfired, 2 each of oilburner pumps, nozzles and oil tanks, one each 

of insulation, oil filter, space heater, tools, registers, truck tanks, soot destroyers, 
blowers, prefabricated ducts. 
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making good money on its electric rate 
but \vas losing on its gas house heating 
rate. Not wanting to raise its gas rate 
the attempt was made to cover the 
loss through electricity. OHI was per- 
mitted to intervene in the case because 
oilburners use electricity and the util- 
ity’s move was demonstrated to be un- 
fair competition. 

Mottram also was able to describe 
the coming of natural gas to a big city 
market, Milwaukee. The utility there 
got a lot of home heating business in 
its first year, virtually all new small 
houses. But now after two years the 
gas company has announced that it 
can take no more home heating, that 
its lines are filled, effective March 1. 


Milwaukee Advertising 


The Wisconsin Oil Heat Assn., of 
which Mottram is executive secretary, 
has done what is probably the outstand- 
ing job in the country for long sus- 
tained cooperative advertising promo- 
tion, going back some 15 years. In 
several periods Mottram, who is also 
head of his own advertising agency, 
has kept 60 to 70 large 24-sheet 
billboards going around the city to glor- 
ify oil heat. These boards with their 
messages changed periodically, were 
uniform in copy but they were paid 
for by oilheating men operating in the 
neighborhoods where they were shown, 


and only the local marketer’s name was 


’ This probably sets 


on the board. 

Griffin described 
the 
program now un- 
derway in Wash- 
ington state. In the 
past two years 
$115,000 has been 
collected and $90,- 
000 spent thus far. 


cooperative 


a record for the 
amount collected in 
so short a period, 
and is particularly 
noteworthy in that 
this campaign is de- 
signed to glorify 
before 
natural gas arrives 
in the Northwest, 
which apparently is still two years in 
the future. Griffin pointed up the need 
for wider participation in the pro- 
gram. To show that it is working he 
reported that-in a public opinion sur- 
vey of fuel preferences in Seattle in 
1951 oil heat was voted first choice by 


oilheating 


79.7% of the population. Then in 1953 


after two years of very active publicity 
by the gas company looking to the 
coming of natural gas to the area the 
families expressed an 
81.1% oil heat preference. 


interviewed 


The second day’s sessions opened 
with Hollis Albert, this time in his role 
as national chairman of the Distribu- 
tion Div. of OHI, telling about some of 





Shown at the head table of the banquet held during the Pacific Northwest OHI 

Conveiition are: Mark Dolliver, new president of the OHI of Washington; 

retirine president Robert D. Watt; Mrs. Watt and Charles MacGlashan, Shell 
Oil Co. 














Banquet was a sellout with 450 places, 
steaks and a floor show. Previously, 
five major oil companies had enter- 


tained with a _ refreshment hour. 
Prominent in the foreground are Cali- 
fornia Standard and Shell executives. 


the significant work of the division. 
The group insurance program, he 
pointed out, is successful and growing 
rapidly. Its benefits are available to any 
member company with 25 employees or 
less on a basis of policies ranging from 
$1,000 to $5,000 depending on the job 
covered. Then he told of ancther grour 
contract under which the bosses alone 
are eligible, for $10,000 policies, and 


| reported that in the first 30 days after 
| the announcement of this new offering 


some seven million dollars in policies 
were sold. 


Baltimore Advertising 


Albert described a cooperative but 
still individual advertising program in 
Baltimore in which every issue of the 
local newspapers carry the advertising 
of some one member, always on the 
back page. The dealers divide the dates 
so that each knows when he is due to 
appear and all ads carry the line, “Oil 
Heat Costs Less.” 

Then he went on to speak of the 
division’s numerous services to dealers 
_.. the annual calendars, a new manu- 
al for truck drivers now in preparation, 
a recruiting booklet to enlist young 

(Please turn to page 134) 
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Safety-control Fundamentals 


Part III: Design requirements; simple safety-control Panel for gun Burners 


by 
J. W. Schulz 


[See IS THE THIRD article in a se- 
ries on oilburner controls and 
wiring which in future issues of FUEL- 
oil & Om HEAT will deal with par- 
ticular makes and models of oilburner 
control panels and related equipment. 

Safety-control panels are as im- 
portant to oilburner installation men 
and servicemen as are oilburners them- 
selves. Installed or wired improperly, 
such panels can fail to provide the pro- 
tection they should, or can prevent 
oilburner operation. 

Abused or neglected with respect to 
the service attention or adjusting they 
need, the control panels on certain in- 
stallations become troublesome. Most 
feared by wise servicemen is a com- 
bination of two troubles: (1) the 
safety-control panel has become crip- 
pled or defective in a way that makes 
it unable to provide the protection it 
should provide; the panel cannot stop 
the burner “on safety lock-out”; and 
(2) ignition failure when the burner 
starts, or prolonged running of the 
burner motor and spraying of oil into 
the firebox before the ignition system 
ignites the fueloil. 


Causes of Service 


Ignition-failure and ignition-delay 
are high on the list of causes of serv- 
ice calls. Everyday occurrences, these 
troubles are encountered on many 
service calls. The life of a serviceman 
is free of catastrophic doings and ex- 
citement only as long as these troubles 
do not coincide with a defect in a 
safety-control panel that eliminates 
the protection the panel was installed 
to provide. Experts know fully the 
meaning of those words. For new- 
comers to oilheating, here’s a hint 
about what they can mean. The wor- 
ried service foreman of a large fueloil 
company recently wrote FUELOIL & 
Om Heat regarding the best, safest 
way out of a predicament. The spark 
failed to ignite the oil sprayed into the 
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firebox, on this six-family apartment- 
house job, and the safety-control panel 
failed to stop the burner motor. An- 
swering a no-heat call, the serviceman 
found that the burner had been run- 
ning and spraying oil for seven hours. 
With the chimney, boiler flues, and 
firebox oil-soaked as a result, the serv- 
iceman fired the boiler, After all, he 
reasoned, he was there to start the 
burner. The results were almost 
catastrophic, the service foreman con- 
cludes grimly. 

Good servicemen are tremendously 
interested in safety-control panels. 
They make certain that every installa- 
tion they service, thus are responsible 
for, has a safety-control system which 
is in excellent working order. 

A primitive oilburner installation, 
first controlled manually by adjusting 
the valve that controls the flame size, 
can easily be switched to the kind of 
automatic operation suggested in Diag. 
1. This drawing has to do with an 
actual installation that years ago used 
crankcase drainings to heat a garage. 
Excited over the no-cost heat and the 
elimination of coal and ashes that had 
resulted from his installing the $12 
“oilburner” he’d bought by mail, at 
first the garage owner was delighted 
to start up the burner every morning 
using a match, and go through the day 
adjusting the needle valve that con- 
trolled the flame size. 


May 
1953 


He knew about damper con'rol 
motors for coal furnaces. As thousi ads 
of homeowners have done, he had in- 
stalled one in his house and had heen 
using it with little success. Pleased to 
exercise his New England inventive- 
ness, he turned his crankcase-oil gadget 
into what he considered an automatic 
burner by applying the damper con- 
trol motor to the needle valve as the 
diagram shows. When the room 
temperature drops below 70°, the 
damper motor sets the needle valve for 
a large flame. Room temperature above 
72° causes the damper motor to adjust 
the valve for a small flame. He gained 
the great advantage, the garage owner 
bragged, of controlling his burner auto- 
matically nights and weekends when 
no-one was in the garage. Cold morn- 
ings, he entered a comfortable garage, 
heated automatically. 

Opening up one chilly Monday 
morning, he found hundreds of gal- 
lons of crankcase drainings on the 
garage floor. The burner flame had 
gone out, and oil had continued flow- 
ing into the furnace. 

Years ago when room thermostats 
first were used with simple oilburners, 
mishaps of the kind just described oc’ 
curred on experimental burner in- 
stallations and proved that safety con- 
trols were needed to stop the flow of 
oil to burners when the oil flames went 
out, Today such mishaps occur inv 
frequently considering the vast num’ 
ber of burners in use now, but their 
occasional occurrence is enough to 
keep burner service experts aware of 
the fact that an automatic oilburner 
needs safety controls that are highly 
effective and extremely dependable. 


Safety Controls protect 


For gun-type oilburners, safety con’ 
trols are needed to provide protection 
on two scores: 

1. When a burner first starts after 
an idle period, its safety ¢ ntrols 
should give protection against the 
burner’s continuing to run if within a 
reasonably short time the flam: does 
not start burning. A burner shoud not 
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start, fail to produce a flame, and con- 
tinue to run indefinitely. 

2. A burner running normally and 
producing a flame should be stopped 
by its safety controls if the flame goes 
out. 

The first point indicates that the 
safety controls should stop the burner 
in case of ignition failure (failure of 
the ignition system to ignite the oil 
first sprayed into the firebox) when 
the burner motor is started. 

The second point indicates the safe- 
ty controls should protect against 
flame failure occurring after the flame 
has lighted properly. 
burning flame goes out, the burner 
motor should be stopped. 

Stop the motor of a gun-type burn- 
er, and you stop the flow of oil into 
the firebox, of course. The safety-con- 
trol panel that makes a gun burner 
safe turns off the burner motor, thus 
stops the flow of oil into the firebox, 
when the panel detects ignition failure 
or flame failure. 


If a properly 


Safety-control Panel 


Diag. 2 shows a simple safety- 
control panel, The idea is to cover as 
simply as possible the basic ideas be- 
hind a safety-control system suitable 
for a gun burner, without showing 
controls of a particular make and 
model, Diag. 2 inevitably reminds con- 
trol experts of certain actual equip- 
ment. Principles and devices similar to 
those in Diag. 2, 3, and 4 are not 
peculiar to any one make of equipment, 
however, An array of actual oilburner 
controls could be set up to prove that 
the principles and devices in these dia- 
grams have helped more than one 
manufacturer solve his oilburner con- 
trol problems. The following discus- 
sion of Diags. 2, 3, and 4 should not 
be construed, then, as commenting on 
the advantages or disadvantages of a 
particular make or model of burner 
control equipment. 

If you studied the two earlier ar- 
ticles in this series as you should have 
if you want to make the most of the 
series, you know why the white wire 
in Diag. 2 goes directly to the two 
current-consuming devices, the burner 
Motor and the ignition transformer. 

Starting at the fuse of the oilburner 
circuit, the live line goes through the 


on-off switch often located at or near 
the top of the basement stairs, then 
through an on-off switch (both 
switches may be ordinary toggle 
switches) located near the oilburner 
and convenient for a serviceman to use. 

Next in the live line comes a “high 
limit control” which is itself necessary 
for safety. This protects against ex- 
cessive temperature in warm-air fur- 
naces and hot-water boilers, and 
against excessive pressure in steam 
boilers. A forced-circulation warm-air 
furnace may have as its high limit con- 
trol a bonnet control set at 225° 
Should a short-circuit develop in the 
room thermostat, or should the room 
thermostat circuit remain closed con- 
tinuously for hours for any reason, the 
bonnet control set at 225° would stop 
the burner when the bonnet tempera- 
ture reached 225°, and so would pre- 
vent hazardous overly-hot operation 
of the heating plant. This control 
would start and stop the burner, start- 
ing it when the bonnet temperature 
dropped perhaps 10°, stopping it again 
when the air in the bonnet reached 
iat. 

The high limit controls of hot water 
boilers similarly prevent overly-hot op- 
eration of the boilers, and on many in- 


stallations are set for maximum boiler 
temperatures between 160° and 220°. 

Steam heating boilers often have 
high limit controls that prevent maxi- 
mum steam pressures higher than one- 
quarter pound to five pounds, 

Every heating plant needs a high 
limit control. Cautious oilburner deal- 
ers provide two high limit controls, 
wired in series, for installations on 
which failure of a high limit control 
can cause eventful or disturbing 
trouble, That practice has been recom- 
mended for years in FUELOIL & OIL 
HEAT. In addition, two high limit con- 
trols, wired in series, should be in- 
stalled on every installation having 
characteristics that will cause the high 
limit control to start and stop the burn- 
er dozens of times a day at certain 
times of the year. In planning new in- 
stallations and making old ones safe, 
be on guard against the failure of a 
high limit control. The installation 
that will overwork its high limit con- 
trol, or that will cause excitement and 
inconvenience if the high limit control 
fails, should have duplicate high limit 
controls. 

After the high limit control, in the 
live line of Diag. 2, comes a room 
thermostat of the 110-volt type and 
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Diag. 2-Simple safety-control panel provides 
flame-failure and ignition-failure protection se 
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DIAG. 3 = PASS CURRENT THROUGH THE HEATING ELEMENT 
FOR 90 SECONDS, AND THE TOP OF THE BIMETAL STRIP 
WARPS LEFT TOWARDS "A", THE SAFETY SWITCH CONTACTS 
SNAP OPEN AND REMAIN OPEN UNTIL THE RE-SET BUTTON 
IS PRESSED TO RE-START THE BURNER. 











suitable for starting and stopping an 
oilburner motor. 


Next comes the simple safety- 
control panel, containing only two 
parts. 

The first part is the safety switch. 


It has these characteristics: 


1. If the oilburner runs properly, 
does not misbehave in any way, the 
safety switch remains closed. Literally, 
the safety switches of thousands of in- 
stallations have never snapped open 
except when servicemen have made 
tests to open them. 


2. If the heating element below the 
safety switch becomes warm because 
current passes through it for about 90 
seconds, the safety switch will snap 
open. When open, of course it pre- 
vents the burner motor from running. 
After a burner has been stopped by 
opening of its safety switch, many 
servicemen say the burner is “off on 
safety” or “off on safety lock-out.” 

3. An open safety switch will not 
close by itself. To close it and start the 
burner requires someone to press a but- 
ton or trip a lever that will close it. 
After a burner has stopped “on safe- 
ty” or “on safety lock-out,” manual 
attention is needed to start it again. 

4. Opening of the safety switch is a 
sign of trouble, The safety switch is 
intended to open only as a result of 
oilburner misbehavior. Hence if the 
safety-control panel works in. its in- 
tended fashion, opening of the safety 
switch indicates oilburner trouble that 
needs diagnosing and_repairing. How- 


ever, controls are not absolutely per- 
fect, and many installation shortcom- 
ings and defects that actually develop 
on typical installations affect the 
proper operation of safety controls. 
The result is that on certain installa- 
tions the safety switches develop a 
habit of opening although the oilburn- 
ers are not giving trouble. 

As a result of this fourth point, the 
serviceman answering a no-heat call 
and finding the burner “off on safety” 
must make a decision. After doing all 
the investigating he can to help him 
to the correct answer, he must con- 
clude that either (a) faulty operation 
of the safety-control panel caused the 
safety switch to snap open; this nat- 
urally leads to replacing or repairing 
the safety-control panel and its re- 
lated equipment, or (b) faulty burner 
operation caused the safety switch to 
act properly in stopping a sick burner; 
this leads to locating and repairing the 
burner defect. 


Shunting the heating Element 


Shunting or paralleling the heating 
element in Diag. 2 is a device termed 
here a “combustion indicator switch” 
because it indicates whether or not the 
flame is burning — whether or not 
there’s combustion in the firebox. The 
combustion indicator switch can be 
considered a simple switch located in a 
smokepipe control device which has a 
bimetal helix arranged to open the 
switch when the smokepipe is cool, and 
close the switch when the smokepipe 
is hot. Consider it such a switch, af- 
fected by smokepipe heat, in studying 
Diag. 2. 

Actually the combustion indicator 
switch could be affected instead by 
light or heat from the flame in the 
firebox. The big idea is that, using any 
suitable principles and mechanism, the 
combustion indicator switch closes its 
circuit when the oilburner flame is 
burning properly, and opens its switch 
when the flame is not burning—and 
responds fairly promptly to flame or 
no-flame conditions, Fast response is 
advantageous, Start the oil flames on 
certain installations, and within five to 
ten seconds the combustion indicator 
switches re-act to the flames and give 
their electrical “flame okay” signals. 
Five to ten-second response is unusual- 


. . + Safety Controls 


ly fast response. Up to 60-second re- 
sponse, less desirable, actually does 
work out satisfactorily on many in- 
stallations. 

The characteristics of the first part 
of the safety-control panel, the safety 
switch were listed earlier. 

Here are points about the heating 
element, the only other part of the 
simple safety-control panel: 

1. With the combustion indic:tor 
switch open, the current going to the 
motor and ignition transformer flows 
through the heating element, causing 
it to become hot. 

2. If this flow of current through 
the heating element continues for 
about 90 seconds, the safety switch 
snaps open. Heat from the heating ele- 
ment affects a bimetal strip arrange- 
ment (Diag. 3) or an arrangement that 
involves warming solder or Wood's 
metal sufficiently to change it from 
solid to liquid form (Diag. 4) or an 
equivalent arrangement. 

3. When the burner starts, either 
the combustion indicator switch soon 
closes because the flame is burning, or 
it remains open because it is not prop- 
erly affected by heat or light from the 
flame. If the combustion indicator 
switch remains open, the burner is 
stopped “on safety” (the safety switch 
opens, remains open then until it is 
re-set by someone). If the combustion 
indicator switch closes promptly, as it 
should, following starting of the burn- 
er motor, the heating element will not 
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Tube 
Safety 
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Cogwheel 
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Spring § Heating 
© Element 


Diag. 4 

DIAG. = THE COGWHEEL CANNOT TURN ON ITS VERT!C/ 
SHAFT WHEN THE SOLDER (SOLID BLACK BELOW COGWES©” 
IS COOL AND SOLID. A FLOW OF CURRENT THROUGH 7*= 
HEATING ELEMENT POR 90 SECONDS CAUSES THE SOLIcK 
TO BECOME HOT AND MELT. TUGGED BY THE SPRING, 
SAWTOOTH ASSEMBLY SPINS THE COGWHEEL AND TIPS “'© 
MERCURY TUBE TO ITS “OFF" POSITION. THE MERCI 
TUBE CAN BE RE-SET WHILE THE SOLDER IS COLD. 
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Diag. 5 - Combustion indicator 
switch connects to A and B 











cause the safety switch to trip open. 

4. Consider the burner running 
normally, firing properly. The combus- 
tion indicator switch then is closed. 
Should the flame go out (suction line 
leaks, a completely plugged nozzle, or 
running out of oil could cause this), 
the combustion indicator switch will 
open, The current to the motor will 
flow through the heating element, as a 
result. In about 90 seconds the safety 
switch will be affected by heat from 
the heating element, and will snap 
open and stop the burner. The burner 
then is “off on safety” or “off on safety 
lock-out.” 

Because the wiring circuit in Diag. 
2 causes the ignition transformer to 
be affected by a voltage-drop, particu- 
larly with the motor drawing consid- 
erable current as it comes up to speed 
on starting, actually such a safety- 
control panel usually is wired as Diag. 
¥ shows. Here the voltage drop that 
necessarily results from a voltage dif- 
ference across the heating element (re- 
lated to using current to heat the ele- 
ment) does not affect the ignition 
transformer. An interesting character- 
istic of this circuit, useful to service- 
men diagnosing trouble, is that burn- 
ing-out of the heating element cuts the 
current from the burner motor, as at- 
tempts are made to start the burner, 
but not from the ignition transformer. 
You can start the spark with the heat- 
ing element burned out, but not the 
burner motor. Because there is no 


flame, the combustion indicator switch 
is open, of course. Answering a serv- 
ice call that results from burning-out 
of the heat element, you may find the 
burner motor idle but the ignition 
spark buzzing in the gun tube; the con- 
trol won't be “off on safety.” 

“Fail-safe” is a term used much in 
connection with safety-control panels. 
Should the bimetal helix in Diag. 2 
break entirely, the combustion indi- 
cator switch should not remain in its 
“on,” “flame okay” position. The use 
of a spring or weight, to assuredly 
open the switch when the bimetal helix 
breaks, provides a fail-safe feature re- 
lated to breaking of the helix. 

If one of the parts of a safety-con- 
trol system breaks, develops a defect, 
or misbehaves in any manner, the burn- 
er obviously should not as a result be 
able to operate without the full pro- 
tection the safety-control system was 
designed to provide. Instead, the burn- 
er should stop, “go off on safety.” 
That's the principle of providing fail- 
safe features in safety-control systems. 

Relays are used widely in the 
burner control panels and will be dis- 
cussed later in this series of articles on 
oilburner controls and wiring. Many 
oilheating equipment dealers prefer 
low-voltage thermcstats to line-voltage 
thermostats. The low-voltage thermo- 
stats are easier to install, say these 
dealers, are more sensitive and com- 
pact in general, and result in lower 
wiring costs. The relays in oilburner 
safety-control panels permit the use of 
low-voltage thermostats. 


7 
“° 


Airtemp Engineer outlines 
air conditioning Development 


RALPH A. GONZALEZ, chief applications 
engineer, Airtemp Div., Chrysler 
Corp., discussed the important phases 
of the development of residential air 
conditioning before the Michigan 
chapter of the American Society of 
Heating and Ventilation Engineers at 
the Engineering Society, Detroit, 
Mich., March 15. 

Tracing air conditioning costs over 
a 30-year period, Gonzalez indicated 
that in the few residential air condi- 
tioning installaticns made in the 1920's, 
costs were two to three dollars per 





square foot of floor area. At that time 
air conditioning would have added 
25% to 33% more to the average 1200- 
square foot home, which then cost 
eight to ten thousand dollars. 


“The year 1938 may be considered 
the real birth date of residential air 
conditioning. At that time a 3 hp. resi- 
dential air conditioning package was 
introduced for approximately $800 
over the cost of the warm air heating 
system,” Gonzalez stated. “This 
brought the cost of air conditioning 
down to something like 67¢ per square 
foot for the same house as described 
above.” 

So 
Chicago Dealers hear plan 
for Heil’s 1953 ad Program 


HEIL CO., Milwaukee, Wisc., and the 
Acme Furnace Fittings Co., Chicago, 
Ill., were hosts to 100 Chicago heating 
equipment dealers at a meeting which 
was held to acquaint the dealers with 
Heil’s 1953 marketing program, Main 
emphasis of the meeting, held April 
23, was placed on building sales and 
customer acceptance at the dealer level. 

The Heil Co. has injected added 
dealer reference to its national and 
regional advertising plans and is di- 
recting the bulk of its advertising ef- 
forts toward the local level in coopera- 
tion with its dealers, it was reported at 
the meeting. 

One of the features of the program 
was the presentation of the company’s 
“1953 Heating Marketing Kit” which 
combines in a package the sales tools 
available to Heil dealers. Covering all 
phases of sales promotion from a state- 
ment of policy to a consumer’s pro- 
posal and quotation form, the kit is 
designed to make it easy for dealers 
to reach the prospects in their local 
marketing areas. Emphasis is placed on 
acceptance of the dealer by his market. 

Ralph Becker, manager director, 
Oil Heat Institute, was the principal 


speaker at the meeting. He spoke on 
“Dollar Selling.” 

Cther speakers included Harold 
Collins, vice-president, Acme Furnace 
Fittings Co.; George Hochstein, heat- 
ing sales manager, Heil and new vice- 
president of OHI and Bill Matheson of 


Heil, who conducted the program. 
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Boston Enterprise Dealer 
is big burner Specialist 


T. O’Callaghan dropped his heating contractor Work to become 100% burner-minded 


by 
Jean L. Dupuis 


—— ARTICLE a few years ago 
& in FUELOIL & O1L HEAT stressed 
the point that a heating contractor 
who has worked his way to the top in 
his particular city should insure his 
continued success by accentuating the 
motorized and electrified aspects of 
modern heating. The article cited the 
instance of a leading heating and 
plumbing contractor whose luck ran 
out after he decided to have nothing 
to do with oilburners, controls, and 
zoned heating plants “because there’s 
too much electric in them,” as he put 
it. He preferred to stick to straight 
heating and plumbing work not com- 
plicated by electricity. 

Whereas some 15 years earlier this 
contractor had gotten most of the big 


jobs in his locality, when the article 
appeared he had reduced to one shabby 
pick-up truck that ran around on 
plumbing repair errands. 

To maintain their positions after 
rising to the top, many heating con- 
tractors in oil heat-minded cities have 
had to add oilburners to the equipment 
they handle. 

T. O'Callaghan went further than 
that. He started out doing general 
heating contracting work in the com- 
mercial-industrial field. Learning his 
customers wanted to buy big plants 
complete with oilburners, he added 
burners to protect his general heating 
contracting business. Then he gave up 
general heating contracting and cal- 
culatedly began devoting all his time 
and energy to commercial-industrial 
oilburners. 

O'Callaghan is top executive of the 


Enterprise Oil Burner Sales Co., 839 
Beacon St., Boston 15, Mass. William 
J. Sheehan is chief engineer and gen- 
eral manager of this company, which 
can prove, by putting its installations 
through their paces, that it has unusual 
ability for installing big oilburners— 
particularly fully-automatic burners 
using No. 6 fueloil. 

In one sense, Enterprise Oil Burner 
Sales Company does nothing spectacu- 
lar when it comes to installing burners. 
This company simply makes the burn- 
ers run the way they should—the way 
sales literature says burners run. 

The efforts of this company wind up 
with oilburner performance that’s sim- 
ply efficient, dependable, and almost 
trouble free—and which __ includes 
smooth, quiet, automatic starting even 
for big burners using No. 6 oil. This 
company has both the know-how and 


T. O'Callaghan (left) and Bill Sheehan examine the IMO pump sets used to circulate hot fueloil. Although Diag. | 
shows two oilburners, actually the job has three. Continuous operation of a circulating pump makes hot fueloil avail- 
able for any burner that starts. Notice the two tank gages at the extreme right. 
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STEEL BOILERS 






Hundreds of America’s finest motels have 






turned to Kewanee to be sure that an un- 
failing supply of heat and plenty 





of hot water are available 24 





hours a day, if needed. These 
owners know they get more from their 







Kewanees and that is true because more goes 






a into them...more engineering, more material and 





_ more boiler building experience. 








GREEN GABLES TOURIST COURT Motel guests may never see the heating plant 
Kirksville, Mo. but they know if their rooms are well heated and 
McHENRY & CASH whether or not there’s an abundance of hot water 






Owners and Designers 


Oil Fired SQUARE-HEAT KEWANEE 


installed by ise : A r 
SANDERS PLUMBING & HEATING Appeal is what brings them back again and again. 


Kirksville, Mo. KEWANEE-ROSS CORPORATION 


a 
Division of American Radictor & Standard Sanitary Corporation 


° KEWANEE, ILLINOIS 





for washing, showering and shaving. “Eye Appeal” 







is important... it brings guests in. But “Comfort 














AMERICAN-STANDARD ¢ AMERICAN BLOWER © CHURCH SEATS ¢ DETROIT-LUBRICATOR * KEWANEE BOILERS # ROSS HEATER © TONAWANDA IRON 
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the determination needed to plan and 
complete every installation detail nec- 
essary for excellent operation of big 
burners. If all big-burner installers 
completed their installations as the 
Enterprise Oil Burner Sales Company 
completed the job shown in the ac- 
companying drawings and _photo- 
graphs, big - burner manufacturers 
would be free of the headaches they 
now have about the on-the-job per- 
formance of their burners. 

These drawings and photographs do 
not show the biggest job in the world 
or anything like that. This is just a 
typical installation made by this En- 
terprise burner dealer, which demon- 
strates the type of oilburner perform 
ance he aims at, and seemingly arrives 
at without going through any birthing 
pains, headaches or “grief.” Planning 
the job thoroughly and following 
through every detail with determina- 
tion, T. O'Callaghan says, just nat- 
urally winds up with excellent trouble- 
free oilburner performance. 

This particular installation has three 
300-horsepower Hodge boilers, Scotch 
marine type, each fired at up to 100 


Close-up of pumps and strainers. Each pump is driven by a 1% hp motor. Notice 

the arrows and “‘fueloil’ labels on the oil lines. These have highly effective in- 

sulation, 12” of 85% magnesia insulation, canvas-wrapped. Appearance counts 

in this boiler room. Equipment is finished with bright enamel. Try to find a drop 

of fueloil, even under the shafts of the pumps! As the other photographs show, 
the entire boiler room equipment is as clean as this pump set. 


. . . « Big burner Specialist 


A wide-angle lens was used to get this picture of the three boilers, used for heat 

and low-pressure steam in the plant of the Hytron Radio & Electronics Com- 

pany, Danvers, Mass. Smooth, clean starting of the burners is outstanding. The 

boilers emit no soot specks or smoke when burners start. If you have the ambition 

to eat off a boiler-room floor, you could do worse than select this one! A stack 

125 ft. high provides natural draft for these boilers. Job uses about half a 
million gallons of No. 6 oil per year. 


experts well know, (1) the Enterprise 
measured-rate metering pump, posi 
tive-displacement type, (2) a mechan- 
ical seal that prevents oil leakage at 
the tailpiece, (3) the V-belt drive 
that’s standard on all Enterprise burn- 
ers, (4) a new hinge design that elimi 
ring neo 


gph by a latest-type automatic Enter- 
prise oilburner equipped, of course, 
with the rave features in the Enter- 
prise line. These include, as big-burner 


nates packing—it has “O” 
prene seals, The burners have dual gas 
electric ignition systems, each com 
pletely independent of the other. 

The controls include Firetron type, 
electronic safety equipment made by 
the Combustion Control Corporation. 
Low-fire starts and modulating firing 
are features of the job; see the Min- 
neapolis-Honeywell modulating con- 
trol motor on the burner in the photo- 
graph. Bill Sheehan points out he pro 
vided synchronized modulating control 
for the three burners, so that when 
two or three are in use their firing 
rates are modulated identically. The 
modulation of flame sizes during nor- 
mal burner operation is governed by 
the pressure in the main steam header, 
which is 24” size incidentally. 

The day we saw the job, eight 
pounds steam pressure was being main- 
tained. This is a low-pressure steam 
plant, which uses about half a million 


May 
1953 








heat 


om- 
The 


tion 
tack 


lf a 


rise 
OSI’ 
\an- 
eat 
rive 
imn- 
imi- 
1e0- 
gay 
om- 








AN ENTIRELY 


The ‘Forerunner’ 
of New Gas/Ouil 
Burner Design 





Proudly picturing the FAN-AIR MGO Series of COM- 
BINATION AUTOMATIC GAS AND OIL BURNERS. Not 
METTLER 
LEADERSHIP is again demonstrated with this design 


a "copy" nor a Obviously 


compromise. 


representing the first major advance in 


Dual Fuel Burners. Nothing else like it. 


4366 
WORTH STREET 


THE 


“treats crerk 











"packaged" 


METTLER CO. 








NEW CONCEPTION IN 
Dual Fuel Burners 





MODEL FAN-AIR MGO-3: 50 H.P. GAS OR OIL es 


Note how it "Mixes'’ Gas or Oil and Air 


@Now available in 25-50-100 & 200 H.P. sizes. 
For ANY Gas & Fuel Oil No. 2 to No. 5. 


@A simple "FLIP OF THE SWITCH" changes 
from GAS to OIL or in reverse. 


@Built to MEET Approval Requirements. 
@Write for details. 


LOS ANGELES 63 


INC. CALIFORNIA 








dependable — 
bor 


Angle type construc- 
tion for convenient — 
installation and: for 
heads up to 5’ or 
from 5’ to 10° as 
required. / 


, Preferred offers a ccbeplete line of 
dependable Anti- Syphon Valves for domestic 
installations, requiring a maximum capacity 
df 30 gph on Nos. 1, 2, or 3 fuel oils. Com- 
reial. and Industrial sizes available up to 


/3” LP.S. in standard heavy-duty bronze. 
es Approved by Underwriters Laboratories, Inc. 


‘ordering for domestic use, specify Type 
pipe size, %” or ¥2”. 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY NEW YORK 23, N. Yy 
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Fuel DOLLARS & Combustion EFFICIENCY Are 
Inseparable 
With this INEXPENSIVE, NEW, ALL-ELECTRIC 
VECO COMMERCIAL Tester, Model 140-C, you can 
BE SURE of HIGH efficiency and LOW fuel dollars. 
Regardless of the type of fuel you are using, you can 
now QUICKLY and ACCURATELY check (on ONE 
METER) the 3 important factors in the operation of a 


furnace: 

1) % COs (0-20%) 

2) TEMPERATURE (100-1000°F) 

3) DRAFT (0-0.3” Water) 
Easily operated, NO messy chemicals—Trouble-free, 
NO open-wire filaments (Glass Coated Elements, PER- 
MANENT CALIBRATION) — SUPER-SENSITIVE, 
TEMPERATURE COMPENSATED Gas Analysis Cell. 
Portable — Light Weight — Sturdy — Uses Dry Cell 
Battery. 
Designed specifically for use in plants, schools, hotels, 
institutions, etc.—and for checking recording instru- 
ments on large equipment. Domestic unit, Model 140-A, 
also available. 

Write for literature 


Vic tory MANUFACTURERS OF 


THERMISTORS 
ANALYSIS CELLS 

ENGINEERING CORPORATION 

Springfield Road, Union, N. J. Tel. UNionville 2-7150 






VARISTORS 






PUMPS and 
SEPARATORS 


for oil burner service 


Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 


® 888 ®@ 
Reduction Drive 
for heavy oil 
Ask for Bulletin No. A-1193 


e@eees 
Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely, 


Ask for Bulletin 
No, A-1214 


Single 


Duplex 


Direct Drive 
For exclusive use with 
Light oils and Solvents 
Ask for Bulletin No. A-1267 


Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No, A-1366 


295 WILLIAMS AVE., HACKENSACK, N. J. 
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| gallons of No. 6 oil a year. Building 


heating is the main load, but a small 
process-steam load requires that about 
eight pounds steam pressure be main- 
tained at all times. 

Each of the two 12,500-gallon oil 
storage tanks on this job has an eight 
kilowatt electric oil heater, located in 
a suction bell. Each of the three oil- 
burners is equipped with a five kilo- 
watt electric oil heater. These five elec- 
tric oil heaters, the two motors that 
drive the DeLaval IMO pumps used to 
circulate hot fueloil, and the three oil- 
burner motors are all on 440-volt lines. 


| The controls and certain other equip- 
| ment are 220 volt. The total electrical 


load is about 35 kilowatts. 
O’Callaghan pointed out one of the 
many niceties he provided for this in- 
stallation. All the electricity used by 
the oilburners and their related equip- 
ment originates at and feeds through 
two big relays, one 220 volt and the 


| other 440 volt, both located in the boil- 
| er room. Simply snapping a little tog- 


gle switch throws out the two relays 


. Big burner Specialist 


and cuts off all the burner equipment 
electric current. One little togvle 
switch that stops everything is inside 
the boiler room, the other is outside. 
Strictly for emergency use, this highly 
effective and convenient shut-down 
arrangement probably never will be 
used, but T. O’Callaghan provided it 
because he finds it better, more con- 
venient to use, than any other arrange- 
ment. 

Entering this boiler room a few 
weeks ago, on a chilly spring day, we 
found one of the boilers in use pro- 
viding steam at eight pounds pressure, 
and the other two boilers cold and idle. 
The burner in use that day was idle 
for the moment, having been turned 
off by its steam pressure control. A 
DeLaval IMO pump was running, for 
hot No. 6 oil is circulated continuously 
by running one of the two IMO pumps 
24 hours a day. The pumps are in 
duplicate, each handles 600 gph, which 
is twice the 300-gph total firing rate 
of the three boilers. 

Diag. 1 shows how the oil circulates 
with all burners idle and steam pressure 
on the boiler and the steam-type oil 
heater. 


| Diag. |—Schematic drawing of the oil piping and oil-handling equipment, boiler 


room of the Hytron Radio & Electronics Company, a division of the Columbia 


| Broadcasting System, Inc., in Danvers, Mass. The accompanying photographs 
| were taken on the same installation. The DeLaval Mo circulating pump runs 
| continuously, 24 hours a day, keeping hot oil flowing through circuit A-B-C-D- 
| E-F-G-H-L-J]-K. The pressure developed by the pump is low because no back- 


| pressure valve or pressure-regulating valve is in the pump-output circuit. 
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At “A,” fueloil enters the boiler 
room through a 3” suction line con- 
nected to one of the two 12,500 oil 
storage tanks, The valves between “A” 
and “B” permit using fueloil from 
either oil tank. At “B” the oil enters 
a duplex suction-line oil strainer, “C” 
is the inlet connection of the Imo, 600- 
gph pump that circulates the hot oil, 
while ““D” is the outlet connection of 


the pump. 
Oil piping Arrangement 


In Diag. 1, the right-hand IMo pump 
is being used; the left-hand pump is 
valved-off and idle. Not shown in the 
drawing, to simplify it, are the many 
relief valves and their lines provided 
to prevent damage to any equipment 
as the result of running the circulat- 
ing pumps or burners with any oil 
line valves improperly turned off. A 
suficient number of relief valves pro- 
vides complete protection against ex- 
cessive pressure in all oil lines and 
connected equipment under any con- 
ditions. 

Of a design noted for its ability to 
develop extremely high oil pressures, 
the oil pumps used on this job to cir- 
culate oil must be considering them- 
selves to be idling here, taking a vaca- 
tion, as they go through the stint of 
their daily work, because at the pump 
outlets, point ““D,” the pressure is only 
about eight to ten pounds. About seven 
inches vacuum suffices to draw oil to 
the pumps. 

In Diag. 1, the right-hand Davis 
Engineering steam-type oil heater is be- 
ing used; the duplicate oil heater at 
the left is valved off. “E” is the oil 
inlet and “F” the oil outlet of the 
heater, In travelling from “G” to “H,” 
the hot oil passes the temperature con- 


>] 


trol bulb of the Powers temperature 
control that throttles the flow of steam 
into the steam-type oil heater. This 
control is set to provide 160° F. fueloil 
for the circulating system and the three 
burners. After flowing past the last, 
most distant burner, the hot oil reaches 
points “H” and “I” then follows path 
“TK” to the return line to the tank 
being used. 

Starting up, a burner draws oil from 
the 2” line that supplies the three 
burners in the manner shown by the 
arrows in the drawing. The lines down 
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BETTER EQUIPMENT 


EVERY FEATURE, 












A SELLING FACTOR! 


Preferred Rotary Oil Burners 
bring together many built-in pre- 
cision features .. . 

“Voluvalve” Fuel Regulation 
Dual-Pump Reservoir 

Complete Internal Wiring " 
High Speed (4600 RPM) Belt Drive ne 


Precision Air-Oil Control Dual Pumps — Reservoir and 
Sure-Fire Ignition Voluvalve” Systems. 


Extra Long Nozzle. 
Preferred is precision-engineering at its best! 











The selling trend to PREFERRED continues. PRE- 
FERRED Horizontal Rotary Oil Burners are the best in 
every respect because they are founded on a continuous 
background — of more than a quarter of a century — 
of installing, servicing, designing and selling burners. 


PREFERRED Rotary Oil Burners have maintained 
their leadership in the market because they are up-to- 
the-minute in basic design and fully automatic in 
operation with the heaviest of oils. Their advanced 
design makes them as modern as tomorrow and in 
constant demand wherever and whenever efficient, 
dependable combustion is needed. 


SELL PREFERRED . . . see for yourself why we 
continue to say “easier sales — better profits — more 
repeat business!” 





e Write today for complete details on this out- 
standing rotary burner. Bulletin #175-A 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY - NEW YORK 23, N.Y. 
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NEW JERSEY TURNPIKE 


di 
ID: 


NEW JERSEY TUR! 


one of the world’s greate 


USES WING DRAFT_I8 


New Jersey’s heavily traveled 118 mile 
throughway was designed to be modern 
today—and modern tomorrow. The 
maintenance buildings, the restaurants, 
lunch rooms and service stations are low 
and streamlined. High chimneys would 
have been costly and would have spoiled 
the handsome appearance of these struc- 
tures. Therefore WING Draft Inducers, 
which eliminate the need for high chim- 
neys, are furnishing the draft require- 
ments of the heating furnaces. A total of 
11 WING Draft Inducers are installed 
in maintenance buildings, lunch rooms, 
restaurants and service stations. They 


Hightstown-Trenton Pi¢tured below is one of 


the Howard Johnson 

taurants spaced at con- 
yenient intervals along the 
Turnpike. No chimney is 


visible, for WING Draft 
Inducers supply precise 
and dependable draft to 
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to the burner are 114” size. 
Exceedingly smooth, clean starting 
of the burners is a feature of this in- 
stallation that Mr. O’Callaghan and 
Mr. Sheehan could rant about, were 
they the ranting type. They remain 
quiet, however, and let the equipment 
and the appearance of the boiler room 
speak for themselves. Not one speck 
of soot comes out of the secondary-air 
openings of these boilers when the 
burners first light up after an idle 
period, Not a trace of flame or smoke 
or oil odor escapes fom the boilers. 


Smooth, quiet Starts 


Standing close to a burner, you can’t 
tell when its cup-line solenoid opens 
and its flame first lights, unless you 
look in the firebox to see the oil flame 
starting. The smooth, quiet, clean start- 
ups occur when a burner in a cold 
boiler is first turned on, as well as dur- 
ing the usual starting of a burner ina 
hot boiler maintaining eight pounds 
steam pressure. 


meet satisfactorily the 24-hour service 
imposed by the requirements of this . 
great super-highway. 


Thanks to the smooth starting, the 
boiler room remains immaculate, free 
of the soot specks which many big- 
burner experts believe are inevitable 
on industrial jobs having automatic 
burners, and unfortunately found even 
on some domestic, light-oil installa- 


the furnaces. e 


tions. 

One factor contributing to the excel- 
lent starting of these burners is the 
continuous circulation of 160° F. oil. 
Another factor is the delay of fueloil 
te the atomizing cup following start- 
ing of a burner motor. Running for 
about 30 seconds before the cup-line 
solenoid valve opens, the primary oil 
pump in a burner has ample time to 
purge the return line and suction line 
of the burner (these lines are labelled 
in Diag. 1) of cool oil, and to flood 
with 160° oil the all-important meter’ 
ing-pump of the burner. 

Each burner has two pumps, one 


Installation pictured at 
right shows WING Draft 
Inducer in one of the 
Turnpike’s maintenance 
buildings. Note elimina- 
tion of high chimney in 
photo below. 











Bulletin I-52 tells more about “Motorized Draft’. Write for a copy. 


L.J. Wing Mfo. Co. 


66 Vreeland Mills Road 
Linden, N. J. 
Factories: 
Linden, N. J. and Montreal, Can. 


gear-type primary pump and one ad- 
justable-output, positive-displacement 
pump that determines the firing rate. 
Add to the ability of these two pumps 
the ability of the IMO pump continu 
ally in use circulating hot oil, anc you 
realize that pump ability has not been 
spared in the efforts to arrive here at 
solidly good oil-firing of the three 
boilers! 
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Diag. 2 indicates how the heat in 
the hot oil returned to the tank is 
conserved most thoroughly. All of the 
hot oil returned to the tank flows into 
the suction line, through use of the 
device of surrounding the 3” suction 
line by a 5” pipe and having the hot, 
returning oil flow down to the bottom 
of the tank through the space between 
the 3” pipe and 5” pipe. 

The 18” diameter suction bell in 
the bottom of each oil tank is 
equipped with an automatically-con- 
trolled 8,000-watt electric heater. The 
remote-bulb control in the drawing 
turns this electric heater on and off. 
Set at 120° F., this control will turn 
on the 8,000-watt heater only during 
a prolonged shutdown of the boilers 
and circulating pump. 

With one burner firing at its maxi- 
mum rate of 100 gph, the IMO circu- 
lating pump draws oil from the suction 
bell in Diag. 2 at the rate of 600 gph. 
Fueloil slightly cooler than 160° F. 
returns to the bell at the rate of 500 
gph. All of this flows into the 3” suc- 





3" Suction Line 


a Remote-Bulb 
Temperature 
< 

¢ >) 





Control, 120°F 





2"ReturnLine = fy 
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—_— 7") 
5“ Return Pipe 
around 3” Suction t 


Line Stub 
sf | Remote 
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f Bottom of Fueloil Tank 


18” D, Suction Bell 
has 8,000 Watt 
Electric Heater 











Diag. 2—Used at the bottom of each 
of the 12,500-gallon fueloil storage 
tanks, this arrangement feeds all of the 
returned, hot oil into the suction line. 
The 8,000-watt suction-bell electric 
heaters, for emergency use only, have 
outputs equal to 120 sq. ft. of standing 
steam radiation, for by thumb rule one 
kilowatt equals 15 sq. ft. of steam 
radiation. 





DOING DOUBLE DUTY 


Dealers 





UPERIOR 


combination OIL/GAS burners 


Dealers who sell and install Superior Burners are in an ideal 
position to profit most from the growing demand for combination 
oil/gas burners resulting from the rapidly increasing use of gas as 
an industrial and commercial fuel. 


The simplicity and ease of changing from one fuel to the other 





with Superior Combination Oil/Gas 
Burners permits users to profit from a 
cost advantage in either fuel at a 
moment's notice. 


Where dependability is primary 
consideration, as in providing heat for 
hospitals or greenhouses; and in proc- 
essing where an interruption would be 


costly, combination burners provide dependable standby equipment. 


Valuable, unassigned territories are still available. If you have 
the experience and the organization to successfully handle sales 
and installations, write for complete details. 


for performance you can BA NK on 


SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 


At 








STERN IGIA 


ROTARY BURNERS 
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Sr: 


tion line stub in the tank, then goes 
to the circulating pump. Make-up oil, 
unheated, flows into the bottom of the 
suction bell at the rate of 100 gph (the 
rate at which the burner is firing). 
Thus the suction line and circulating 
pump receive hot oil at the rate of 500 
gph, and cooler oil from the bottom of 
the storage tank at the rate of 100 gph. 

O’Callaghan first became interested 
in oilburners in 1922, when he had 


> 


. . . - Big burner Specialist 


occasion to install Hardinge burners in 
a school. Good-sized burners for the 
cime, each of these fired 30 gph. They 
used what then was termed “Baumé 
24 to 26” fueloil, which corresponded 
to today’s No. 4 oil. The oil was one 


zrade heavier than the 


ity” oil used on many househeating 
jobs at that time. Testifying to the 
good performance of early commercial 
burners well installed, O’Callaghan 
Hardinge burn- 


now relates, these two 


ers remained in operation until 1949, 
when he replaced one. He replaced the 


“28 to 32 grav- 





Get DOUBLE* 
PROTECTION 


The Yula-trol is connected with 
a “probe” in the shell of the 
fuel oil pre-heater. Should the 
water be displaced from contact 
with the “‘probe”’ by oil or air, 
the Yula-trol instantly shuts off 
the heating unit and sounds an 
alarm. 
a 


The Yula “YT” “U” Tube Heater 
is. designed to pre-heat No. 6 
(Bunker “’C’’) fuel oil efficiently 


and economically by use of hot 
water as the heating medium. 


This outstanding Yula 
combination assures your 
oil burner installations this 
vital protection... 


% By simultaneously shutting off the 
heating unit, sounding an alarm and 
flashing on a red light in case an oil 
leak occurs in the pre-heater. 


%& By acting as a Low Water Cut-off. 


RESULT: Positive heating system 
protection at low cost. 


Like all Yula equipment, the Yula-trol 
and Yula “YT” “U” Tube Heaters 
provide the maximum in efficient, eco- 
nomical operation at lowest possible 
cost. Get Yula efficiency . . . get Yula 
“Double Protection” 


w=. Saake 


FUEL OIL DETECTOR 


“sr 


“U" TUBE FUEL OIL HEATER 


Patented 2,610,267 





Approved 
by the New York 
City Board of Standards 


and Appeals. 
No. 367-50-S. A. 











Other Yula Products 


@ Yula Straight Tube Fuel Oil 
Heaters 


@ Yula Suction Oil Heaters 
@ Yula Bayonet Type Oil Heaters 


@ Yula Type SS Conventional 
Heaters 


FOR COMPLETE INFORMATION 


WRITE .. . DEPT. FO-12 


YULA WATER HEATERS, INC. 


166 WEST 225th STREET, 


“ 


NEW YORK sd 





other one of these burners in 1950, 

From 1920 to 1940, O'Callaghan 
did both general heating contracting 
work and oilburner work, all in the 
comercial-industrial field. In 1928 he 
took on the dealership for Enterprise 
burners and started making a point of 
providing commercial and industrial 
heating plants complete with oil 
burners. 

Getting a new idea during dull 
times, he tied in the thought of his 
inability to sell heating plants without 
oilburners to the similar inability of 
his competitors who, unlike himself, 
learned nothing of burners. He started 
offering oilburner installations to his 
competitors who wanted to offer com- 
plete jobs but were able to do only 
the heating jobs. 

“That did not work!” he states flatly 
now. His competitors in the field of 
general heating 
would not buy oilburner installations 


contracting work 


from him. 
Oilburners exclusively 


Analyzing the situation, he decided 
that during those times of tough busi- 
ness doings competition was worse in 
the field of commercial-industrial heat- 
ing plants than in the field of big burn- 
ers. Few men were specialists in big 
burners. Few could produce the 100% 
satisfactory big-burner installations he 
felt he could produce. He simply loved 
big burners, whereas many _ heating 
contractors were being forced into 
burner work reluctantly and often ran 
into grief and losses as a result of the 
poor performance of their oilburner 
installations. 

That’s when he made up his mind 
to devote all his time and energy to 
oilburners and do no more general heat- 
ing contracting work. He was full blast 
in oilburner work and free of straight 
heating work for the first time in 1940. 

In 1942 and 1943 he installed 268 
oilburner jobs for the U. S. Navy at 
such places as Coddington Point and 
Middleton, both in Rhode Island. He 
also installed burners at Hingham and 
Cohasset. 

To date, the Enterprise Oil Burner 
Sales Company has installed about 900 
burners, all commercial-industria!. The 
company now is installing at the rate 
of 50 to 100 burners a year, The wide 
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1950, 








ranve of these figures relates to the 
great difference in the size of different 
jobs. One installation can involve ten 
times the dollar volume of an average 
installation, or represent little dollar 
volume. 

O'Callaghan indicates that in keep- 
ing with the fashions of the industry, 
he makes up a package boiler-burner 
unit. This includes a steel boiler made 
by The Hodge Boiler Works, a fully- 
automatic Enterprise burner, a West- 
inghouse or L. J. Wing draft inducer, 
and a complete control set-up having 
electronic combustion-safety controls. 

“Service work is no problem,” de- 
clares O’Callaghan. “The secret of suc- 
cess on heavy-oil jobs is to select care- 
fully the equipment you install, then 
make doubly-certain of installing it 
properly. There’s a hundred details to 
proper installation. Each one makes 
sense. For example, all piping must be 
free of leaks—the oil lines must be air- 
tight. On- No. 6 oil jobs, you need 
proper oil-heating capacity and tem- 
perature control. 

“Correct firebox design and con- 
struction come high on the list of re- 
quirements for a good job. Don’t forget 
provisions for thermal expansion! Use 
only first-quality firebrick and refrac- 
tory cement. Draft is extremely impor- 
tant, so be on guard for chimneys that 
give insufficient draft.” 

Bill Sheehan, as chief engineer and 
general manager, makes these points re- 
lated to service, “Our service work does 
not: follow a set pattern. We don’t 
have service contracts. We don’t seek 
service work. We naturally service 
new equipment for the first year as 
part of our installation contract. At 
the request of a customer, we continue 
to service his Enterprise burners as 
long as he desires, On that basis, we 
service about one-third of all Enter- 
prise burners in eastern Massachu- 
setts.” 

Usually about four service experts 
are on the payroll. 

“Our attitude is to have service 
available so that regardless of who the 
Enterprise customer is, he knows he 
can get parts and expert advice at all 
times,” Bill Sheehan continues. “We 
keep records and plans available. It 
isn’t unusual to pick up the phone and 
hear a customer ask about the size and 





location of the openings on an oil tank 
we installed 15 years ago. 

“Enterprise burners are not profita- 
ble to service because they need little 
servicing. Their inherent simplicity and 
durability keeps replacement at a mini- 
mum. Much of the necessary replace- 
ment is caused by careless handling on 
the part of burner owners or their 
employees. 

“Fully 70% of our service calls are 
due to causes other than failure in 
material and workmanship. Trouble 
calls generally are caused by draft con- 





ditions, insensitive flame-failure con- 
trols, damaged controls, accidental 
closing of safety devices, maladjust- 
ment of metering controls, lack of sufh- 
cient air in the boiler room caused 
by closing everything up tight in cold 
weather, and the accumulation of soot 
or carbon created by a dirty or dam- 
aged atomizer. 

“Often a clogged strainer causes 
trouble, and a combination of an old 
installation and an exceptionally cold 
day often produces plugged fuel lines. 
Here’s an everyday occurrence. The 





HEV-E-OIL Burners give you a 






















7 BIG profits 


In a typical locality, figures* show that 
for every $100 profit on a light oil job 
— you make $400 to $500 on a HEV-E- 
OIL installation. No extra work or 
overhead. Installation and service easy 
as any light oil burners. Replace- 
ment parts always available. 
*On Request 








2 BIG fuel users 


Sell the big fuel user burning 6,000 
gals. of oil, 45 tons of coal or heat- 
ing a building with 1500 sq. ft. of 
radiation. Sell apartments, business 
buildings, churches, hospitals, ho- 
tels, institutions, laundries, indus- 
trial plants, warehouses, etc. 








BIG repeat 
3 business 


Top performance keeps users “sold” — 
proven by a long list of repeat buyers. 
Big fuel savings possible! HEV-E-OIL 
Burner uses No. 4 or 5 oil, costing 20% 
to 30% less per gal., with 8% to 10% 
more heat than light oil. 











fe Find Out For Yourself...How the HEV-E-OIL 


Burner can help you make money on the big demand 
for heavier, lower-cost fuels. There are plenty of cost-conscious 
commercial and industrial prospects in your territory. So — ge 
the biggest deal in modern heating profits — write for all the facts 
on the HEV-E-OIL Burner NOW! 


HEV-E-OIL Burners are low-pressure, air-atomizing 
type burners. The only modern oil burners designed 
especially to burn low-cost No. 4 or 5 oil without 
pre-heating. 


BURNER DIVISION - CLEAVER-BROOKS COMPANY 


Dept. F, 379 E. Keefe Avenue, Milwaukee 12, Wisconsin 





Ask for your copy of the 
NEW Planned Promotional 
Booklet — it's crammed 
with hard-hitting selling 
aids for you. 
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operating personnel clean a clogged 
strainer and then decide they need a 
new pump. If we sold a pump to every 
customer who wants one, we could sell 
80 a year. As it is, we tell the cus- 
tomer to get a new strainer gasket or 
else tighten the strainer cover a bit 
more. 

“Human nature being what it is, we 





get many calls because customers have 
run out of oil and can’t get their burn- 
ers going again after oil has been de- 
livered. Water in fueloil tanks pro- 
duces the same incidence of service 
work. The bulk of our work is, of 
course, in industrial plants where the 
operating personnel perform a good 
deal of the maintenance. 





“In estimating new installations, we 
talk with those who will operate the 
equipment and then we decide wheth- 
er to carry $50 or $200 for service dur- 
ing the first year. This factor in an 


Bill Sheehan, chief engineer and general manager of Enterprise Oil Burner Sales 
Company, Boston, working on one of the three burners in the Hytron factory. 


CO, readings as high as 14.4% were obtained when the job was first tested. 


installation is equally important to any Thinking his tester must be wrong, the engineer checking the job called for 
other.” another gas analyzer, got the same readings again, Spot tests made later showed 
Commercial-industrial burner deal- 13.5% CO, during normal operation. 


ptunouncing the NEW 
JOHNSON Wedel 53 Fully-Automatic METERING PUMP BURNER 
... the burner that has the answer to the problem of 
“Cold Starts’ / 
and Varialle Viscosttics y 


From the earliest days of the oil-burner industry, engineers have been 
hunting for an automatic method of maintaining a fixed Air-Fuel Ratio 
regardless of variations in oil temperature and viscosity. 















It is very gratifying, in this our 50th Anniversary year, to be able to 
announce a positive solution to this problem—the Johnson Model 53 
Fully-Automatic Metering Pump Burner which out-performs any burner 
ever built on “cold starts” and automatic operation with heavy oils of 
varying viscosities. 











The key to the phenomenal performance of Model 53 lies in the new 
positive-displacement metering pump which marks a revolutionary advance 
in oil-burner engineering combined with time-tested pumping principles. 
When you see the Model 53 you will be impressed by its basic simplicity ... 
by its high efficiency . . . and by the easy accessibility of all working parts. 
Seven sizes are available, from 25 HP to 400 HP. By all means make it a 
point to investigate this great new burner. It’s the biggest oil-burner “news” 
of the year. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 















Builders of fine Oil Burner Equipment since 1903 
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ers invariably are enthusiastic about 
the equipment they sell. They have to 
be, to do a good job of selling it. They 
should be equally enthusiastic about 
the personalities behind the equipment, 
the factory representatives and execu- 
tives, but usually they have at least 
a minor gripe or two to get off their 
chests during a confidential session. 

Asked about Enterprise’s policies in 
dealer relations, Bill Sheehan proved 
to be the exception, for he had nothing 
but praise for the burner manufac- 
turer. 

“I cannot speak too highly of the 
backing we receive from the Enterprise 
Engine & Machinery Company,” are 
his very words. “The untiring efforts 
of V. M. Douglas, general manager, 
have borne fruit in many ways. In 
1947 the Enterprise was a good burn- 
er, and in the rush to secure its share 
of the post-war market, the burner was 
produced unchanged from its pre-war 
appearance. From the time that Mr. 
Douglas entered the picture, however, 
things began to happen. Designs were 
improved, production wrinkles were 
smoothed out, new igniters appeared, 
a trouble-free metering pump made its 
appearance. Engineering and sales as- 
sistance has been prompt, complete, 
and effective. Distributor ideas, com- 
plaints, and methods have been ex- 
changed and made available to the 
benefit of all concerned. We have writ- 
ten specifications for installations as 
far away as Wisconsin, and notified 
the distributor in that area to follow- 
through on the job. In turn, other dis- 
tributors have helped us. 


Field Man helpful 


“Neil Brophy, who travels the coun- 
try, has been most helpful in solving 
problems, comparing methods, provid- 
ing leads, and in building the distribu- 
tor organizations of Enterprise from 
along, loose chain to an integrated net- 
work of men who know each other 
either personally or by reputation.” 

Winding up with the statement that 
his words are “very sincerely intended 
and deserved,” Bill Sheehan completes 
a picture of dealer-and-manufacturer 
relations that self-analysis 
‘by certain equipment manufacturers 
whose dealers have gripes on the indi- 
cated points. 


invite 
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Readers’ Problems 


Q. The condensate pump in a pit 
next to the steam boiler, on this school 


job, keeps starting and stopping with 
the boiler cold, providing no heat. A 
float switch governed by the level of 
water in the receiver controls the pump 
motor. Isn’t it a good idea to prevent 
the needless starting and stopping of 
the condensate motor (when the 
weather turns warm in the afternoon 
and no heat is needed for about six 
hours at a time, for example) by wir- 
ing the job so that the condensate pump 
can run only when the burner motor 
is running. Wire the condensate pump 
motor in parallel with the burner 





WITH 








AND 
INSTALLATION 
IS EASY— 


The tank assembly for the gauge can be in- 
stalled when the tank is empty or when contain- 
ing liquid. It can also be installed separately 
to complete the tank work. The gauge can be 


No need for cumbersome, time 
consuming stick measurement. 
Here's the convenient—and accu- 
rate—way to read tank contents. 
The PETROMETER gauge can be 
installed on tanks above or be- 
low the ground, and at any dis- 
tance away—up to 4 of a mile. 
Set it where you want it. 


PETROMETER 


Remote Reading TANK GAUGES 


LOOK AT THESE ADDED FEATURES: 


Large, easy-to-read vertical scale gives tank 
contents at a glance. The bright red liquid column 
on the scale just can’t be missed. A red, trans- 
parent plastic strip warns when to reorder. 

Frictionless operation. No troublesome moving 
parts to cause repeated failures. Operates on the 
sound principle of ‘the U-tube. Simple, depend- 
able, rugged. 





connected any time later. Just tighten one simple 


connection and the job is complete. 


WRITE TODAY FOR BULLETIN PF 


FOR TANKS 20 INCHES 
TO 50 FEET DEEP. 


2 


LIQUIDEPTH INDICATORS, INC, 43-22 Tenth Street, Long Island City 1, N.Y. 
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the Premier Fuel Oil Treatment 


ONLY ». sABAno1~ 
, Crs COMBINES ALL THESE ADVANTAGES 


THe Homocenizine Fuet On TREATMENT 














® Gives Complete Burnability to Even the Cheapest Grades of Fuel Oil 
© Keeps entire system clean from tank to burner to stack 
® Removes and Prevents Sludge Interference 
® Contains an Exclusive Soot Retardant and Rust Inhibitor 


WRITE TODAY FOR DETAILS 














ARTCRAFT 


Direct Fired 


SPAGE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 


SERIES "A" FOR 


e INDUSTRIAL 
BUILDINGS 


© BARRACKS 

© REPAIR SHOPS 
© HANGARS 

e WAREHOUSES 
e SCHOOLS 


© RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR OIL 
Capacities: 200,000-2,000,000 6.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 








motor, but keep the float switch in the | 


live line to the condensate pump motor? 


M. J. K., New York, N. TY. 


A. Sorry, that’s not a good idea. 
The condensate pump keeps starting 
and stopping with the boiler cold be- 
cause boiler water is leaking into the 
condensate receiver through a check 
valve in the pump-outlet line that does 
not close tight. The remedy for the 
trouble you describe is to locate the 
leaking check valve and repair or re- 


place it. To make certain of ending | 


this trouble, one contractor installs two 


excellent check valves in series in the | 


pump-outlet line—the line from the 
pump to the boiler. 
With water leaking through the 


check valve as it now does, turning off | 


the pump for six hours would result 
in the water becoming low in the steam 
boiler and flooding of the condensate 
receiver, and perhaps returns and the 
lowest radiation in the building. Check 
on that by keeping the pump idle for 
a few hours and observing how the 
waterline of the boiler drops. 


Solve Bulk Tank Preheating!!! 


REMPE 


"“Hot-Spot" PREHEATER 


Heats heavy oils in bulk storage to proper flow 
temperature before they enter the suction line 


—takes load off suction pumps. 
Heating medium — 








SERVING 
INDUSTRY 
FOR 41 YEARS 


guile” 


Steam Atomizing Oil Burners 
Mechanical Atomizing Oil Burners 
Low Air Pressure Oil Burners 
Rotary Oil Burners 

Industrial Gas Burners 

Combination Gas and Oil Burners 
Tandem Block Combustion Units 
Feel Oil Pump Sets 

Refractory Burner and Muffle Blocks 
Valves, Strainers, Furnace Windows 


Detailed information gladly sent yeu 
upon request. 


Automatic Oil Burners for Homes, 
Churches, Apartment Houses, Factory 
Buildings and Office Buildings. 


JAX 


Established 1912 | 


NATIONAL AIROIL 
BURNER COMPANY, INC. 


1306 East Sedgley Ave., Philadelphia 34, Pa. 
Seuthwestern Division: 2512 So. Blvd., Houston 6, Tex. 




















steam or hot water. 
Construction — all 
steel — connections 
for any diameter tank. 


Write for bulletin : 


REMPE COMPANY 


CHICAGO 12, ILL. 


336 N. SACRAMENTO BLVD. 
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ore 


2010-18 S. Halsted St., 


No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self- 
contained, all electric. Self-!u- 
bricating. Many new exclusive 
features. Write for full details. 


GOOD TERRITORIES OPEN 


RAYFIELD CO. | 


Chicago 8, 4l. 











1917 








Reporting the Chicago 
Convention 


(Begins on page 74) 


made, he continued, in direct propor- 
tion to the number of home heating 
surveys made and door-to-door can- 
vassers Offer the best opportunity to 
secure permission to make such surveys. 


Advertising helps door-to-door sell- 
ing, Green contends, and “the retail 
salesman who develops prospects by 
canvassing is never without prospects. 
He is a better salesman because he 
sells all day long and he will find that 
he has less competition.” Canvassing 
should be particularly heavy around 
new installations, because here the in- 
stallation signs, trucks and general 
activity excite interest. 

To summarize the theory of door- 
to-door canvassing, Green quoted from 
the opening lines of a chapter in the 
book, “The Selling Man,” “What’s 
behind that door you can never tell, 
the more you ring, the more you sell.” 

Milt Stagg told how dealers can use 
displays to attract prospects, advising 
them “to use your store displays as a 


stop, look and listen device to stop 
passersby. Identify your store and the 
product you are selling, keep displays 
neat and attractive, change the dis- 
plays often and keep them seasonal. 
Have a showroom display handy for 
demonstration and, above all, be sure 
that every display extends an invita- 
tion to the passerby to step inside the 
showroom.” 

Chet Stackpole concluded the first 
round of discussion by pointing out 
the elementary theme that everybody 
in every organization should be a 
“booster.” Particularly service and in- 
stallation crews, Stackpole declared, 
should be alerted to the importance of 
being boosters, because they're in the 
front line and more than anyone else 
in the organization contact the cus- 
tomer. The same holds true for other 
employees, including telephone opera- 
tors, clerical help and even manage- 
ment. Each can sell his organization 
and its services as often as possible, 
with such a practice sure to be produc- 
tive. 

Andy Ward next returned to ex- 
plain the importance of direct mail in 
supplementing the salesmen’s work. 


He made these points: Don’t use mass 
mailings, because return cards will be 
too numerous for follow-up. Don’t 
plan a campaign on one mailing, but 
rather set up some kind of a consecu- 
tive program. Be careful that the mail- 
ing lists you use contain the right kind 
of names; it’s better, as a matter of 
fact, to make up your own list. Use 
reprints of manufacturers’ national 
advertising in the mailings. 

Agne, in his second appearance, ex- 
tolled the merits of local home shows 
“to attract large numbers of home- 
owners and prospective homeowners.” 
Spot the location of your booth care- 
fully, he cautioned, and be sure that 
someone from your sales force is on 
duty all the time the booth is opened. 
It is essential to arrange for some 
method of collecting prospects’ names, 
perhaps by inducing them to enter the 
booth with prize offers, give-away gim- 
micks and gadgets. Identification of 
your company and equipment must be 
provided for and to increase the effec- 
tiveness of the exhibit, use visual dis- 
plays and animated signs wherever 
possible. 

Talking on another element of can- 





‘This is "JUNIOR" 











WHAT 
shall we name him? 


What shall we name this warm air 


furnace with built-in, year ‘round 
Domestic Hot Water Supply? 


Metropae *4QQ contest 





to find a new name for “JUNIOR” 


Closes May 30. Winners will 
be announced in July issue 
of this magazine. 


If your entry has not been sent in, mail 
it before May 31. Use your firm's letter- 
head. Send as many names as you like, 
but only one on each sheet, please. 


WATCH FOR WINNERS IN JULY. 


METROMATIC MANUFACTURING COMPANY, Everett 49, Massachusetts 
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vassing, Tom Green described how 
telephone canvassing can be used to 
qualify a homeowner as a definite pros- 
pect and arrange for a survey of his 
heating requirements. Telephone can- 
vassing is most productive when it is 
conducted on some consistent, 
tained effort and it offers attractive 
possibilities to the salesman as an ac- 
tivity he can perform on rainy days or 
in his spare time. 

The building industry as an impor- 
tant source of prospects next was dis- 
cussed by Stagg. New building and 


SuSs- 


remodelling jobs offer good possibili- 
ties, he contended, and suggested that 
dealers concentrate on smaller con- 
tractors and homeowner projects for 
best results, As an enlargement of this, 
Stagg described the advantages if the 
dealer makes it a point to meet archi- 
tects and contractors to offer consult- 
ing service, specification sheets and 
similar help. 

Stackpole concluded the formal pro- 
gram with a brief outline of the ad- 
vantages to the dealer that accrue from 
participation in community activities. 





ENGINEERED STEEL 
BOILERS by Portmar 


...are rated for their dependability and ‘‘know-how”’ 


ORTMAR engineering “know-how” consists of 
one part ability, one part training and one part 
experience. Architects and contractors recommend 
and install thousands of Portmar Boilers yearly. They 
know that the correct mixture of “know-how”, work- 
manship and materials go into the construction of 


every boiler. 


New Type “C” Boiler for the com- 
mercial field—being prepared for 
delivery to a public institution. 
Available in split sectional and 
one piece construction for apart- 
ment house and all large struc- 
ture installations. 12 sizes, from 
3,650 to 21,250 sq. ft., steam. 
Larger boilers made to order. 


capacities. 


and prices. 





RESIDENTIAL 


“Vertical Tube Series” 
For the cottage and small building 
in both flush and extended eye- 
appealing jacket styles. 6 sizes — 
Steam: 320 to 1,100 sq. ft. 


Portmar offers a com- 
plete line of oil or gas 
fired heating boilers 
for steam and hot 
water systems — in all 


@Contact your jobber or 
write direct for literature 


WINDSOR 


“Horizontal Tube Series” 

For the small building, larger resi- 
dences, and medium sized buildings 
with attractively styled extended 
jacket. 12 sizes — Steam: 320 to 
3,000 sq. ft. 


“Engineered Quality Steel Boilers for Luxurious Heating” 


Portmar Boiler Company lnc. 


193 Seventh Street 


RESIDENTIAL, COMMERCIAL, 
PORTMAR STEEL BOILERS 


Brooklyn 15, N. Y. 


INDUSTRIAL WATER HEATERS AND HEATING BOILERS 


ROTARY FLAME BOILERS 





“Be a joiner,” advised Stackpole, “take 
part in the activities of the Y.M.C.A,, 
the Y.W.C.A., the Y.M.H.A., the 
Red Cross, Boy Scouts, community 
chests, to name only a few. And <Jon't 
forget the churches. Here are all worth- 
while activities in which the most 
prominent and respected citizens of 
your community take part. Besides 
being useful to yourself and your com. 
munity, the contacts and acquaintinces 
made here may well develop into 
profits for you, too.” 

Casler then closed the discussion of 
“Prospecting for Prospects” by recom: 
mending the use of OHI’s Treasury of 
Advertising by any dealer who desires 
to implement an effective and compre- 
hensive program of advertising and 
sales promotion to his neighbors, the 
people to whom he wants to sell oil- 
heating. 


Wepman on personal Selling 


merchandising 


York, 


Dave Wepman, 

manager, York- ae. Inc., 
Pa., continued the mg 
theme set by | 
earlier speakers 
during the two- 
day session that 
what the industry 
needs is “old- 
fashioned” sell 
ing. Wepman di- 
rected his talk to 
the “Training and 
Stimulation for Personal Selling Calls.” 

Citing the importance of proper 
preparation of salesmen before mak- 
ing calls, Wepman declared that there 
is no good selling story that is not a 
“canned” selling story. By this, he ex’ 
planied, he did not mean the salesman 
should memorize his sales talk. What 
he did stress was that a salesman, be’ 
fore approaching a prospect, should 
outline exactly what he wants to say. 
This way, in presenting his case, he will 
be sure to tell his whole sales story. 

Just what sells a prospect the sales 
man may never know, Wepman 
pointed out. For what may be an un’ 
important or minor point in the sales 
man’s opinion, may to the prosp«ct, be 
the clinching argument. 

By way of illustration, Wepman 
cited a sale he made against «trong 
competition from several rival ‘firms. 


Wepman 
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What point in his sales talk made 
the prospect buy from him rather than 
his competitors puzzled Wepman. See- 
ing the client several months later, he 
asked him just what did he say in his 
sales presentation that sold him. The 
client replied that he promised his 
firm’s delivery men would not trample 
his rose bushes. Wepman countered 
that he never even mentioned roses. 
The client answered that several 
weeks before Wepman called on him, 
the drivers of the company he had been 
doing business with trampled down his 


rose bushes. And that he, Wepman, 
was the only salesman that called on 
him that said that his company had 
clean and very careful drivers. And, 
said the client, he knew that clean and 
careful drivers would not trample 
down his rose bushes. 

Here, Wepman pointed out, he hit 
on a personal experience that the client 
had had. That is why a ready sales 
talk is one that sells. Because in such 
a talk, no point that possibly could 
sell the prospect is left out. 

The closing speaker of the conven- 





terior 


orget it * Equipped exclusively 
Merc« 
SVVAniols the 


tions The coverhasa lifetime finish. 


ACTUAL 





MERCOID 
SENSATHERM 


The low, voltage thermo- 

stat that operates directly 

from the TRUE ROOM TEM- 
PERATURE—no internal heaters, 
—no cycle adjustments—no special 
set it-—-and 


with the 


settings—simply install it 


iikele]al-1me)el-lgel(-tomitl-laell laa: 


givea million operations w 


Write for catalog 700A 


tion was L. T. 

White of Cities 

Service, New 

York, who spoke 

on “Take The 

Initiative.” Some 

of his material 

was based on con- 

sumer interviews 

conducted in 

Hartford and 

Milwaukee. Through these he obtained 
a number of impressions as to what 
people think of their heating, associ- 
ated with various types of fuels. Sig- 
nificant paragraphs from White's 
paper follow: 

“The study of human beings is par- 
ticularly valuable to men who deal in 
heating. Our most important statistic 
is that the human body operates on an 
internal temperature of 98.6°—that it 
needs an atmosphere of 70°. 


“When people are forced to live in 
temperatures below 70° or above 70°, 
they subject themselves to unnecessary 
strain. When they live in changing 
temperatures, they fatigue their bodies, 
Much disease originates in unhealthy 
atmospheres and temperatures. 

‘The American people are very con- 
scious of their health these days, They 
have added 30 years to the average life 
since America was discovered—they 
want to add still more. 

“They will be attentive and recep- 
tive if you will tell them the benefits of 
‘HEALTH THROUGH HEAT.” 

“Eight of each ten whom you in- 
duce to improve their heating will buy 
the equipment and the fuel from this 
industry. 

“It is our duty to explain that oil 
contains the life-giving power of the 
sun accumulated through centuries. It 
is condensed in liquid form, so it quick- 
ly can be released as comfort and hap- 
piness where and when you wish it. 

“Oil is not limited to places where 
pipes can be laid or wires can be hung. 

“Let the public understand ‘Health 
and Heat’ go hand-in-hand . . . that 
drafts and colds take their tolls. People 
will come to understand that modern 
heating means more productive living. 


“People already realize the hazards 


THE MERCOID CORPORATION 4201 BELMONT AVE., CHICAGO, ILL 


THERE IS A MERCOID CONTROL AVAILABLE FOR EVERY PHASE OF O/L BURNER OPERATION 


of long climbs. They want stairw«ys to 
be replaced with elevators. 
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More Livable Space with 
Modern Radiant Heat 





BUILDS FRIENDS FOR YOU... 


WHEN YOU SELL and install the most modern and economical heating 
system... Thrush Radiant Hot Water . . . you make friends and boosters for your 
business. Home owners appreciate the level, unvarying temperature 
it provides. There’s no fluctuation . .. no overheating, and radiant heat is con- 
stant .. . regardless of weather changes. Forced Circulation means 
positive delivery of heat to every heating unit... and there’s 
plenty of hot water for kitchen, laundry or bath the 
whole year through. Ask your wholesaler about 

Thrush Systems today or write Dept. C-5. 


Thrush Water 
Circulator 


u.a. THRUSH 


& COMPANY 


PERU ec INDIA A 





Flow Control Valve 
with Air Tube 
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“We should teach the public that 
cold is as deadly as lifting. In time they 
will insist that good heating be every- 
where. 

‘“Speedometers tell people when they 
need gasoline, Scales report when they 
should take off weight. Mirrors show 
them when to put on new clothes, In 
this business, thermometers are our best 
friend. 

“Heating men should make the pub- 
lic temperature conscious. Thermom- 
eters should be seen everywhere. 
Whenever the temperature is below 


70° or above 70°, people should think 
about correcting it. 

“One oil man had lots of friends 
who couldn’t sleep. They would tell 
him of the ungodly hour when they 
woke up. He made them think. He ac- 
tually improved their health, by ask- 
ing, “What was the temperature when 
you woke up?” They hadn’t thought 
of that. Our friend explained that 
waking was nature’s way of warning. 
He got them to put thermometers be- 
side the clock on the night stand. 

“They quickly got the point. They 





A SURE FIRE TIP... 


FROM Monarch! 


woke up at 4 o'clock and at 40°; they 
woke up at 3 o'clock and at 30°. Then 
they began to make arrangements *o 
be warmer. They slept the whole night 
through. One customer swore this idea 
added 7 years to his life. 

“The first step after we have ce- 
cided to promote ‘Health through 
Heat’ is to find what people now think 
about their heating and how it could 
be improved, This is not mind reading 
—it is simply, listening. 

“You walk out of your office or 
shop and go out into the street to meet 
people, You begin the most wonderful 
part of life when you take a real in- 
terest in your fellow man. 

“Many businessmen hate to ap- 
proach strangers. Laboring under this 
handicap they confine their attention 
to their families and employees. As the 
size of their business grows, they grad- 
ually widen their contacts with people. 
If they would reverse the order, and 
rapidly increase the number of people 
they know, their sales would grow 
much faster. 


Anticipate the public’s Wishes 


Look at These Nozzle Features: 


1. Every Tip individually tested for Spray 
Angle and Capacity—your guarantee of 
uniformity. 

2. Self-Centering internal assembly always 
produces a balanced spray—No lopsided 
fires. 

3. Micro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing tolerances in- 
sure accurate capacity control. 

4. Will handle any domestic oils 
currently being supplied in the 
United States or Canada. 

5. Tip, Disc and Locknut are made 
of a High Chrome Stainless 
Steel for maximum heat and 
wear resistance. 

6. Five different 
series available 
for producing 
various spray 
characteristics 
—all developed 
through hun- 
dreds of Fire 
tests in both 
Laboratory 
and Field 

Work. 


“You can try waiting for people to 
come to you, but is a dangerous busi- 
ness practice. In any business it is more 
important to know the public’s inten- 
tions than it is to count the items in 
your warehouse. 

“When you join the Oil Heat Insti- 
tute and attend these conventions, you 
associate with dozens and hundreds of 
men. You find a common interest, you 
are strengthened, encouraged and re- 
warded by these contacts. 

“Without the ability to anticipate 
the public’s wishes, a business is drift- 
ing. But with a systematic appraisal 
of what’s on the public’s mind, any 
business will succeed. 

‘Let me give you 2 examples to show 
how oil-heating men’s worries can be 
‘replaced by solid useful information. 


Nozzle- 
Firebox 
Slide-Chart 


No more digging through 
catalogs for proper noz- 
zle capacities for certain 
loads, correct fire box 
sizes for different firing 
rates, or nozzle capacities at 
different operating pressures. 
This pocket slide-chart gives 
all these (and more) figures 
at a glance. 


48” Nozzle 
Box 


Don't jumble your noz- 

zies loosely in your tool 

box like ''nuts and bolts'’ 

if you expect them to be 
usable. Carry as many as 
48 nozzles securely in this 
sturdy, compact steel box. 


“These surveys were arranged 
the American Newspaper Publishers’ 
Association. This service was given 
the ‘Hartford Times’ and the “Mil: 
kee Journal,’ especially for this « 
vention. These 102 interviews \\' 
held just recently. 


DEALERS: Buy from your Monarch Jobber 


MONARCH MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNA. 
Canadian Sales Agents: (Except B.C.) Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13 
Central and Southern Europe: A Coutau, Rue de la Scie 16, Geneva, Switzerland 


“Remember, you could have cone 
the job as well. You will see this sort 
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SPENCER 
alto offer. Design Dwidends- 
IN RESIDENTIAL BOILERS! 


Unique warp-proof door frames —no gas leakage, since 
these door frames are precision-ground and extensions of 
the water walls. 


Exclusive peaked fireboxes—clean, smokeless, efficient, 
because of extra-high combustion chamber. 


Special staggered boiler tubes — more rapid water cir- 


culation, quicker heat absorption. capeeaniaaiaae mia alaciiael 


j h b i f; d , 3,000 sq. ft., steam. Available with 
nterchangeable base panels—front and rear permit standard or extended benaty inck- 


quick installation of brickwork. ets and service water coils. 


Srecgy SPENCER 


ooo THE QUALITY LINE 


(SPENCER 


%,, WCOMING-SPENCER DIVISION “R" SERIES: 6 sizes—from 320 to 














/ 
“ M $s Po RT . . 
beauty jacket and service water 


coils. 








ks _ ns¥ Ww 1,100 sq. ft., steam. Available with 
eloil & 
oilheat, 
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of information should be gathered in 
your town—hetter yet, in your neigh- 
borhood. 

“Let’s say you are in the oil heating 
business in Hartford and are wonder- 
ing about the future. If you knew what 
people thought, you could start to 
work, 

“Here are four questions which 
when answered by enough people will 
convert rumor into opportunity.” 

1. Do you think the heating in your 
home can be improved? 

2. If so, in what way? 


3. What fuel are you using now? 

4. Where would you go for advice 
about improving your heating? 

“These questions were asked of 50 
people in the business district. These 
were adults, men and women, who are 
active in the community’s affairs. 
These are the same kind of people you 
could interview in any town. 

This is an example of the initiative 
you can use to solve business prob- 
lems.” 

Here are the answers: 

1. Do you think the heating in your 
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The Weatherall complete 
line of quality heating 
equipment — precision ma- 
chined — carefully assem- 
bled — thoroughly factory 
tested — assures you of ex- 
tra dividend profits with: 


@ Decreased service expense 
@ Increased sales profits 
@ Valuable engineering 
service 
@ Invaluable business 
relations 
Definite 5 year factory 
guarantee 
Exclusive franchise 
Numerous models 
Dependable supply 
Satisfied customers 
guaranteed 


RS—HIGH AND LOW PRESSURE .5 g.p.h. to 35 g.p.h. 


STEAM AND HOT WATER BOILERS—UP TO 3600 feet. 
SUSPENDED, LO-BOY, HI-BOY FURNACES—80,000 B.T.U. to 5,000,000 B.T.U. 


Call or wire collect or write for complete information 
for a Weatherall EXCLUSIVE Franchise. 


Weatherall Engineers 


, Inc. 


home can be improved? (50) 

“NO”"—27 (54%) 

Satisfied 
Oil Coal Gas 
24 2 1 

“YES”"—23 (46%) 

2. If so, in what way? 

o1L—17—41% of Oil Users 

“Cost” 5; “Cleanliness” 3; “Even 
Temp” 3; “Noise” 2; “Labor 
Saving” 1; “Odor” 1; “Radia- 
tors” 1; “Need New System” ?, 

COAL—6—75% of Coal Users 

“Labor Saving” 5; “Even Temp” 4; 
“Cleanliness” 2; “Odor” 2. 

3.Where would you go for advice 
to improve your home heating? 

The 41 Oil Users: 

To Fueloil Suppliers 19; Heating 
Engineers 15; Burners Dealers 6; 
Don’t Know 2. 

The 8 Coal Users: To Furnace Deal- 
ers }; Heating Engineers 3. 

1. Where they are satisfied (24) 

they'll go to present suppliers (19). 

2. Where they are dissatisfied (17) 
they'll go to Heating Engineers (15). 

3. Whether they replace unsatisfac- 
tory oil heating equipment with mod- 
ern oil heating equipment depends on 
the employees the customer meets. 

4. Every delivery, service and tele- 
phone contact employee should be 
trained in salesmanship. 

5. Dissatisfied employees have been 
known to get even with the boss by 
recommending competing heating sys- 
tems. 


Milwaukee Survey 


‘A similar survey was made in Mil- 
waukee. The same questions were 
asked. You will note quite a difference 
in some important essentials. This 
proves the point—you should make 
your own surveys.” 

1. Do you think the heating in your 
home can be improved? (52) 

“nNo”"—38 (73%) 

Satisfied 
Oil Coal Gas 
11 12 15 


“YES"—14 (27%) 
2. If so, in what way? 
OIL—6—35% of Oil Users 


“Cost” 5;—4 conversions—1 ‘wo 
families use same furnace; “Even 





Temp” 4; “Room Heaters” ° 


387 CHARLES ST. . PROVIDENCE, RHODE ISLAND 
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The name WEBSTER ELECTRIC on an ignition 
rmer means that it is the product of more 
) years of research, engineering and man- 
_ufacturing experience in the ignition field. 
____ It means that it is a dependable ignition trans- 
_ former. It is guaranteed to give positive ignition 
every time. Its use.is assurance of long life and 
- greater freedom from ignition trouble in any oil- 
_ burning system. 
‘The wepsTer ELEcTRIC Ignition Transformer 
shown at the right is the newest addition to a 
great, complete line. It offers:— 





> af 


Big Advantages 


A large full opening at the top 
Unusually free access to the junction box __ 


Primary leads can enter by any one 
of six knockout locations 


No external buige to mar neat appearance 
May be used with all standard and special mounting bases 
improved internal shield design prevents radio interference 


Outstanding replacement ability for all of your 
ignition transformer applications 


& Wider use with smaller inventory 


Ask for this new Ignition Transformer when Special problems? If you have any prob- 
placing your order with your Oil Heating Manufac- lems involving ignition transformers, bring 
turer, Heating Wholesaler or WEBSTER ELECTRIC — them to WEBSTER ELECTRIC. Our Industrial 
Authorized Service Station. : _ Division engineers and technicians are glad 

. _ to cooperate to meet special requirements. 


WEBSTER ELECTRIC 


RACINE WISCONSIN 
“Where Quality is a Responsibility and Fair Dealing an Obligation” 
WEBSTER ELECTRIC COMPANY, RACINE, WISCONSIN e EST. 1909 
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COAL—7—36% of Coal Users 

“Labor Saving” 4; “Cleanliness” 4; 
Note: Satisfied coal users had 
stoker or used hard coal. 

GAS—1—7% of Gas Users 

“Noisy Fan.” 

3. Where would you go for advice 

to improve your home heating? 

17 Oil Users: Don’t Know 14: 
Burner Dealers 2; Oil Supplier 1. 

19 Coal Users: Don’t know 17; 


Furnace Dealer 4; Coal 1; Land- 
lord 1. 

16 Gas Users: Don’t Know 14; 
Burner Dealer 2. 

1. Again every representative of Oil 
Heating should be given instructions 
in Customer Relations and Salesman- 
ship. 

2. The results of allowing Consumer 
Dissatisfaction to continue was re- 











gives you the strongest- 


UARANTEE 
In the industry t 








ABSOLUTELY 


NO PULSATIONS 


in the 0.65 to 1.65 gph Range 


You probably wouldn’t believe the facts about 
the HART Supra-Flame burner if we told you. 
You'll have to see it perform with your 
own eyes, just as hundreds did during the 


A.S.H.&V.E. Exposition in Chicago. 


That’s why we’re making you this straight- 
forward offer with an iron-clad, money-back 


guarantee: 


1. If you are an experienced, bona fide oil 
burner man, order one HART Supra-Flame 
BURNER. (See Gift Certificate below.) 


. Install it on a real tough pulsating job 
under the most adverse draft conditions. 


. GUARANTEE: If, within 60 days, you are 
not completely satisfied that the HART 
Supra-Flame BURNER has completely and 
permanently cured pulsation, we'll take it 
back and refund your money in full, no 


questions asked! 


This offer good until June 15th! Order now. 
Phone collect, telegraph or write on letter- 
head direct to factory. You risk nothing to 
find out how you can build a better, more 


satisfying business with HART HEAT. 


vealed in the Milwaukee Journal— 
“Consumer Analysis” 1953. 


HOMES HEATED WITH 


1950 1953 Chanse 


179,583 128,660 —50,923 
64,010 85,139 +21,129 
12,192 59,570 + 47,378 


+17,534 

“There are some points common in 
both Hartford and Milwaukee. 

Dissatisfied customers are the pros- 
pects for a competing industry. 

“Likewise they are prospects for 
modern improved Oil Heating, 

People prefer to continue with their 
old fuel if it can give them the same 
advantages of the new fuel. 

“From 4 to Y2 of your present cus- 
tomers are ready to talk improvements. 

It would be wise to find them and 
cultivate their desires for better heat- 
ing. 

“Everytime you cause an oil user 
to make an investment in new heating 
equipment you have made sure of his 
patronage for years to come. 

“As you return home from this 
meeting, you will make decisions which 
will determine the future of your busi- 





Total i. 255,785: °2'73,369 


ness. 

“Whether those decisions will be 
good ones or bad will depend on you. 
‘No Man’s Judgment can be better 
than his information.’ 

“If you want to insure your future 
success, be sure you have correct infor’ 
mation. 

Do you want the right answers to 
your questions? 

“Then go to the source that’s always 
right—the Public, Ask enough people, 
study what they tell you and you'll 
make sound plans. 

“Take the first constructive steps. 
Walk out of your office or your shop. 
Ask people questions which have mean- 
ing to them and will open opportunt 
ties for you. 

“Take the initiative means... Don't 
celebrate .. . Don’t wait . . . Don't 
worry . . . Let’s start “Warming the 


World!” 


o, 
“9° 


Richard O. Martinsen has been as’ 
signed to the Philadelphia sales staff 
of The Mercoid Corp., Chicago, ill. 


HART HEAT 
2006 S. Washington 
Peoria, IIL 


where Mercoid maintains a branch of- 
fice and warehouse. 
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Division of Avery 
Farm Machinery Co. « 
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yj % | The Nation's Best Show for 
ti the Nation’s Best Market 


Your golden opportunity to witness 





the unveiling of more amazing 


NEW DEVELOPMENTS IN OILHEATING 
TRESS. YOU MOST SEE... . 


HOTEL STATLER-BOSTON ... over 100 manufacturers and exhibitors will welcome you 
Tl | a oe We ee to their displays of light and heavy oilburners, boiler and 
furnace units, controls, accessories, supplies, cast-iron and 








Sponsored By E OlL HEAT INSTITUTE OF NEW ENGLAND ; : 
7837 Beacon sreeet. HOSTON 15, Mass steel boilers, and fueloils. 


THE TIME IS RIGHT el of June 2nd—heating season just over. You owe it 


to yourself to take a “breather.” Come to Boston and relax, enjoy New England 


at its finest. 


THE PLACE IS RIGHT—in the magnificently refurbished Hotel Statler—where 


every bit of exhibit area in this spacious hotel is filled. 


See the advances being made within your industry. Talk 
with the representatives of firms whose lines you sell or 


wish to sell. 





PROGRAM 


Tuesday, June 2, Engineers, Architects and 





HOTEL RESERVATIONS should be made immedi- 


ately through the Boston Convention Bureau, 80 Builders Day 
; 1:00 P.M.—Exhibits open 
Federal St., Boston 10, Mass. 10:00 P M—Exhibits close 


Wednesday, June 3, Dealer Day 
1:00 P.M.—Exhibits open 

A QUARTER-MILE OF EXHIBITS 10:00 P.M.—Exhibits close 

Thursday, June 4, Dealer Day 
1:00 P.M.—Exhibits open 


The only major oilheating Show this year. 10:00 P M—Exhibits close 

Be sure to see it at the Hotel Statler, Friday, June 5, Industry Day and Morning 
Round Table 

Boston, June 2, 3, 4, and 5. 1:00 P.M.—Exhibits open 


6:00 P.M.—Exhibits close 

10:00 A.M.—Round Table: 

S; . “What’s Ahead for 
ponsored by: Oilheating” 


NOTE: Exhibits are located on the mezza- 


OI). HEAT INSTITUTE OF NEW ENGLAND nine floor, Hotel Statler. Round Table takes 


lace in the Boston Room, Hotel Statler. 
839 Beacon Street Boston 15, Mass. place 1 e Boston Room, Hotel Statler 


eloil 
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Pacific Northwest Convention 
(Begins on page 104) 

men in our industry, the new “Treas- 

ury of Advertising.” 

Eugene Olsen, chief engineer of 
Delavan Mfg. Co., Des Moines, was 
the next speaker. He presented a quite 
significant chart talk on nozzle con- 
struction, functions and performance 
related to fueloil characteristics, He 
also had prepared for the meeting a 
paper containing his talk and consid- 
erable other educational material. 


Charles MacGlashan, Pacific Coast 


fueloil department manager for Shell 
Oil, San Francisco, was the featured 
speaker representing the major oil com- 
panies. He showed how the Northwest 
is to have the most rapid expansion 
in petroleum of any section of the 
country during the next 10 years, 
The past eight years have been try- 
ing times for the West Coast, he noted, 
since the supply of products have been 
tight. Since Korea the area has not 
been self sufficient but has had to rely 
on imports from Venezuela, Borneo 


and Saudi Arabia. 





F 
5 
: 


OIL THRIFTY 


ALL AROUND QUALITY 


Herco Quality in design, materials and 
manufacture PAYS OFF with dependable, 
economical performance. Your service 


The future growth of the North 
west will equal or exceed past growch, 
he believes, mentioning the Colum)ia 
Basin project in which more than a 
million acres are being placed under 
irrigation through the Grand Cou'ee 
project. The Northwest now consunies 
daily 300,000 barrels of petroleum 
products, all brought in by tanker with 
the exception of a 6-inch pipeline from 
Salt Lake City to Pasco, Wash. 

The new Canadian 700 mile oil pipe- 
line to Vancouver, B. C., is to be com- 
pleted by Mid-August this year. Start- 
ing with 120,000 barrels daily it will 
later be raised to 200,000 B/D through 
the addition of more pumping stations. 
Early next year a trunk line to the 
U. S. will connect with it, extending 
down into Oregon and having a ca- 
pacity of 120,000 B/D. Three majors 
and one independent company plan to 
erect refineries on Puget Sound, two 
of these to be under construction be- 
fore the end of this year. 


Finding Oil is no Problem 


Looking to the fast developing 
world surplus of oil industry capacity, 
MacGlashan went on to say, “Selling 
oil, not finding it, is our problem for 
the future.” 

Following lunch, the convention’s 
closing speaker was Robert Gray, edi- 
tor of FuELom & Om Heat. Gray 
praised the marketers of the North- 
west, first for developing such a strong 
oilheating market particularly in the 
Coast cities, and second, for having 
the courage in most of the area to set 
up adequate fueloil margins on their 
own, regardless of major company 
postings at the start. 

He mentioned that the Coast mar- 
kets have probably the highest oilheat- 
ing saturation to be found in the na- 
tion, with Seattle 82% oilheated, 
Bremerton 90% and most of the other 
cities ranging between 65 and 89% 
oilheated . . . emphasizing the fact that 


gas will have rough going to crack 
those markets unless they are neglec*ed. 
He strongly urged a continuatio: 
the present promotional program : 
larger scale, not only to build de en: 
The Thrifti-Fier is found | sive lines against gas but, equally ‘ , 
only on a HERCO— <a portant, to keep fueloil demand or: * 
s rise and hold a firm market as 
plies become increasingly plentifu'. 
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problems are at a minimum; your custo- 
mer is pleased to the maximum. Every- 
one is happy all around with Herco. 


Herco Oil Burner Corp., Lancaster, Pa. 
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Industey, Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 18th. 


Wisconsin oil heat Group to 
hold annual industry Rally 


EXECUTIVES and businessmen in the | 


fueloil industry will discuss their mu- 
tual problems at the Wisconsin Oil 
Heat Association’s 10th annual indus- 
try rally and dinner-dance to be held 
May 23 in the Marine dining room 
at the Elks Club in Milwaukee, Wisc. 
A panel of speakers will tell the group 
about the latest developments in the 
industry. A question and answer pe- 
riod will follow the speeches. 

One of the speakers will be Claude 
A. Potts, general sales manager, U. S. 
Machine Div., Lebanon, Ind. He will 
tell the fueloil group about sales and 
promotion programs, 

Other speakers will include George 
Hochstein, general sales manager, Heil 
Co., and a vice-president of the Oil 
Heat Institute; Fred S. Burroughs, na- 
tional secretary of the OHI and Dr. 
William F. Krause, Globe Oil & Re- 
fining Co., Lemont, Ill. 

Besides the speakers there will be 
entertainment for the persons attend- 
ing and their wives. A cocktail party 
is scheduled for 5:30 p.m., to be fol- 
lowed by dinner. 

Persons in the fueloil industry who 
are not members of the Association 
have been invited to attend. 


API Marketing Division holds 


mid-year meeting in Dallas 


THREE WELL-KNOWN SPEAKERS ad- 
dressed the mid-year meeting of the 
Division of Marketing, American Pe- 
tro!eum Institute, New York 20, N. Y., 
held in Dallas, Texas, May 4 and 5. 

They were Lieut. Gen. Ernest O. 
Thompson, of the Texas Railroad 
Commission and an authority on con- 
servation, who spoke on “Conservation 
Meins Good Stewardship of Oil and 
Gas Resources”; Roy Thompson, vice- 
president, Apex Motor Fuel Co., and 
newly-elected chairman, National Oil 





ANNOUNCING THE NEW... 





HIGH DELIVERY A | LUIO 
HIGH DELIVERY JOR. 


REG. U. S. PAT. OFF. 





The new “H” Series (High Delivery) Airotor Blower 
Wheel enables most oil burners to qualify for an 
upward revision of rating — or to attain existing 
maximum rating far more easily — at no increase 
in manufacturing cost. 


Delivers up to 15% more air with no change in dimensions. 


Working area of individual blades increased and blade 
curvature made more effective. 


Operates effectively against higher static pressures. 


For applications where motor load is critical, some testing 
to evaluate effect on motor load will be necessary. 


Available in 4%”, 43%”, 5%” and 6%” diameter Airotors 
in all popular widths. Priced same as standard Airotors. 


Samples for test purposes or performance graphs available 
on request. 


7*TORRINGTON 
For complete information . //% 


MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT 


write i KeYaatereixeya today ey eee 





Western Division: Van Nuys, California In Canada: TMCo., Ltd., Oakville, Ontario 
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Jobbers Council, who talked about “In- 
dustry Relations” and L. F. McCollum, 
president, Continental Oil Co., whose 
topic was, “Public Relations Begins at 
Home.” 

Hundreds of oil marketers from all 
sections of the country attended the 
two-day meeting. Among the reports 
presented was one on the approval of 
an accounting manual for jobbers and 
distributors. 

The jobber accounting manual is a 
simplified procedure on accounting 
which the API’s financial and account- 


ing committee prepared for jobbers 
who do not have professional account- 
ants on their staff. 

Other reports made at the Dallas 
meeting came from three sub-commit- 
tees appointed by J. E. Dyer, Sinclair 
Oil Corp., New York, who is head of 
the Jobber Advisory Committee. 


Marketing Research Committee 

organized as API Service Unit 
A MARKETING RESEARCH COMMITTEE 
has been established as a service unit 
of the American Petroleum Institute, 





THE BIGGEST automatic 
HEATING VALUE IN AMERICA! 


The Bethlehem 





ASSURES 
BIGGER PROFITS 
FOR YOU, 
MR. DEALER! 











Those who have 
compared and in- 


stalled this automatic 


heating plant, say it is the 
most economical and efficient 
on the market. The Bethlehem 


Crusade-a-therm is a complete, self-con- 
tained heating plant that replaces the old- 
fashioned boiler. Designed, tested and 
manufactured to meet all the require- 
ments of the average size home, its su- 


periority over ordinary units is unques- 
tioned. 


. » «+ Industry Groups 


New York 20, N. Y. Nelson H. Secu 
bert, Standard Oil Co. (New Jersey), 
was elected chairman of the new con. 
mittee at its organizational meeting. 

In brief, the scope of the new com 
mittee’s activities was outlined as fol- 
lows: 

1. To recommend existing tech- 
niques and to work on new marketing 
research techniques; 

2. To act in advisory capacity to ex- 
isting government industry bureaus by 
helping them with marketing problems; 

3. To suggest means of solving spe- 
cific marketing problems; 

4. To make available information 
concerning petroleum marketing to 
educational institutions, industries and 
the general public; 

5. To provide knowledge of better 
methods and practical means for pe- 
troleum marketing; 

6. To serve as a clearing house and 
intelligence center for information; 


7. To advise, organize or conduct 
marketing research studies; and 


8. Not to discuss, study or report on 
prices, margins, profits or any other 
subject which is deemed to be inap- 
propriate for such a committee. 


Among the first things the new 
group is tackling are the industry's de- 
gree day system and its relationship 
to the government’s new 30-day aver- 
age and the standardization of ter- 
minology in the field of petroleum 
marketing, 


National Security retarded by 


oil Imports IPAA official Says 


H. B. FELL, executive vice-president, 
Independent Petroleum Association of 
America, said in a speech before a 
meeting of the Abilene chapter of 
American Institute of Mining and 
Metallurgical Engineers, April 14, held 
in Abilene, Texas, that the United 
States has adequate oil resources for 
the foreseeable future. But Fell warned 
that “development of domestic sup- 
plies essential to national security is 
being severely retarded by oil impor's.” 

The IPAA official noted that United 


A few exclusive Bethlehem Crusade-a-therm vig ge Franchises are 
still available. Wire or write immediately for full information. 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


BETHLEHEM, PENNSYLVANIA 


SPARES ETAL RRMA RRR RRL ELT RR A 


States crude oil production has been 
cut substantially in recent mor’hs, 
and added: 


“Further cuts in domestic produc 
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tion will be necessary during coming 
months unless imports are restricted. 
This will mean less income to the do- 
mestic industry, less drilling, less re- 
serves developed, less productive ca- 
pacity, and, in short, less national se- 
curity as to petroleum.” 

Fell said that domestic oil producers 
must have a greater part of the do- 
mestic market for the oil they can pro- 
duce, as well as an adequate price, if 
“needed reserves and productive ca- 
pacity are to be found and developed.” 

That the IPAA and domestic oil 
producers are opposed to all imports 
was denied by Fell. “Our security re- 
quires, however, that we have a sound 
foreign trade policy as to petroleum to 
assure the maintenance of fair and 
equitable relationships between im- 
ports and domestic petroleum de- 
mand,” he said. 


Adopt seven-point Program 


at spring Meeting of NOJC 


SPRING MEETING of the National Oil 
Jobbers Council, held in Montgomery, 
Ala., was attended by representatives 
from 26 state associations which dis- 
cussed such problems as jobber con- 
tracts; supplies; uniform accounting, 
ouc; federal taxes and fair trade and 
crude oil prices. 

Among the accomplishments of the 
NOJC meeting, was the adoption of a 
seven-point program: 

(1) Opposition to any legislative 
restrictions on crude or products; 

(2) Ask each supplier his stand on 
bills to limit oil imports; 

(3) Urge suppliers to fight such bills 
or be “guilty” of contributing toward 
use of controls; 

(4) Seek support of other marketing 
groups to carry the story to the public; 

(5) Oppose “‘all efforts to artificial- 
ly increase the price of crude oil”; 
turn over any evidence of a “con- 
spiracy” to reduce supply and affect 
price to Department of Justice, 

(6) Tell Congress that, if imports 
are limited, coal and oil depletion al- 
lowances should be cut or be limited 
to cxploration-development expendi- 
tures; and 

(7) Ask the APIC to help fight anti- 
import bills and consider asking the 
Oc to help, too. 


Two air conditioning Groups 
merge; Jones named Head 


A PROPOSED MERGER of the Refrigera- 
tion Equipment Manufacturers Asso- 
ciation and the Air Conditioning and 
Refrigeration Machinery Association 
was approved by the boards of direc- 
tors of both Associations at meetings 
held in Hot Springs, Va., on March 29. 
George S. Jones, Jr., former vice-presi- 
dent in charge of sales for Servel, Inc., 
will head the organization as managing 
director. 


The new organization, to be known 
as the Airconditioning and Refrigera- 
tion Institute will be set up as rapidly 
as the merger can be consummated and 
details can be worked out. Headquar- 
ters will be combined and remain in 
Washington, D. C. 

In the meantime each Association 
will maintain its own staff and continue 
“as is’ with Jones directing their ac- 
tivities as soon as he had completed 
personal arrangements to take on the 
new assignment. 

Official approval of the merger by 








INSIDE story on 






CARTRIDGE 

REPLACED BY 
LOOSENING A 
SINGLE BOLT 


OIL SUBJECTED 
TO MANY 
SUCCESSIVE 
FILTRATIONS TO 
REMOVE EVERY TRACE 
OF SOLID AND 
GUM-FORMING 
IMPURITIES 


Made in two models: $-252 and $-254 





trouble-free 
filtering 


FUEL OIL FILTERS © 





4 

B 

DIE-CAST = 

| ALUMINUM CASE ® 

CANNOT RUST 

OR CORRODE 

a 
, Seer & ww ime 3 
| a 
' LARGE SUMP 
COLLECTS WATER, SLUDGE, © 
AND OTHER IMPURITIES 
j GREATER CARTRIDGE 
LIFE BETWEEN CHANGES 





EDDINGTON METAL SPECIALTY CO. 





EDDINGTON, PENNSYLVANIA 


FILTERS * NOZZLES * VALVES ° STABILIZERS 
AIR CONES ° STRAINERS * INSPECTION MIRRORS 






ADAPTORS * SERVICEMEN’S 
NOZZLE KIT 


eloil 










. - « » Industry Groups 


the members of both Associations will 
be sought by mail ballot. The combined 
membership will exceed 150 firms in- 
cluding practically all of the major 
companies in the industries. 


I-B-R School of Modern Heating 
to be held in Western States 


FOR THE FIRST TIME, I-B-R School of 
Modern Heating, sponsored by The 
Institute of Boiler and Radiator Manu- 
facturers, New York 16, N. Y., will 
be made available to students in the 
West. 


Among the western cities in which 
the school is scheduled are Fargo, N. 
D.; Great Falls, Mont.; Spokane and 
Seattle, Wash.; Portland, Ore.; San 
Francisco, Calif, and Denver, Colo. 

More dates for I-B-R schools, in ad- 
dition to those listed in the April issue, 
FUELOIL & O1t HEAT, page 128, are: 
July 15-17, Fargo, N. D.; July 22-24, 
Great Falls, Mont.; July 29-31, Spo- 
kane, Wash.; August 4-6, Seattle, 
Wash.; August 11-13, Portland, Ore.; 
August 18-20, San Francisco, Calif.; 
September 1-3, Denver, Colo. and Sep- 








Super Red - 

Streak Model SH—For 

both wet and dry, hot and 

cold cleaning. May be equipped with 
Supertex Filter Bag at slight extra cost. 
Note that Supertex bag is standardcom- 
pact size, not over-size. 


Use Super Cleaning 


as Point of 
Sale Promotion 


A policy of making Super 
cleaning a “point of sale” for 
new plants and repairs is pay- 
ing off handsomely for fuel 
dealers. 

The Super Red Streak 
Model SH is a small invest- 
ment for the profits earned by 
expanded volume of fuel sales 
and good will. 

The Red Streak is construc- 
ted and engineered so that 
anyone can operate it. Chim- 
ney cleaning tools are stand- 
ard equipment and operate 


from the basement up without disturbing the household or 


endangering the operator. 


Ask your supplies dealer, or write for the FREE Super Sales 


Plan Book. 


New Non-Clog Filter Bag 





tember 9-11, Lincoln, Nebr. 

Tuition for the I-B-R school cur- 
rently is $23.00 but will be increased 
to $28.00 after July 1, 1953. 


OIIC’s 1953 ad mat Service 
available free to oil Men 


BIGGER AND MORE COMPLETE, the ijl 
Industry Information Committee's 
1953 advertising mat service, is off the 
press and available. The Ollc is a divi- 
sion of American Petroleum Institute, 
New York 20, N. Y. 

Proofbooks of the many advertise- 
ments are being distributed to daily 
and weekly newspapers throughout the 
country and to hundreds of local oil 
men and oil businesses, Mats of any or 
all the advertisements, some of which 
can be used for oilheating promotion, 
may be obtained free of charge by 
mailing a request to the Committee. 

Sole objective of the mat service is 
to help oil men and local newspapers 
get together on advertisements which 
emphasize the contributions of local 
oil men to the economic life of their 
communities. 


NPA holds semi-annual Meeting 
Industry problems Discussed 


PROBLEMS facing industry generally 
as a result of the change of adminis 
tration in Washington were discussed 
by the National Petroleum Association 
at its 30th semi-annual meeting held 
at the Hotel Cleveland, Cleveland, O., 
April 15, 16 and 17. Hundreds of oil 
refiners and technical men from the 
eastern section of the United States at- 


Supertex filter bag is made of special 
porous fabric with high resistance to 
clogging, destructive action of acids, 
etc. Film formed in bag by these elements 
breaks and falls, leaving bag pores open, 
fabric undamaged. 
All Models approved by Un- 
G) derwriters’ Laooratories and 
Canadian Standards. 


tended. 

Principal speakers at the general ses 
sion on Thursday afternoon, April 16, 
were: P. C. Spencer, president of Sin- 
clair Oil Corp., New York, N. Y.: 
Blackwell Smith, former NRA general 
counsel and one of the principal au 
thors of the recent report of the Bust- 
ness Advisory Council to the Secretary 
of Commerce and A. W. Scott, presi’ 
dent, Wolf’s Head Oil Refining Corp.. 
Cil City, Pa., and president, Nationa 
Petroleum Association. 


Super Sales Plan Book 


It’s easy to build a profitable furnace 
cleaning business. This book tells 
you how. Your wholesaler can give 
you complete information on the 
Super Red Streak Model SH or ask us. 











NATIONAL SUPER SERVICE CO., INC. 
1951 N. 12th St., Toledo 2, Ohio 
Sales and Service in Principal Cities 


In Canada: Plant Maintenance Equipment Co. 
Toronto, Montreal, Vancouver 


“Once Over Does It” ; ee 
Spencer’s topic was “Petroicum 


SUPER SUCTION Guns and Petroleum Butter.” B!o-k- 


well Smith offered some ideas on 
SINCE 1911 ® 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” —_—changed procedures of the new adh» 
istration in Washington toward bist 
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You can look to Mueller Climatrol for nearly every 
cooling need, residential and commercial. 


There’s the Type 901 Summer Air Conditioner 
in 3, 5, and 714 ton sizes for use with Types 105 and 108 
Gas-fired and Type 202 Oil-fired Winter Air Conditioners. 


The Type 904 Self-contained Cooling Unit 
is for stores, restaurants, or for use with duct systems 
in homes with radiator or radiant heat. 


The Type 903 Self-contained Cooling Unit 
can be installed with any kind of warm-air winter air 


conditioning system, or it can be used for added cooling in_ 


existing systems. Sizes: 2, 3, and 5 tons. Here it is 
illustrated with a Mueller Climatrol Type 110-80 
_Gas-fired Winter Air Conditioner. 


Write for a copy of the new Mueller 


Climatrol Cooling Manual — for fundamentals 
and facts on figuring and laying-out 
summer ait conditioning systems. 





LER CEILMATROEL 5 


Mueller Climatrol 


NEW 





Type 910 Recessed 
Summer Conditioners 


Everywhere it’s been shown — the NAHB Show, the Heat- 
ing and Ventilating Show —this brand-new system of home 
cooling, the Mueller Climatrol Type 910, has created the 
kind of enthusiasm that results in orders! 


Now they’re rolling off the Mueller production line to 
satisfy the many builders and dealers who realize that this 
completely new principle is the coming thing in home 
cooling. 


Easy to install, the Mueller Climatrol Type 910 just slips 
in between two standard stud spaces. It’s air-cooled; no 
water or plumbing connections necessary. The unit is self- 
contained, neat, attractive, efficient. When installed, its 
projection into the room is less than nine inches — doesn’t 
disturb normal furniture arrangement. 


It will pay you to hop on the band wagon now. We're 
doing the best we can to keep up with the demand. Write 
us for full information. And order a display model of the 
new Type 910 Recessed Summer Conditioner right away, 








Type 903 — 





Type 110-80 


Gas-fired Winter Self-contained 


Air Conditioner Cooling Unit — 


2050F W. Oklahoma Ave., Milwaukee 15, Wisconsin : 
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ness generally. His talk was entitled, 
“Rule of Reason.” Scott’s comments 
included a welcome to association mem- 
bers, and some general remarks on the 
status of the association and the oil 
industry. 


OHA of Maryland seeks Record 


of switches from Gas to Oil 


THE OIL HEAT ASSOCIATION of Mary- 
land, Inc., Baltimore 1, Md., is survey- 
ing its dealer members as to the num- 
ber of their customers who have 
switched from gas to oil. 

The Baltimore chapter of the OHI 
intends to compile an accurate and con- 
tinuing list of home owners who, for 
whatever reasons, have changed from 
gas to oil heat. The total figures the 
Association believes will make interest- 
ing reading and possibly good adver- 
tising copy. 

The group, however, has promised 
that the names and addresses of those 
home owners reported by the dealers 
will not be divulged. The names, how- 
ever, are needed to support the ac- 
curacy of this survey. 


Service Policies discussed 

at Union County OHA Meeting 
THE REGULAR MONTHLY MEETING of 
the Union County Oil-Heat Associa- 
tion, Union County, N. J., was held 
April 16 at Howard Johnson’s Restau- 
rant, Mountainside, N. J. The eve- 
ning’s program consisted of a panel 
discussion on service policies by repre- 
sentatives from five member firms, fol- 
lowing which was a question and an- 
swer period. 

The Association’s membership rose 
to 47 when three dealers, Alco Fuel 
Oil and Supply Co., Rahway; Hugo 
Fugmann, Westfield and Thomas Oil, 
Hillside, were welcomed in the group. 


University of Illinois offers 
Short Course, June 15 to 18 


THE SEVENTH short course on hot 
water and steam heating systems will 
be given at the University of Illinois, 
Urbana, June 15, 16, 17 and 18, it was 
announced by the University of Illinois 
and The Institute of Boiler and Radi- 
ator Manufacturers, co-sponsors of the 


course. 


The seventh short course will be 
similar to previous courses in that it 
will consist of a combination of class- 
room work and lectures as a means of 
presenting the latest material on hot 
water and steam heating systems. 


Residential air conditioning 
Conference held at Lehig) 


PROBLEMS imposed by water conserva- 
tion and limitation in the availabilities 
of fuel and power was one of the topics 
discussed at the residential air condi- 
tioning conference held April 24 and 
25 at Lehigh University, Bethlehem, 
Pa: 

The conference opened with a dis- 
cussion of modern residential construc- 
tion, methods of fabrications, vapor 
problems, insulation and air condition- 
ing installation. Leading the discussion 
was Ned A. Cole, president, Fabricon 
Co., Austin, Texas. 

Control and operation of air condi 
tioning systems were discussed the sec- 
ond day. Representatives of manufac- 
turers outlined the selection and sizing 
of equipment, and the integration of 
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® attractive Lucite top — easy to read 
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colorfully packaged for customer 
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¢— OEM's Slip-On Vent Cap... 


Eliminates threading of vent pipe. Saves time and 
labor, fits flush against the wall. 
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equipment operation with demands of 
load and physiological requirements. 

Reviews of current research pro- 
grams at the University of Illinois and 
by the American Society of Heating 
and Ventilating Engineers were pre- 
sented the first day: 


Texas Oil Jobbers hears 
API vice-president Speak 


TEXAS OIL Jobbers Association was told 
that the American Petroleum Institute 
will do its best to help oil jobbers solve 


common problems, so long as the nor- 
mal forces of competition are neither 
affected nor influenced by any of its 
actions. 

The promise of cooperation was 
made by Robert M. Bartlett, vice-presi- 
dent, general sales, Gulf Oil Corp., 
Pittsburgh, Pa., and API vice-president 
for the Division of Marketing, in an 
address before the Association in San 
Antonio, March 19. Bartlett’s topic 
was “The API and the Jobber.” 

Bartlett warned the jobbers that 
competition, with more and more 





Do Your PRESENT 
PRECAST CHAMBERS 
Give You ALL these Advantages? 


SS 


] « Low initial cost. 


2. Low installation 
cost — only 5 pieces 
to assemble. 


3. K-factor equal to 
insulating brick. 


4. Excellent perform- 
ance with either high 
or low pressure 
burners. 


5. Scientifically 
acked to prevent 
Peace. 


... if the answer is NO -- contact us NOW! 


KOLB 


REFRACTORIES Meadow & Jackson Sts. 
COMPANY 


Philadelphia, Penna. 


KolbKast Insulated Chambers 





European refineries coming on stream, 
is becoming more global. He con- 
tinued: 

“Therefore, it is imperative that «ll 
of us here do a better job in planning 
our distribution and marketing pro- 
grams, at the lowest possible cost, with- 
out impairing our service to the public. 
And I refer to refiners, jobbers, distrib- 
utors, dealers and consignees alike. 

“We have had something close to a 
seller’s market on certain products at 
times during the last few years. But 
the buyer is riding herd now. Good 
old-fashioned salesmanship is again 
necessary to keep up with competi- 
tion.” 


Wisconsin OHA plans Drive 
to up Membership in Area 


A DRIVE to gain more members is un- 
derway by the Wisconsin Oil-Heat As- 
sociation, Inc., Milwaukee 2, Wisc., 
so that the group will represent the in- 
dustry better in the state and Greater 
Milwaukee area. 

As an inducement, the Association 
is offering to pay 25% of the first year’s 
dues to any member who brings in a 
new application. 

At its regular monthly meeting, held 
March 26, at the Milwaukee Yacht 
Club, three amendments to the group’s 
Constitution and By-Laws were dis- 
cussed. Also the members heard plans 
for the annual industry rally scheduled 
to be held at the Milwaukee Elks Club, 
May 22. 


Indiana sheet metal Group 
sets date for 36th Convention 


SHEET METAL and Warm Air Heating 
Contractors’ Association of Indiana, 
Terre Haute, Ind., has announced that 
its 36th annual convention will be held 
February 4 and 5, 1954, at the Hotel 
Severin, Indianapolis, Ind. 


Warren, deputy head of PAD, 
addresses IPAA in St. Louis 


THE HEAD of the top government ag2n 
cy on petroleum matters, J. Ed. War 
ren, discussed defense oil requirements 
at the mid-year meeting of the Inde 
pendent Petroleum Association of 
America, held in St, Louis, Apri! 27 
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How Shell 


research scientists 
discovered a new 
way fo solve an 
old problem... 
and made another 
contribution to 
better oil heat 





SHELL SONITOR 


|= OF THE long-standing prob- 
lems in oil heating plant mainte- 
nance has been storage tank failure 
caused by internal corrosion. 
Corrosion of this type starts at 
the bottom of the tank where it 
often goes on undetected until a 
leak develops. Its cause is water, a 
source of which is the moisture 
that condenses from the humid air 
breathed in through the tank vent. 
Being heavier than oil, the water 


SHELL OIL COMPANY 


sinks to the bottom, starting the 
corrosion cycle. 

Shell research scientists were 
asked what could be done to com- 
bat this costly annoyance. After 
thorough, long-range investigation 
and field-testing in more than 50,000 
home oil tanks. . . their answer was 
Shell Sonitor . . . a new tank cor- 
rosion inhibitor that gives several 
years of protection with one appli- 
cation. 





Sonitor is soluble in water alone. 
Consequently, it is consumed only 
in proportion to the amount of 
water present in the tank. Never 
before has a tank corrosion inhib- 
itor been available that gives such 
long-lasting protection. 

Sonitor is just one more advantage 
distributors of Shell Furnace Oil can 
pass along to their customers. 
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28. Approximately 750 oil men, repre- 
senting all oil producing states, at- 
tended the two-day meeting. 

Warren, who will soon complete a 
year as deputy administrator of the 
Petroleum Administration for De- 
fense, Department of Interior oil agen- 
cy, spoke during the afternoon of the 
opening day. His subject was “Some 
Aspects concerning Petroleum for De- 
fense.” 

The IPAA meeting got under way 
with a report by the association presi- 
dent, Charlton H. Lyons. At the same 


session, Russell B. Brown, general 
counsel, gave a report to the member- 
ship on legislative and economic de- 
velopments affecting the industry na- 
tionally. 


OHI of Greater Washington has 
School on Honeywell Controls 


IN COOPERATION with Minneapolis- 
Honeywell Regulator Co., Minneap- 
olis, Minn., the Oil-Heat Institute of 
Greater Washington, Inc., Washing- 
ton 1, D. C., held a one-half day school 





A POINT WITH 
SELL 


Sinclair 
Anti-Rust Fuel Oil 


SINCLAIR 
PATENTED 


U.S. PATENT NO. 2,594,266 


ANTI-RUST 
FUEL OIL 


CONTAINS RD-N9° 


So Different 
It’s Patented e 


/ 


U.S. PATENT NO. 2,594,266 


...and it’s that difference that’s making sales 
soar for Sinclair jobbers. Sinclair Anti-Rust 
Fuel Oil contains the amazing rust-inhibitor 
RD-119®. It protects against rust-clogged 
filters and burner nozzles. It 

reduces service calls —builds ANTERUST 


good will and boosts profits for 


Sinclair jobbers. 





on April 21 at the Ambassador Hotel 
for 115 servicemen on M-H contrils, 


The servicemen were divided into 
four groups with a factory instructor 
for each group. 

The Institute had as its guest speaker 
Charles A. H. Thomson, director of 
the Education Division, Brookings In- 
stitution, at its monthly — meeting, 
March 24, at the Dupont Plaza Hoitel. 


Thomson talked and showed a new 
film on the subject of big business and 
how it affects the smaller businessman. 


ASME holds first engineering 


management session in Detroit 


THE AMERICAN SOCIETY of Mechanical 
Engineers, New York 18, N. Y., held 
its first engineering management con- 
ference at the Engineering Societies of 
Detroit Auditorium, Detroit, Mich., 
April 15 and 16. 


The program included the reading 
of such papers as “The Executive's 
Responsibility to stimulate research 
and product Development,” by W. F. 
Rockwell, Jr., president, Rockwell 
Mfg. Co., Pittsburgh, Pa.; ““Top-Man- 
agement Coordination of engineering 
Activities,” by Walker L. Cisler, 
president, The Detroit Edison Co., 
Detroit, Mich., and “Physical Facili- 
ties for effective Engineering,” by M. 
J. Kelly, president, Bell Telephone 
Laboratories, New York, N., Y. 


James W. Parker, consultant, man- 
agement advisory, The Detroit Edison 
Co., presided at the banquet on 
Wednesday night, April 15, when 
Frederick S. Blackall, Jr., president of 
ASME and president and treasurer, The 
Taft-Peirce Mfg. Co., Woonsocket, 
R. I, spoke on “Europe’s new Chal- 
lenge to American Industry.” 


Oklahoma Oil Jobbers hear 
Address by C. R. McPherson 


C. R. MCPHERSON, general manager, 
Sovereign Service, Inc., Wichita, Kan., 
was the principal speaker at a mid-sea- 
son meeting of the Oklahoma Oi! Job- 
bers Association held April 14 at the 
Skirvin Hotel in Oklahoma City, Okla. 

The meeting began with a general 
assembly of all representatives. Fo!low 
ing a special luncheon, there was a gen’ 
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» .. and a FINER FRANCHISE 


Be among the leaders with 
ANCHOR’S great new Oil 
Burner. It’s the finest burner 
ever made —in economy, ease 
of operation, greater heat output. 


Investigate the ANCHOR FRANCHISE. It’s the best 
deal you’ll ever make! There’s more profit for you 
when you sell the ANCHOR line. 


WRITE TODAY FOR COMPLETE DETAILS. 
CONSUMER LITERATURE ... 


Attractive two-color consumer literature for you to 


imprint with your name available upon request. 
88th Year of Manufacturing the Best in Mid-West! 


ANCHOR DIVISION 


STRATTON & TERSTEGGE COMPANY, Inc. 
P. O. BOX 311, NEW ALBANY, INDIANA 
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RANSFORMERS 


STANDARD 
EQUIPMENT 
ON 
LEADING MAKES 
OF 
OIL BURNERS 





ean Transformers have for years been 

standard equipment on leading makes of 
oil-burners for one reason only—their dependa- 
bility. It is therefore a make on which you can 
rely when performing service work requiring 
transformer replacement. Acquaint yourself 
with its many unusual construction features. 


Voltages from 5,000 to 20,000 
A variety of sizes and mountings 


Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 


WRIZE FOR 
= “The Dongan Line Since 1909’’ 
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eral discussion of pending legislation 
and, later in the day, an executive ses- 
sion was held to discuss and formulate 
plans for the future. 


Desk and Derrick Club 

organized in Kansas City 
AN ORGANIZATIONAL MEETING of the 
new Desk and Derrick Club of Kansas 
City was held April 18, in the offices 
of Platte Pipe Line Co., in Kansas City, 
Mo. 


The organization, which is composed 


of women working for oil companies, 
plans to become affiliated with the As- 
sociation of Desk and Derrick Clubs of 
North America. The purpose of the 
club is for women to become better ac- 
quainted with the industry they repre- 
sent. 

Regular meetings of the Kansas City 
club will be held each month, with spe- 
cial meetings also planned. Prominent 
speakers, many of them representing 
the oil industry, will be invited to ad- 
dress the club. 





An Oil Burner’s Best Friend 


is its filter! 


And the best oil 


burner filters 


are Silo. Filius. 


Unequalled performance . . 
.... true depth filtration 
. . + positive protection . 

. . « highest efficiency . . 
. .» easy installation... . 


quick element replacement 


THERE ARE MORE FULFLO FILTERS THAN ANY OTHER MAKE 
ON THE OIL BURNERS OF AMERICA 


Stock the filter brand that is proven by demand! 
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Desk and Derrick Club of 
New York hears API Head 


DESK AND DERRICK CLUB of the City 
of New York heard an address by 
Frank M. Porter, president, American 
Petroleum Institute, at its meeting, 
held April 16, in Room 206 at the So- 
cony-Vacuum Oil Co., New York. 
Members of the club are women em- 
ployed in the petroleum industry in 
the New York area. 


Safety Expert tells MOHA of 
the “Hazards of the Highway” 


MASSACHUSETTS Oil Heating Associa- 
tion, Inc., Quincy, Mass., heard In- 
spector Donald Spaulding of the 
Massachusetts Registry of Motor Ve- 
hicles speak on “The Rules and Haz- 
ards of the Highway—Especially Con- 
cerning Trucks” at its regular monthly 
dinner meeting, held April 21, at the 
Hampton Court Hotel, Boston. 


Second largest I-B-R School 
of Modern Heating in Chicago 


THE I-B-R School of Modern Heating, 
held March 24-26 in Chicago, IIl., was 
the second largest to be held in the 
country since the schools were started 
three years ago by the Institute of 
Boiler and Radiator Manufacturers. 
The enrollment for the Chicago school 
was 130, exceeded only by Philadel- 
phia with an enrollment of 133. 

The Chicago school was the 120th 
to be held since April, 1950, Nearly 
6,700 students have been graduated, 
some of whom have taken the course 
for the second and third time. Ap- 
proximately 54 per cent of the total en- 
rollment to date has consisted of rep- 
resentatives of installers and dealers 
while 30 per cent has consisted of rep 
resentatives of wholesalers and dis 
tributors. 


Propeller Fan Group elects 
Officers at annual Meeting 


E. C. ENGLERT, vice-president, Har:zell 
Propeller Fan Co., Div. of Castle Hills 
Corp., was elected president o! the 
Propeller Fan Manufacturers’ /+ss0- 
ciation at its annual meeting, he! n 
Daytona Beach, Fla., March 11 anv 12. 
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M-H to build new Factory in 
Los Angeles to boost Output 


A MAJOR EXPANSION of West Coast 
production facilities and employment 
is being undertaken by Minneapolis- 
Honeywell Regulator Co., Minneap- 
olis, Minn. Recently, ground was 
broken for the first unit of a new fac- 
tory that ultimately is expected to em- 
ploy 2,000 persons. 

The new plant, to be operated by 
the firm’s appliance controls division, 
will occupy a newly-acquired 16-acre 
site in the Los Angeles community 
area. It will enable the firm to expand 
production of automatic controls for 
water heaters, floor furnaces, wall 
heaters and central heating plants, 
now being made at a smaller plant in 
Los Angeles. 

The first unit of the new plant, a 
machine shop, is expected to be com- 
pleted by June. Other sections will be 
erected in progressive stages. The fac- 
tory will be of steel frame, reinforced 
concrete construction and functional 
design. It will have a steel roof deck 
with saw tooth pattern. Two large 
parking lots will be provided for em- 
ployees and customers. 


Servel names John Jennings 
as A.C. engineering Chief 


SERVEL, INC., Evansville, Ind., has an- 
nounced the appointment of John H. 
Jennings as chief engineer in charge of 
all air conditioning activities. Jennings 
joined Servel a year ago as chief engi- 
neer for room air conditioners, He is 
now responsible for engineering on 
All-Year air conditioning as well. Pre- 
viously he was chief engineer of the 
Mitchell Mfg. Co., Chicago, IIll. 

Dr, Eugene P. Whitlow, formerly 
development engineer on all-year air 
conditioning, was appointed assistant 
chief engineer for all-year air condi- 
tioning. Ed Geishert, who was develop- 
ment engineer for room air condition- 
ets, is now assistant chief engineer for 
that product. 


It was also announced by Servel that 
its air conditioning sales and service 
staff has been augmented by the addi- 
tion of four new representatives. 

R. P. (Ray) Schenk is now on the 
staff of the Midwestern region. He is 
a Servel air conditioning service rep- 
resentative. He has had 15 years’ ex- 
perience in the air conditioning sales, 
engineering and service field with man- 
ufacturers of large air conditioning 
equipment. 

Glen Galloway is now on the staff 
of the direct sale department with 


headquarters in Evansville. He has been 
with Servel for many years in the 
engineering department, Prior to his 
new assignment he worked for the 
patent division in Washington, D. C. 

Norton Miller has joined the East- 
ern region staff as an air conditioning 
sales representative. Formerly he was 
with the Bush Mfg. Co. 

J. L. Kaposta is preparing and exe- 
cuting service training programs for 
the factory and the field for the serv- 
ice department. He recently returned 
from service in Korea. 








WEW! | MC bite up-tlow and 


down-flow oil furnaces 
packed with profit- 
building features! 


ADVANTAGES THAT MAKE SALES: 


New eye appeal — Compact design — 
Quiet operation — very important 
in first-floor units. 


Fully automatic —on-and-off operation, 
no pilot light, thermostat control. 


Easy to service — built with the 
service-man in mind. 


Beautiful finish —smooth gray 
baked hammertone enamel. 


Insulated blowers — cushioned for quiet. 


Trapped-heat combustion chamber — 
extremely high efficiency. 


BYE Key 





H. C. Little Burner Co., Inc. 





Name 





TYPE DF-AC DOWNFLOW OJL FIRED FORCED 
AIR FURNACE — 24”x 3034”x 74”—Easy access to 
blower and controls — Return air can be cut 

in at the top, back, or either side — Bottom discharge 
opening 18”x 18”—Highly efficient — Extremely 
quiet—92,000 BTU/hr. output. 


TYPE U-AC UPFLOW OIL FIRED FORCED AIR 
FURNACE — 2714”x 30”x 60”— Optional front or top 
smoke pipe outlet — Pull-out blower mounting — 
Easy-out burner mounting — Quick accessibility to 
controls upon removal of front panel. 
82,000 BTU/hr. output. 


(Specifications 
= . subject 
MC kiltle to change) 
Head Office: 


San Rafael, Calif. 
Distributors in 18 
Principal Cities 


WRITE FOR COMPLETE PROFIT-MAKING FACTS TODAY 





San Rafcel, California Dept. F-5 


Send profit-making facts on your 
NEW U-AC & DF-AC furnaces to: 


seseereeare 
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Over $7,000 went to Dealers 


in Williams sales Campaign 


OVER $7,000 in U. S. Defense Bonds 
and Stamps has been awarded by Wil- 
liams Oil-O-Matic Div., Eureka Wil- 
liams Corp., Bloomington, Ill., to deal- 
ers and their salesmen throughout the 
nation in Williams mid-winter “E’s 
for Effort” campaign, The sales incen- 
tive program, according to Tom Green, 
manager of dealer retail activity of the 
Williams Division, met with heavy re- 
sponse. 





FUEL-©0- METER 


DISTANT READING TANK GAUGE 


A single glance will satisfy you on Fuel-O-Meters 
appearance but... 


Look inside—see that there’s . . . No liquid to leak 
... No glass to break ... No floats . . . No hazard 
on tank over-fill. See the built-in quality and sim- 
plicity of this beautiful instrument. 


Fuel-O-Meter is accurate with any grade of oil, 
under any condition of temperature, pressure and 
humidity. It’s self cleaning, too. 


Fuel-O-Meter is practical. The %” tubing is easily 
concealed in the wall, like thermostat wire. It can 
be mounted anywhere . . . even in the dressiest 
living room. Everything about Fuel-O-Meter will 
satisfy you and your customer . . . even the price. 


Use Fuel-O-Meter on every job. You can't 
lose. Satisfaction guaranteed or your 
money back. 


QD WARNEN vac 


VALLEN STREAM, REW NORK 


. . - « Manufacturers’ Activities 


Defense Bonds and Stamps were 
given the contestants on the basis of 
sales points, The points were awarded 
in proportion to sales dollar volume 
sold during the contest period. 

Among the special awards were a 
$100 E Bond for the best window or 
showroom display built around the new 
Oil-O-Matic atomization demonstra- 
tor, received by Francis X. Bolls, Bolls 
Furnace Co., Ind. (See illustration.) 
A $100 E Bond for the most points at 
the three-quarter mark in the campaign 
went to Norman F. Plouff, of Fay and 
Scott, Dexter, Me. 


Automatic Switch to open 
West Coast factory Branch 


AUTOMATIC SWITCH CO., Orange, N. J., 
plans to open a factory branch at 923 
East Third St., Los Angeles 13, Calif., 
to expand its West Coast service. This 
branch will stock a variety of solenoid 
valves and electromagnetic controls. 
Overnight shipment to San Francisco 
and two day delivery to any West 
Coast point is anticipated by the com- 
pany. 

Frank E. Reeves has been chosen to 
head the Los Angeles sales engineering 
organization. Reeves has a background 
in both the power and control fields. 


Two-day sales Conference 


held by Lunkenheimer Co. 


DISTRIBUTOR SALES REPRESENTATIVES 
from five eastern and central sto 
and two Canadian provinces 
guests recently of The Lunkenhe'n 
Co., Cincinnati, Ohio, during a two 
day conference to review new deve: 


> 7 Cc F. % urei 
BOSTON © BRIDGEPORT © MT. VERNON © HEMPSTEAD © BABYLON © BROOKLYN © VALLEY STREAM ments by the valve manufacturer 
¢ JAMAICA ¢ UNION CITY © NEW BRUNSWICK © NEWARK © N. PHILADELPHIA © W. PHILADEL- Held at the company’s gener: 
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fice building in Cincinnati, the confer- 
ence was attended by 36 sales repre- 
sentatives. Tours of Lunkenheimer’s 
two plants, Fairmount and Carthage, 
were held. 

Principal emphasis of the conclave 
was placed on the use of Lunkenheimer 
guides as sales tools and on the funda- 
mentals of valves. 


Wheelco Instruments announces 
new Addresses for ten Branches 


WHEELCO INSTRUMENTS DIV., Barber- 
Colman Co., Rockford, IIl., has an- 
nounced the following new addresses 
for ten Wheelco branch offices. They 
are: 

Baltimore area: 338 East 25th St., 
Baltimore 18, Md., William Karslo, 
in charge; Boston area: 435 Newton- 
ville Ave., Newtonville 60, Mass., E. 
W. Heffernan, in charge; Chicago 
area: 2561 No. Clark St., Chicago 14, 
Ill., H. F. Dahlke, in charge; Houston 
area: 1951 Richmond Ave., Houston 
6, Texas, G. H. Hatfield, in charge; 
New York area: 66 Husdon St., Ho- 
boken, N. J., Herb Proske, in charge. 


Philadelphia area: 1433 West Erie 
Ave., Philadelphia 40, Pa., J. W. Han- 
cock, in charge; Rockford area: 1300 
Rock St., Rockford, IIl., Vic Lathers, 
in charge; Rock Island area, 3714 14th 
Ave., Rock Island, Ill., H. C. Reimers, 
in charge; Springfield area: 1011 
Ridgely’ Bldg., Springfield, Ill., Ken 
Coates, in charge; Montreal area: 6693 
Park Ave., Montreal 15, P. Q., Cana- 
da, George Knowler, in charge. 


Torrington completes Plans 


for Plant in Oakville, Ont. 


PLANS have been completed by the 
Torrington Mfg. Co., Torrington, 
Conn., for the construction of a new 
air impeller manufacturing plant in 
Oakville, Ontario. It was also an- 
nounced by Andrew Gagarin, presi- 
dent, that the firm’s three plants shat- 
tered all air impeller production rec- 
ords during January and February. 


The company recently passed the 
1,000-employee mark at its home plant 
and new workers are being assigned 
constantly to air impeller production 
lines at the firm’s two subsidiary plants 


in Van Nuys, Calif., and at Oakville. 


Heli-Coil to develop world 
Markets through new Licensee 


HELI-COIL CORP., Danbury, Conn., has 
established the Resources & Facilities 
Corp. as exclusive licensee under Heli- 
Coil patents throughout the world, ex- 
cept for the Western Hemisphere. It 
was announced simultaneously that 
Eugene M. Lang has resigned as vice- 
president of Heli-Coil Corp. to be- 
come president of the new firm. 
Lang, who will continue to serve 
Heli-Coil as a consultant, has worked 


extensively in recent years in develop- 
ing foreign markets and licensees for 
the Heli-Coil Corp., and has been 
largely responsible for current manu- 
facture of Heli-Coil products by com- 
panies in Japan, France and England. 


A. Greene Mfg. Co. completes 
plant expansion Program 


A. GREENE MFG. CO., Philadelphia, Pa., 
has recently completed its plant expan- 
sion program, The company bought the 
property it formerly leased and also 
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COMBUSTION CHAMBERS PEAR 
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INSULATING REFRACTORY COMBUSTION 
CHAMBERS FOR... 
ALL somers & FURNACES c 
MODERN 
TONGUE & GROOVE 
JOINTS 
e 
SIDE WALLS 4 SHAPES 
pousie SEAL oe 
BETWEEN 
FLOOR AND WALLS 25 SIZES 
s 
PrLOOR a 
AIR pe 75 to 12 G.P.H. 
BENEATH FLOOR 
CLOSE TO ONE HALF MILLION INSTALLATIONS 
COMPLETE PACKAGE INCLUDES: Combus- 








tion Chamber, Back Fill and Steel Bands. 











U.S. Patent Ne. 2075483 


STANDARD FOR 20 YEARS 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35TH STREET 


ol 


* PHILADELPHIA 4, 





PENNA 


149 





. . - « Manufacturers’ Activities 


purchased an adjacent lot. Present 
working area now measures 40’ x 200’. 

The company added 2800 sq. ft. un- 
der one roof to provide expanded fa- 
cilities for its spray room, paint baking 
oven and machine shop. 


Norwegian Contractor spends 
Month at Iron Fireman Plant 


J. E. PETTERSEN, heating engineer and 
contractor from Oslo, Norway, recent- 
ly spent a month at the Iron Fireman 


Mfg. Co., Cleveland, Ohio plant, 


studying construction and operation of 
oilburners for use with heavy oil. His 
trip was sponsored by the Mutual Se- 
curity Agency. 

Of oil heating in Norway, Mr. Pet- 
tersen said, “We do not yet have No. 
5 or No. 6 oil, although present indi- 
cations are that we shall have it some- 
time within the next year or two at the 
most. Thanks to the MsA, I have been 
able to gain from Iron Fireman a great 
deal of background in the methods of 
handling heavy fueloil, of installing 
and servicing heavy oilburners, and of 
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How To Stop ‘Afterdrip™ 
or Aftersquirt’’ in Burners 


This condition is usually caused by air trapped in the nozzle 
line. On burner shutdown, the air expands and pushes oil out 


through the nozzle. 


Eliminate Air by... 


1. Stopping air leaks in suction lines. 


2. Leaving the pressure gauge off the pump. 
3. Installing a DELAVAN “adaptrap"—the original no-drip 


adapter. 


ADAPTRAP 











IT PAYS TO USE DELAVAN NOZZLES 


Each nozzle individually spray-tested. Accuracy in rate of flow, 
spray quality and spray angle is insured by rigid control of oil 
pressure, viscosity and temperature. 


WRITE FOR CATALOG 148A 


DELAVAN 


MANUFACTURING CO. 


Grand Ave. & 4th St. * West Des Moines, lowa 





selecting the proper equipment for a 
given installation.” 

To supplement the engineering train 
ing he gained at Cleveland, Pettersen 
visited the larger oilburning instaila- 
tions made in Virginia by Massey, 
Wood and West, Iron Fireman <is- 
tributor. 


Orr & Sembower relocates 
district Office in Chicago 


ORR & SEMBOWER, INC., Reading, Pa., 
has announced the relocation of the 
company’s midwestern district office 
from Cleveland to 4809 North Clare- 
mont Ave., Chicago, IIl. 

R. C. Currie is district manager 
supervising the field operation of Pow- 
ermaster packaged automatic boiler 
distributors and representatives in the 
northern half of the United States be- 
tween Ohio and the Rocky Mountains. 


Power Economy named Rep 
for Copes-Vulcan Products 


POWER ECONOMY, INC., St. Louis 8, 
Mo., has been appointed by Copes- 
Vulcan Div., Continental Foundry & 
Machine Co., Erie 4, Pa., as its repre- 
sentative for Copes-Vulcan products, 
including boiler feed water regulators, 
pressure reducing valves and other 
boiler controls. 

Other Copes-Vulcan items Power 
Economy, Inc., will handle’ include 
soot blowers of all types, with their 
controls, for mechanical cleaning of 


boilers. 


Minneapolis-Honeywell names 
Three to new sales Positions 


THREE MEN, appointed to new sales 
positions with Minneapolis-Honeywell 
Regulator Co., Minneapolis, Minn., 
are: Eldon L. Richardson, Harold 
Chamberlain and Bert Engstrom. 


Eldon L. Richardson, for the past 
seven years manager of the company’s 
Salt Lake City sales office, becomes 
supervisor of the new home market, 
with headquarters in Minneapolis. He 
has been with Honeywell since 1°42, 
and before being assigned to Salt Lake 
City was senior sales engineer in the 
home office sales division. 


Harold Chamberlain is named 0d: 
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To Remove Air and Noise from 
Hot Water Heating Systems 


AIR 
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S 


[aco 





COOP 





You can solve your air problems with 
Taco’s new AIR SCOOP. When the sys- 
tem is first filled, all you do is vent the 
radiators and high points. The job is then 
finished. No draining water. No repeat 
operation. No cutting or adjustments. No i Cr 5° 


going back to job. 


Here’s How Taco Air Scoop Works BOILER 


Air bubbles are scooped up by baffles and Taco 
accumulate in chambers No. 1 and 2. Air 
from No. 2 goes to expansion tank and, 
when tank is filled, backs down into Air 
Scoop and passes through air valve from 


chamber No. 1. 
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Reiter Heating-Better with Taco 


TACO HEATERS, Incorporated 


“Air Scoop’s the answer to the air 
1 robien” 


“Won't install another hot water job 
without Taco Air Scoop”. 


“Does everything you claim for it”. 


“Air Scoop cured a real headache 
for me”. 


“Stopped all gurgling in my system”. 


137 South Street * Providence 3, R.I. 









































HEAT-RESISTING | 


STEEL 


SHEARED TO SIZE 
for your | 


i ae 




















If you are using or contem- 
plating the use of heat- 
resisting steels for combus- 
tion chambers for oil burner 
furnaces, we are specialists 
in producing these types of 
steels. 

Whether you are a large 
or small user of these steels, 
our steel making facilities 
can offer exceptional service 
by especially shearing to 
your specified combustion 
chamber steel blanks, or 
multiples thereof. 


1 More quiet burner operation 
2 Cleaner heat 


3 Better temperature control 





4 Considerable savings 
on fuel costs 











Ingersoll STEEL DIVISION 


BORG-WARNER CORPORATION 


310 South Michigan Avenve, Chicago 4, Ilinois 
Plant: New Castle, Indiana 










ALEER-KLEEN 


Distributorships are available 
in some areas. Write for par- 
ticulars. 


-RLEE 


EXCEEDS 
Commercial 
Standard Specifications 


MANUFACTURING CO. 


140 ORCHARD AVENUE, HAYWARD, CALIFORNIA 
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ernization market supervisor, return- 
ing to Honeywell following a four- 
year absence during which time he has 
been operating his own company. 

The responsibilities of Bert Eng- 
strom as assistant sales manager of the 
wholesale division are being expanded 
to cover the entire country. Engstrom, 
who has been with Honeywell since 
1947, previously covered the territory 
west of the Mississippi River. 


Kaylo Products to be sold 
Nationally by Owens-Corning 


OWENS-CORNING FIBERGLAS CORP., To- 
ledo 1, Ohio, has announced it now 
will sell Kaylo heat insulating products 
on a national basis. Kaylo insulation, 
made of a hydrous calcium silicate, is 
used principally in the high tempera- 


ture range encountered in the power, 
refining and chemical industries. 

The field selling force of Owens- 
Corning will be enlarged to provide 
improved services in marketing its 
products. 


Kellogg Co. starts employee 
Publication, “Kellogg World” 


M. W. KELLOGG CO., New York 7, 
N. Y., has published its first issue of a 
bi-monthly magazine for employees. 

Entitled “Kellogg World,” the two- 
color 87” x 11” publication, will be 
mailed to the homes of all employees 
of the company. The 16-page maga- 
zine features articles about the com- 
pany’s operations and programs and 
the activities of employees. Editor of 
“Kellogg World” is Virginia Camp- 
bell. 


Allied Tank names H. O. Link 


and Bervic Co. Distributors 


H. O. LINK CO., Baltimore, Md. and 
Bervic Co., East Hartford, Conn., have 
been named by Allied Tank Truck 
Equipment Co., Philadelphia 30, Pa., 
as distributors of Allied Tanks in their 
respective areas. Both H. O. Link Co. 
and Bervic Co. are well known dis- 
tributors in the petroleum handling 
equipment line, 


Operating Group in Rockies 
planned by Shell Oil Company 
A NEW EXPLORATION and production 
organization embracing North and 
South Dakota, Montana, eastern Wyo- 
ming and eastern Colorado is being set 
up by Shell Oil Co., New York 20, 
N. Y., with headquarters in Denver, 





| aw 


\ONLY MNICCORKLE 


give you this combination 
of vital features 


@ Patented ducal blade bi-metal assembly— insures 
trouble-free operation — supplies a wide margin 
of extra power. 


@ More rapid heat transmission. 


@ Snap acting Micro-switch. 


CONTROLS 


for Vaporizing Oil Burners 





We will gladly furnish literature and spec? 
fications for your particular requiremen's- 
Write us today! 





>. u. INCCORKLE i 


Box E, Station A Berkeley, Californi« 


@ Heavier, more rugged construction. 
@ Less service — greater customer satisfaction. 
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shapes, all UNDERWRITERS’ approved. 


electrode layouts for any burner hookup. 


PRODUCTS CO., Inc., 125 Virginia Ave., Jersey City 5, N.J. 


y _. YEAR AFTER YEAR 
§5% OF ALL NEW OIL BURNERS 
ARE EQUIPPED WITH... 


For many years DIELECTRIC ignition assemblies have been the overwhelming choice fof 
new burners or as replacements. They’re ahead for 5 big reasons: 


BETTER SERVICE ON NEW DESIGNS * QUICK DELIVERY OF STANDARD PARTS 
AUTOMATIC PRECISION PRODUCTION ¢ HUNDREDS OF STYLES « LOW PRICES 


DIELECTRIC electrodes are the finest available in standard types and in special sizes and 


DIELECTRIC also makes high tension cable assemblies and bus bars for transformer and 


Go DIELECTRIC and you'll never again settle for lessee 
quality or service. 
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Colo. The administrative group is ex- 
pected to be in full operation there by 
January 1, 1954. 

W.A. Mietaniien vice president in 
charge of Shell’s Tulsa area, will head 
the new office as vice president in 


Atlantic Refining Co., Philadelphia, 
Pa. The awards will cover the aca- 
demic year beginning next September. 
The company stated that the awards 
were made for the purpose of encour- 
aging outstanding undergraduate and 
graduate students in techniques con- 
nected with crude oil production. 


George Martin has been appointed 
general service manager, Trailmobile, 
Inc., Cincinnati 9, Ohio. He succeeds 
E. W. Barnekoff who was recently pro- 
moted to director of purchases. Martin 
joins Trailmobile from Willys-Over- 
land Motors where he had been gen- 
eral parts and service manager. 








charge of the Rocky Mountain area. 





He will move to Denver August 1. 





Shell Chemical’s new Terminal 
for Pittsburgh Area opens 


SHELL CHEMICAL CORP., New York 
20, N. Y., has announced the open- 
ing at Industry, Pa., of a new storage 


“SPARKLER FUEL OIL FILTERS 


..- have saved me a lot of grief 
in servicing burners” 


—says one fuel oil dealer. If you keep the fine tank rust out 
of the fuel line you don’t have clogged burner tips. The rayon 
filtering element in a Sparkler filter does just this, con- 
sistently all during the heating season. 


and shipping terminal designed to give 
improved service to customers of that 
company in the Pittsburgh area. 

The 15-acre terminal includes over 
2Y%-million gallons of storage facili- 
ties for acetone, alcohols, ketones and 
other chemical products. Shell-owned 
facilities on the Ohio River will barge 
in these products from its plant in 
Houston, Texas. At Industry, the prod- 
ucts are stored for shipments by tank 





OB2 





truck, tank car and drum, Deliveries 























are expected to be made over a 150-mile Model Service Recommendations 
tad:us. SH-3 for space heaters and other small burners 
OB-2 for average home burner 
Atiantie Refining Co. offers OB-4 for apartment buildings and small steam boilers OB8 
Scholarships to Universities OB-8 for industrial burners Available from olf 





oil burner jobbers 
Write G. Harry DeGraw for particulars 


SPARKLER MANUFACTURING CO., Mundelein, Illinois 


MAKERS OF FILTERS FOR THE PETROLEUM INDUSTRY FOR OVER A QUARTER OF A CENTURY 


FOURTEEN UNIVERSITIES and colleges 
in the South, Southwest and Middle 
West have accepted awards for fellow- | 
ships or scholarships offered by The | | 
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‘VENTA LAR™ 
9 WHISTLING TANK FILL SIGNAL 


Over 4,000,000 VENTALARM Signals 

are now installed on home fuel oil tanks. 
These have been sold or given away by 
more than 4,500 major and independent 
fuel oil dealers. What better proof that 
VENTALARM Signal provides a necessary 
service in the most effective way? 


BLUE RIBBON BENEFITS 
FOR THE OIL HEAT CUSTOMER 


S$ VENTALARM Signal puts an end to 
spills and splashes that damage house 


BLUE RIBBON BENEFITS 
FOR THE FUEL OIL DEALER 


VENTALARM Signal guarantees proper 
fill conditions. When the whistle 


blows, you know fill pipe connections 
are right, vent pipe is free and clear, 
tank is sealed. You just fill ‘til the 
whistle stops. 


VENTALARM Signal saves up to 30% of 
delivery costs. Every stop is a drop. 
No spills. No delay for a check on tank 
contents. No call-backs to increase 
time and equipment costs. Fewer 
complaints to investigate. It frees be- 
tween one and two hours of truck-man 
time a day for additional business. 


VENTALARM Signal gives you a dra- 
matic sales advantage. Time and again 
it proves to be that extra spark needed 
to held regular customers; to convert 
call-in customers to a keep-full basis; 
to revive interest on the part of a lost 
customer or old prospect. 


siding, grass and shrubs. Odorous tank 
“weeping” due to overfilling is ruled 
out. Tracking through the house be- 
comes a thing of the past. 


thought of oil delivery time. No wait- 
ing around. No home entry. Oil de- 
livery becomes as automatic for the 
customer as his electricity and water 


supply. 


VENTALARM Signal takes the irritating 
“ifs and maybes” out of oil delivery. It 
makes for that peace-of-mind that 
comes only in knowing for sure that 
fills will be safe, clean, automatic; that 
the service is the best of its kind. 


NO BETTER INVESTMENT VENTALARM Signal is a positive signal. 


It whistles with the pumping of the first gallon. | No electrical wiring involved. 
No moving parts to wear. | No servicing needed. | Good for the life of the tank. 
And its cost comes back to you in delivery savings during the very first season. 


SEE YOUR REGULAR SUPPLY HOUSE 
for VENTALARM Signal in a variety’ of models and sizes that 





See us at the Show 
will satisfy any new or old tank vent pipe conditions. Booth 221-222 


SCULLY SIGNAL COMPANY ais, russes ce nonicr: 





under U. S. and Foreign Patents 
and Patents Pending. 


76 First Street, Cambridge 41, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 


Makers of SCULLY GAUGE, Combination VENTALARM GAUGE and FASFILL Connectors 
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New Products 


Webster Delaytrol Valve 
available in new Model 


WEBSTER ELECTRIC announces the addition of a new type 
“Delaytrol” delayed-opening valve. This unit is complete 
in itself and is 
available as an ac- 
cessory for instal- 
lation in the noz- 
zle line of any 
oilburning instal- 
lation. Delaytrol 
delays the deliv- 
ery of oil to the 
nozzle 6 to 8 sec- 
ondsoncold 
starts, allowing motor to come to full speed. This estab- 
lishes full draft and assures complete atomization and the 
proper amount of air for combustion. 

On the shutdown, Delaytrol provides instantaneous cut- 
off by extinguishing the flame while draft fan is still operat- 
ing at full speed. Sooting of flue passages, nozzle tips and 
electrodes can be greatly reduced; combustion rumbles, 
puff-back and start and stop flutter can be eliminated. 
Delaytrol operates normally closed in any position. Its 
small size and unique “straight-through” design permit 
mounting directly on the fuel-unit or at any point along 
the nozzle line. Line pressure helps to maintain firm seating. 
Male inlet and female outlet fittings make installation easy. 
No special fittings are needed in most cases. 

Made by: Webster Electric Company, 1900 Clark St., 
Racine, Wisc. 





Circle J35 on Card 


National Fuel offers 
Mix-Mor combustion Head 


THE MIX-MOR combustion head is a one piece casting which 
is inserted in the blast tube instead of the ordinary end cone. 
Based on a principle which is entirely new to the industry 
according to the manufacturer, there are no adjustments 
required beyond the first installation. Without any moving 
Parts and with no small orifices the new head is easily 
installed and raises the combustion efficiency to a consider- 


able extent. 
eloil 
oilheagy 


Instructions for installing are well illustrated and simple. 
A 5/32” hole is drilled through the top of the blast tube, 
the head inserted and fastened with a self-tapping screw 
that is supplied with the device. 

Made by: National Fuel Conservation Co., Inc., 257 
Battle Ave., White Plains, N. Y. 


Circle J36 on Card 


Fulflo Filters adapted as 


boiler water Clarifiers 


COMMERBIAL FILTERS now has Fulflo filters for use as a 
boiler water clarifier. These are the regular standard oil- 
burner models 
used for micro- 
scopic _ clarifica- 
tion of heating 
oils. The regular 
standard oilburn- 
er type Honey- 
comb filter tubes 
also are used in 
these filters. 

Connected on 
the inlet side toa 
tee at the lower 
gauge glass con- 
nection, the filter 
is kept as close to 
the boiler as pos- 
sible. Piping or 
tubing from the ; Le 
filter to the drain outlet must not be segubateil Fulflo filter 
FB4 is for use with small boilers, FB8 or FB10 for medium 
or large boilers. 

Made by: Commercial Filters Corp., Melrose 76, Mass. 


Circle J37 on Card 








Fitzgibbons new small Boiler 
for hot water heating Systems 


FITZGIBBONS has made the first shipment of its new #7701 
steel boiler for all types of hot water heating systems, me 
ticularly modern panel and baseboard : 
in smaller homes. The boiler has a net 
rating of 510 sq. ft. hot water, or 77,- 
000 Btu, and a maximum gross output 
of 115,500 Btu when oil or gasfired. Its 
construction and ratings are certified 
by compliance with both the ASME and 
sBI Codes. It’s a round boiler 24” in 
diameter and a trifle over 5 ft. in over- 
all height. Its many small, fully-sub- 
merged, vertical tubes baffled by spin- 
ner blades break up and sift the hot 
core of gases and insure efficiency. The 
tubes are rolled in and flared to per- 
mit easy, inexpensive replacement. 
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"Use quickdraft 


THE DRAFT CREATOR 


that makes all chimneys friendly 


ON MODERNIZATION AND 
NEW CONSTRUCTION 


bigger profits... 
warmer friends 


Now you can assure your customers against 
trouble with condensation on gas-fired heating 
plants—puffing, sooting and pulsating on 
oil burning equipment—smoking, puffing and 
clogging on coal furnaces—common diffi- 
culties caused by faulty or inadequate draft. 


Short chimneys used in today’s one-story and 
basementless homes do not provide sufficient 
draft to support full combustion and carry 
off all troublesome combustion products. 
Popular outside chimneys require longer to 
heat up and establish necessary draft. Long 
runs and els in smoke pipes and angles in 
chimneys cut down draft. ‘ 


quickdraft overcomes these faults immediately 
and effectively. It creates full draft when 
firing begins and drives combustion products 
up the chimney. It operates through the 
firing period but does not “build up” excessive 
draft. quickdraft places no obstructions 

in the smoke pipe. 


Simple, fool-proof, built for long service, 
quickdraft is reasonably priced . . . consumes 
no more current than a lamp bulb... and 
quickdraft is as easy to install as a length 
of smoke pipe which it replaces. 


To make bigger profits and warmer friends, 
use quickdraft to prevent draft trouble on 
new construction, and 

to correct draft 

trouble on moderniza- 

tion work. 


Write or 

* wire for 

’ Installation 
Manual 
and details. 


SRLS ¢-Fo- Tay 


COMPANY 


DIVISION OF THE HALL’S SAFE COMPANY, INC. 


1640-C Cleveland Ave., N. W. 
Canton 3, Ohio 
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Domestic hot water, without the need of a storage tank, 
is furnished by a newly developed, “oversize” Tanksaver 
rated at 3 gpm. This extruded surface coil is installed ver- 
tically through the top head and its operating control is 
located to act as quickly as 5 seconds after water is drawn. 
A 9” by 14” insulated access plate above the burner pro 
vides plenty of elbow room to inspect the combustion cham- 
ber and clean the firebox. The top of the smokebox is easily 
removed without disturbing the smokehood, and the tubes 
can be brushed out quickly. 

Standard equipment furnished with the #7701 boiler 
includes a steel base, smokebox, 3 gpm Tanksaver, insulated 
flush jacket, combination thermometer-altitude gauge, spin- 
ner blades, flue brush and rod and sBI water treatment. 


Made by: Fitzgibbons Boiler Co., Inc., 101 Park Ave., 
New York 17, N.Y. 


Circle J38 on Card 


Red seal bulkplant Meter 
features Auto-Stop Control 


LOWER LOss of head and improved cut-off control have been 

achieved by the new 3” Red Seal Auto-Stop meter with 

a completely re- 

designed Auto- 

Stop valve. Cor- 

rectly sized for 

loading racks, the 

new meter has 

also been changed 

from a horizontal 

to a vertical out- 

let for direct con- 

nection to the 

loading arm riser, eliminating extra fittings when installing 

it in the average bulkplant. At maxmum 350-gpm. rate of 

flow, the loss of head through the meter and valve assembly 
is cut nearly in half. Pressure loss is said to be negligible 
when compared with total friction losses through the pip- 

ing, valves and other fittings in the bulkplant system. 

Closely controlled by the “double-trip” Auto-Stop register, 

the new valve features a cushioned stop that slows down 

the rapid flow of oil or gasoline an instant before it trips 

shut, thereby permitting extremely accurate cut-off with no 

hydraulic hammer. 

Measuring chamber is the standard Red Seal oscillating 
piston type, developed especially for sustaining accuracy 
and low maintenance in metering petroleum products. 
Other features of this new Red Seal 3” Auto-Stop meter 
are: Patented change gear shifter which permits quick, 
accurate, non-drifting calibration adjustments; push-but- 
ton, shuttered totalizer, and large, easy to read numerals. 

Maximum rate of flow is 350 gpm. Meter has ASME 
flanged connections, with vertical inlet and outlet. 

Made by: Neptune Meter Co., 50 W. 50th St., New 
York 20,N. Y. 
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G-E announces new Line 
of general purpose Relays 


A COMPLETE LINE of general purpose relays, featuring 
longer life and greater flexibility of application, has been 
announced by the 
General Electric 
Company’s Con- 
trol Department. 
Operating life of 
the new relays has 
been extended by 
use of a braided 
shunt and reposi- 
the 


shunt to reduce 


tioning of 


tension and wear. 
Use of stand- 
ardized 


form relays with 


open- 


conversion kits, which may be stocked separately, provides 
units with greater utility and permits reduction in inven- 
tory. Conversion units are available for metal and com- 
pound base backmountng, base receptacle and relay jack- 
plug applications, and explosion-proof enclosures for dust 
tight and Class 1, Group D service. 

The new relays, designated as CR2790-E, are rated from 
6 to 300 volts; 60, 50 and 25 cycles plus d-c; and 10 amp 
continuous contact rating. Contact arrangements include 
double-pole single-throw, double-pole double-throw, and 
single-throw double-break. 

They may be used as starters for small a-c motors where 
motors have sufficient overload protection, They also are 
recommended for application in electronic equipment and 
air conditioners, where small space and long relay life are 
major factors, 

Made by: General Electric Co., Schenectady, N. Y. 
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Silvertop offers three types of steam Traps 


V. D. ANDERSON now is manufacturing three types of Super- 
Silvertop Steam. Traps, depending upon the speed with 
which air should 
be vented from 
steam-using 
equipment. De- 
signed for various 
air venting re- 
the 
three types are: 
standard inverted 
bucket trap, air 
elirainator 


quirements, 


trap 
for fast elimina- 
tion and series B 
trap for extreme- 
ly fast exhaustion of the air from the system. The traps are 
made for pressures up to 700 psi, temperatures up to 800° 
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Horizontal Furnaces Opening 
New Profit Opportunities 


Heating Contractors Help Builders Beat 
Rising Costs and Make Money Doing It 


Keeping the cost of new homes within the reach of potential 
buyers is a major problem today. Builders and contractors are 
meeting it in two ways: First, to beat the high cost of single lots, 
they are developing large tracts of land and building many homes 
at the same time. Second, they are eliminating every possible costly 
feature—basements, garages, even service rooms. 


New "Besser Junior" Opens New Field 


This is opening up a whole new field of opportunity for the heating 
contractor and distributor—the sale and installation of underfloor 
central warm air heating systems. The sensational NEW "Besser 
Junior’ makes central heat possible in even the lowest cost homes. 


The Besser Horizontal Furnace Needs No Basement or Utility Room— 
Can be Installed Under-floor or Overhead 


Because of the great savings, more and more builders are turning 
to the new type horizontal, oil-burning furnaces. A central heating 
system adds value to any house, makes it easier to sell—is far 
superior to floor furnaces. Now, the NEW "Besser Junior" brings 
central heat within every price range. 


Here's Where Profits Are Made 


Bidding on the big jobs is always competitive, so where do you 
come in? Here's the answer: to start with, you've got something 
to sell—the answer to a builder's prayer—a way to put central heat 
into every house without the cost of a basement or utility room. 
That's a natural advantage. Now, the cost is lower than ever. 

Still, you may have to figure closely, so where's your profit? Right 
here! _ Service ca!l-backs are what eat up your profit. When you 
install a Besser Horizontal, service calls are fewer—far fewer— 
because only the best goes into a Besser! Properly installed, it's 
virtually trouble-free. Call-backs will be few and far between. 
Every Besser is fully guaranteed . . . because it's built to last! 


Besser Plant Facilities Expanded 50% to Meet Growing Demand 


Dual Sales Possibilities—Overhead, Underfloor 


Quiet, automatic Besser Horizontals are equally adaptable to 
overhead installation on commercial jobs where floor space is at a 
premium. One furnace gives you a double sales potential. Full 
range of sizes to meet every job need—delivered to you assembled, 
ready to install. 


New Territories Opening—Inquiries Invited 
Greatly expanded plant facilities make it possible to serve a larger 
area. Distributor franchises and dealerships in certain areas offer 
a real opportunity for profit in a product you can sell with confi- 
dence. Inquiries from aggressive Manufacturer's Agents invited. 
For full information write: Besser Metal Products Corp., 754 Clement 
Ave., P. O. Box 4064, Charlotte, N. C. 
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Gul HAS THE ANSWERS — Plasticord and Plasti- 
cote wires are available in standard construc- 


tions or custom built to specifications. For a practical solu- 


tion to unusual insulated wiring’ problems, call or write. 
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F., and capacities up to 48,600 Ibs. of steam per hour. They 
are made in sizes 1/2 to 2” in cast semi-steel (and stecl) 
with valve and seat of Anderloy. 

Advantages claimed for Super-Silvertop Traps incluce: 
three-pipe connections in the head permit quick instalia- 
tion and eliminate extra fittings; body of the trap can be 
removed without disturbing a single pipe fitting by remov- 
ing the head bolts; a guided bucket which eliminates bucket 
swing and trap damage, and the valve and seat made of 
special Anderloy, developed to meet the abrasion and cor- 
rosion conditions of steam. 

Made by: V. D. Anderson Co., 1935 West 96th St., 
Cleveland 2, Ohio. 
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Acker offers new deaerating 
and equalizing Systems 


THE ACKER deaerating and equalizing system, for use with 
large and small heating, processing and other equipment 
systems, conserves condensate by feeding boilers only with 
deaerated water. These equalizing systems clear the way 
for steam travel, automatically feed condensate or make- 
up water to the boiler and deaerate all water fed to the 
boiler through the equalizer system. 

Adaptable to any conditions operating up to 250 lbs. 
of pressure that function without pumps or other mech- 
anisms they can be used with or without individual traps, 


In what is believed to be the first installation of its kind, 
this Smithway T-15-Z meter is mounted inside the cab of 4 
transport used for the delivery of hot #5 and #6 fueloil. 
By locating the meter in the cab the heat from the truck 
cab heater keeps the fueloil in the meter fluid even in ine 
coldest weather. 

Equipped with a set-stop, large numeral counter-print- 
er combination, air eliminator and strainer, it is easily 
mounted. 


Made by: The A. O. Smth Meter Div., 5715 Smithway 
St., Los Angeles 22, Calif. 
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Compact General All-Copper 





Tankless Water Heaters... 


Heavier Gauge Steel 
Outside Jacket 


Give you 
more tubing 





in smaller 


shell 


XS oo 
Rugged Octagon 
Wrench Grips“ 





e low cost 





More compact . . . more efficient . . . 

these General All-Copper Tankless Heaters 

have been engineered to take full 

advantage of the space within the heater 

shell. They contain as much, 

or more, tubing as ‘“‘bulkier” heaters of 
equal capacity. 


General’s Unique ‘‘Whirlpool Spiral’ Design 


Continuous copper tubing within the shell 
spirals in and out ... is evenly 

distributed, provides better tube spacing, 
free boiler circulation, more uniform 

heat transfer, and permits using more tubing 
in the same volume. 










You Save Time and Labor 
One man can easily make the entire installation. 


You save time and back-breaking 
labor .. . your customers get piping hot water 
at low cost. And these General All-Coppers 


are attractive ... blend with modern 
surroundings. Check all the advanced features TANKLESS AND INDIRECT WATER HEATERS 


of these high quality Heaters... AND HEATING SPECIALTIES 
sizes for every home, apartments, hotels, 


country clubs. Write for new illustrated folder. 
General Fittings Co., 
125 Georgia Ave., Providence 5, R. I. 


Portable 
business 
detector 


IT’S ALL HERE — 
hose and tools are 
carried in the con- 
tainer. 


A Pullman furnace and boiler vacuum 
cleaner pays for itself by getting you 
into the cellar where profitable service 
jobs are detected. Year after year, 
more and more Pullmans are in use 
because it is: 


QUICK TO SET UP Pullman is car- 
ried in by one hand; weighs only 
30 Ibs. Has no outside bag to snag or 
tear. CONVERTS IN 2 SECONDS TO A 
POWER BLOWER. 


QUICK TO USE Powerful, heavy- 
duty motor creates a strong suction 
that cleans thoroughly without re- 
tracing strokes. 


QUICK TO EMPTY 1" bushel elec- 
tro-welded container holds full day’s 
work. Throw-away paper filters main- 
tain maximum suction; makes dis- 
posal easy. 


MFR: PULLMAN VACUUM CLEANER CORP., Boston | 9, Mass, 


se ee eB SB BSB SB SSS SES EES SSS SS SESS eS SS eee 


PULLMAN VACUUM CLEANER CORP., BOSTON 19, MASS. 


Without obligation to myself, please have my local jobber give me 
a 5-minute demonstration of the Pullman Vacuum Cleaner. 





SIGNED 





COMPANY 





STREET 





CITY ZONE STATE 
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or with needle type valves (orifice valves) which were in 
use before traps were invented. Make-up water can be 
handled at temperatures of 212 degrees or higher. The 
equalizer may also be used as a liquid conveyor for many 
industrial purposes. 

Manufactured by: The W. M. Acker Organization Inc., 
3167 Fulton Road, Cleveland, Ohio. 
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Portable combustion Analyzer 
for commercial Applications 


A COMMERCIAL PORTABLE, all-electric complete combustion 
analyzer which measures COs temperature and draft on 
one meter is now 

being produced 

by Victory Engi- 

neering. The in- 

strument, Model 

140-C, powered 

by a dry cell has 

the following fea- 

tures: glass coat- 

ed electronic ther- 

mistor; gas anal- 

ysis cell with built 

in temperature 

compensator, filter-drier, compensated thermocouple lead, 
and two 30” probes. Longer probes are available. 

Flue gas temperatures are taken at the same point as the 
CO. measurement, and a series of readings may be taken 
without moving probes. 

Made by: Victory Engineéring Co., Springfield Road, 
Union, N. J. 
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American-LaFrance develops 
one-man, wheeled Extinguisher 


A NEW POWERFUL one man fire-fighting, wheeled engine 
for extinguishing large scale B and C fires has just been 
introduced 
by American-La- 
France - Foamite. 
With a capacity 
of 150 lbs., the 
Model 150 dis- 
charges free-flow- 
ing, quick-smoth- 
ering Alfco Dry 
Chemical com- 
pound which pro- 
duces a smother- 
ing action at the 
blaze. 
The Model 150 
is 450 Ibs. when 
fully charged and 
is easily wheeled, 
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maneuvered and operated by one man. It carries the in- 
spection and approval label of Underwriters’ Laboratories 
with B and C classification. 

With a discharge range of from 20 to 25 feet a cooling 
effect is produced by the pressurized discharge which enables 
the operator to move up quickly on the fire, The active 
fire destroying agent is dry nitrogen with a sustained op- 
erating pressure of 200 psi during the entire period of 
discharge. All the contents can be discharged in about 45 
seconds if necessary. 

Made by: American-LaFrance-Foamite Corp., Elmira, 
N. Y. 
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Thatcher cooling Units for Homes & Stores 


THATCHER announces a new line of summer cooling units 
for homes and stores. Attractively finished in maroon and 
gray, both series 
are constructed 
with the follow- 
ing features: A 
semi- hermetic 
compressor con- 
densing unit that 
is bolted to a 
spring - supported 
base for assurance 
of quiet opera- 
tion; firmly 
mounted blower 
for cool air de- 
livery; tappings 
for water connec- 









tion from either 
side. Ample insulation to prevent external condensation. 
On home units, which are intended for installation with 
a Thatcher heating unit on one common duct system with 
a damper arrangement, a heating and cooling thermostat 
with relay is supplied; store units are furnished with a 
three position switch with temperature control. Refrigerant 
is Freon 12. 


Made by: Thatcher Furnace Co., Garwood, N. J. 
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Service-Master truck Body improved 


NEW FEATURES and improvements in the Service-Master 


pacity of lower 
rear compart- 
ments; redesigned 
double - panel 






doors; rearrange- 
ment of parts bins 
and shelves, 
which are stand- 
ard equipment; 
and a hinged 
















Lamneck precision made 


FITTINGS 


cut time and 


labor costs 
































Easy to handle Lamneck Fittings 
cut costs because they slip to- 
gether quickly and easily, saving 
time and labor. Lamneck Fittings 
are quality fittings made from 
premium 24, 26 and 28 gauge 
Zinc Grip steel. Elbows adjust 
easily. Duct fits snugly. Locked 
in place by patented snap lock 
connectors. Compare Lamneck 
quality, appearance, and features 
with any other fittings. 





Use profitable Lamneck Fittings on 
your next job! You'll b> glad 

you did! You’ll make more profit 
and find it easier to make sales. 






ASK YOUR WHOLESALER ABOUT THE MANY LAMNECK ADVANTAGES 


Clayton & Lambert Mfg. Co. 
1701 Dixie Highway 
Louisville, Ky. 


Write for free catalog or name 
of your nearest wholesaler 













FURNACE PIPE 
& FITTINGS 





4 For full details 
consult the 
Lamneck Man.. 


He’s Your 
Lamneck Wholesaler 









apt | Another Great 
eck C. & L. Product 




























your best bet i. 


PANELOK 


Heat-Resisting 
Stainless Stee] 








In every way, Panelox combustion chambers 
are your best bet for conversion from coal to oil. 
They greatly increase heating area of the heat 
exchanger; provide faster heat transfer, better 
heating performance, cleaner combustion; elim- 
inate override for more uniform control; save fuel. 


Panelox chambers are easy to install—inter- 
locking panels slide together without tools. 
They save freight—weigh just a fraction of other 
types. No breakage in shipment or handling. 
Easy to stock—panels nest together in compact 
cartons. Sizes for every shape of installation. 





NOTE: Proper installation is 
important. Old refractory or 
fire brick must be removed. 
There must be absolutely no 
insulation or backfill between 
Panelox chamber and heat 
exchanger or furnace casing. 
At least 2” space must be 
allowed between chamber 
and heat exchanger. 


TT TFET 
¥ 5) 


Zz any 


A DLL 





Interlocking panels— 
quadruple thick at 
seams for extra 
strength and rigidity. 





Individual panels slide to- 
gether to fit a wide range 
of chamber dimensions. 
Heat from Panelox is absorbed 
directly into walls of heat 
exchanger for fast heat trans- 
fer, maximum efficiency. 


STEFCO STEEL COMPANY 


Heating Equipment Div. + Michigan City, Ind. 


Write today for 
full details, sizes, prices! 
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cover over parts bins to provide additional shelf space. 
Exposed sections of the all-steel body are sanded and 
sealed to assure a smooth exterior finish, Edges on doors, 
shelves, and bins are safety rolled to prevent cuts, and 
snagging of clothing. Compartment doors are fitted with 
recessed, slam-action catches and cylinder locks, keyed 
alike. 

The bodies are made to fit Y2, 94, 1, and 112 ton chassis. 
They are available in prime for shipment, or painted and 
installed on the user’s truck chassis. Optional equipment 
includes overhead rack with adjustable ladder and material 
brackets, telescopic roof and endgate enclosure, side- 
mounted pipe carrying brackets, vise bracket with pipe 
support, and combination rear bumper and step. 

Made by: McCabe-Powers Auto Body Co., 5900 N. 
Broadway, St. Louis 15, Mo. 
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New radiator Valve has plastic Packing 


SPRING-LOADED plastic packing that requires no mainte- 
nance and performs equally well on both steam and hot- 
water systems is a 
feature incorpo- 
rated in a new 
pneumatic radia- 
tor valve devel- 
oped by Minneap- 
olis - Honeywell. 
The valve, called 
the VOSIA, is a 
direct - acting, 
fully modulating 
type designed for 
radiators and con- 
vectors having 
limited _ installa- 
tion space or re- 
quiring neat appearance. It is especially suitable for con- 





cealed convectors and all other convector and cabinet- 
radiator applications where space is at a premium. The 
plastic (Teflon) packing lasts three to four times longer 
than graphite, never needs adjustment and will not stick 
or leak even after remaining in one position all summer. 

The valve can be repacked under pressure without shut- 
ting off the radiator or convector, made possible by a new 
back-seating feature, which is particularly advantageous 
on water systems, since it eliminates the necessity of their 
being drained. The valve comes in four body styles, each 
available in four port sizes and two pipe sizes. 

Space problems that usually confront the installer when 
hooking up radiators or convectors are eliminated, for the 
small-sized operating assembly can be easily unscrewed 
and removed to facilitate body installation, and the opera’ 
tor can be rotated fully to permit easy connection of the 
air line in any position. 

Made by: Minneapolis-Honeywell Regulator Co., Min: 
neapolis, Minn. 
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Williams introduces Air-O-Matic 
residential airconditioning Units 


AIR-O-MATIC, a residential cooling unit for use with forced 
warm air heating installations, is now being produced by 
the Williams Di- 
vision of Eureka- 
Williams Corpo- 
ration. A> new 
addition to the 
Williams’ lines, it 
enables the com- 
pany to furnish 
complete residen- 
tial year-round 
aircondi- 
tioning equip- 
ment. 

Air-O-Matic is 
available now in 
two capacities, 2- . 
and 3-ton, and a 5-ton unit will be added soon. The unit, 
enclosed in a heavy-gauge steel cabinet insulated with 1” 
thick Fiberglas and finished in blue-green Hammerloid, 
utilizes the duct system, air filters and blower of the forced 
warm air heating plant and thereby holds installation cost to 
the minimum. Air-O-Matic occupies 5/2 feet and may be 
installed next to or remote from the heating installation. 
No seasonal changeover servicing is required, all parts are 








Licensed under 
U. S. Pat. 


See us at Booth 205-6, Boston Show 





Product of MARIETTA METAL PRODUCTS CORPORATION 
MARIETTA, PENNA. 











MODEL 600S-4 
3.00 to 6.00 G.P.H. 


MODEL 4005S 
0.50 to 3.00 G.P.H. 
es 6@@eeeesev ees 


MODEL 2000S-5 
8.00 to 12.00 G.P.H. 


MODEL 800S-4 
4.00 to 8.00 G.P.H. 


How would you like to sell the “consumer-demand” features 
of the High Temperature Combustion Head . . . a feature 
that helped to put and keep the sales of U. S. oil burners in 
first place for the past twenty-eight months in a major metro- 
politan market? How would you like a franchise that means 
bigger, better profits for you? Interested? Want more details? 


Contact your supplier or write us, today. 





Good news for you— 
and your customers! 


Anti-spilling depressed 
cover...over 200 sq. ins. 
of filtering surface ... 
stops dirt down to .0002 in. 

. more than 100 g.p.h. 
gravity flow capacity... 
7,000 gal. per year dirt- 
retention life. 


Purolator Filter Refills are interchange- 
able with other popular filters. 


... the new 


rOlator micronic 


Oil Burner Fuel Filter 


V Fewer service calls for you! 
/ More dependable heat for your customers! 


Made by the makers of famous Purolator* Micronic 
Automotive Filters—standard on America’s quality 
cars—this new oil burner filter brings you installa- 
tion and service advantages that put it at the top 
of its class! 

Write for specifications and name of your nearest 
supplier. *Reg, U.S. Pat. Off. 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 
Factory Branch Offices: Chicago, Detroit, Los Angeles 


PUROLATOR 


WORLDS FINEST r OL FILTER 
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readily accessible and the sealed compressor carries a five 
year warranty. 

An auxiliary blower may be installed in the unit when 
additional air delivery is needed in unusual duct distribu- 
tion systems. Freon 12 is the refrigerant used and the two- 
cylinder sealed compressor unit is water-cooled and pres 
sure-lubricated. The condenser is also water-cooled. Air-O- 
Matic is shipped from the factory as a packaged unit. 

Made by: Eureka-Williams Corporation, Bloomington, 
Ill. 
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Schori Process offers 
laminated Tanks and Ducts 


FERRO-CO is now fabricating to specifications, tanks and 
ducts without limitation as to size and shape, of Iolyte, a 
Fiberglas rein- 
forced polyester 
laminate. No 
molds are used 
and the manufac- 
turer states the 
following advan- 
tages: Economy 
of manufacture 
and faster deliv- 
ery; no problem 
of chipping, craz- 
ing, cracking, 
scratching 
or other damage; not a coating but a chemical resistant 
structural plastic throughout; capable of withstanding high- 
er temperatures than vinyls, rubber, polyethylene, etc.: 
1/5 of the weight of steel; no tapering, as molds are not 
used making the entire area available; sizes and shapes not 
limited. In addition, Iolyte tanks are installed easily and 
are recommended for corrosive fumes. 

Made by: Schori Process Division, Ferro-Co Corp., 811 
43rd Road, Long Island City 1, N. Y. 
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ATOM-IX liquid Additive 
for light and heavy Fueloils 


BELL’S ATOM-IX, a liquid chemical compound added to all 
types of fueloils for hotter flame and cleaner burning, has 
been developed for domestic, commercial, industrial and 
marine oilburners. ATOM-IX is intended to change the 
molecular structure of all fueloils, including Nos. 5 and 6, 
to attain more complete combustion. This results in higher 
thermal efficiency with less carbon residue. 

The additive also cuts down oilburner maintenance prob- 
lems by reducing rust-causing condensation, and by brea- 
ing up sludge. ATOM-IX is added to fueloil in the ratio of | 
gallon to 2500 gallons of light or heavy fuel. No agitation 
is necessary. 

Made by: Bell Laboratory Inc., Orlando, Fla. 
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Vacu-Master with two 
Motors now available 


EMPIRE CHEMICAL now is offering the Vacu-Master with 
a motor to provide 56” water lift vacuum and a second 
motor to ventilate 
the power unit in 
order to keep it 
free of water and 
dirt. This unit 
provides for one- 
person operation 
in wet and dry 
pickups as well as 
in furnace clean- 
ing. Quiet in op- 
eration, it is light 
weight and has 
easy-rolling cast- 
ers. The cleaner 
holds a bushel of 
dirt or ten gallons 
of water, passes 
over 220 cubic 
feet of air per minute and eliminates the need for sweep- 
ing before scrubbing operations. After scrubbing the Vacu- 
Master picks the scrubbing solution by suction off floors 
of wood, brick, mosaic, inlaid linoleum or other types 
When used as a furnace cleaner it operates with a dis- 











OIL TANKS 


for 
Basement or Underground 


Price domestic fuel oil storage tanks are man- 
ufactured to Underwriters specifications and bear 
Underwriters labels. 

















Obround Basement 

(Vertical or Horizontal) Round Underground 
Cap. in Cap. in 
Gals. Gauge Size Gals. Gauge Size 
275 140r12 27x 44x60 285 12 38x 60 
220 140r12 27x 44x48 550 12 46x 76 
235 140r12 22x44x60] 1000 10 52x 110 
275 12 22 x 44 x 72 











Write Today for Catalog and Prices 


PRICE 


FIREPLACE HEATER & TANK div. 
: PRICE NATIONAL CORPORATION 


237 Jackson Rd 
Hatboro ‘Philudelphia), Pa 


L€101 ra 














452 W. Austin Street 
Buffalo, N Y 












Now 

















ONE GAUGE FOR 
All INSTALLATIONS 





with the newly improved 


Xtchedlés \ININERSAL” 


oil tank gauge 


IT’S WEATHERPROOF! . . . Ideal for both indoor and 
outdoor use. You have to stock only one gauge for 
all installations. 


NEW TYPE PLASTIC HEAD is hermetically sealed ... 
makes it absolutely leakproof, dustproof and shock- 
proof. Pressure-tight, too. 


POSITIVELY PREVENTS FUMES and seepage from leak- 
ing out. This is because there are no holes. A per- 
manent magnet transmits float-arm action. 


EASY-TO-READ “‘DUAL DIAL” saves time and effort in 
checking and filling tanks. 


EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 8 Rock- 
wood Street, Rochester 10, N. Y. 





DEPENDABLE § ACCURACY 


MANUFACTURING COMPANY, 


DIAL THERMOMETERS 


INC. 


GAUGES AMMETERS 


ely 
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posable paper filter flameproof bag which holds one bushel 
W | N N | N G N U | B a aS of dirt. This bag is inside the can above the dirt while the 

Vacu-Master is in operation. The dirt is bagged when the 
can is turned upside down after use. The outer cloth bag, 


reinforced with a wire frame, surrounds the paper bag 
and eliminates bag blowouts. 


9 Made by: Empire Chemical Prods. Co., 10 Longworth 
St., Newark, N. J. 
al = Circle J52 on Card 
_American Radiator year- 
| round Unit available 
= | AMERICAN RADIATOR now is producing twin heating and 
| cooling units that combine the Seneca, a winter aircondi- 


| 
|tioner, and the 
NUMBE For pressures up to 75 | M fai 
Ibs. This self-closing, | | wd -_ * — 
float- operated valve | mer aircondition- 
gives positive action 'er, for average 
for such large capac- | size homes. Com- 
ity, continuous venting | pletely automatic, 


sob | 
sige | the dual system 


in Hot Water Heating Vents 





Venting trapped 
mains and circulat- | worksonthe 


en | forced air princi- 
Venting hot water | 
convector radiators ple to provide a 
pn: gall caaaaae comfortable 

household tem- 
perature, even in 
extreme hot or 
cold temperatures. 
) To perform its cooling task, the Mayfair is equipped 
ited space, this self- a * | with hermetically-sealed refrigerant circuits in 2- and 
closing, float-operated | | 3-ton models. To round out this system, American-Stand- 
eee eG vig ea | ard offers the Magnefilter, an electrostatic air filter as part 
tinuous venting jobs as : ’ AUB - Van _ of the team, to remove dust, dirt and pollen. 
eC ee | IS, ) | Made by: American Radiator €& Standard Sanitary 
radiators - a | Corp., Pittsburgh 30, Pa. 


@ Venting baseboard ? | aa | Circle J53 on Card 
radiators . 


No air chamber required. Size 4% x 2!/,"'. 
Send for Catalog Sheet No. 7. 


For pressures up to 30 
Ibs. Designed for lim- 


valve provides positive 


N hamb d. Size 3-3/1 Wy". - ‘ ° ° a 
sadby Bg soorsdig moa Wye alata Trion introduces new air filter Tester 


A NEW “Dill dust-spot tester” has been announced by 
NUMBER > Trion, Inc. Designed to measure the efficiency of air filters 
v on the job, this new air filter tester is now available to engi 
A fast venting valve of neers and users of air cleaning equipment. 
ret Seapets The apparatus operates by drawing samples of dirty 
action make it ideally and cleaned air through filter paper. The efficiency of a 
siege en eae filter is determined by the amount of light transmitted 
ssenibiisianiabiliies anit: through the filter paper. This light is measured by photo- 
arn illite electric instruments. The filter test methods were developed 
radiators | by R. S. Dill, of the National Bureau of Standards. 
— ene Some of the features of the new air filter tester are a 
No air chamber required. Size 4 x Yo". Send | continuous record of filter efficiency over a period of time; 
toe apn: anben Fee. 72- | extremely accurate measurement; compactness and port: 
ability, the device weighing only 20 lbs. and flexibility in- 
asmuch as it can be used with any type of air filter. 
Made by: Trion, Inc., 1000 Island Avenue, McKees 
Rocks, Pa. 


3221 N. Pulaski Rd. | a 5 OFS 
Chicago 41, Illinois 3 G=S¥STEMS Circle J54 on Card 
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Make that next job 
a better job 


Uniform Leverage 
Adjustable Weight 
Adjustable Arm 


Industrial 
Draft-A-Justor! 


A small detail but a big difference 
because you'll help your customer 
cut his fuel bill 10 to 30%! The Pre- 
ferred Draft-A-Justor controls natural 
draft automatically. Statically bal- 
anced, easy to install and adjust, Can 
be mounted in any of the four posi- 
tions shown — because it is 100% 
statically balanced. 


Available in all sizes to meet 
your needs on any job. Write 
today for Bulletin 800 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY + NEW YORK 23, N. Y, 





COMBUSTION 


A CHAMBERS 


... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they‘re “tough” 
and give years of ‘flawless’. performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 


The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 

Special designs to meet furnace and boiler manufac- 


turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 











Sebring, Ohio © Phone: 8-614] 


GE CLAY FORMING CO. 








Mfg’s. of RADIANTS © BACKWALLS ¢ STOVE LINERS 


COMBUSTION CHAMBERS * INSULATING BRICK ¢ ELEMENTS 





PACKAGED 


UNIT 


SAVES INSTALLATION TIME=comes fully wired and 
equipped 

SAVES SERVICING TIME=only two parts to remove 

SAVES HANDLING TIME=shipped in easy handling, 
protective crate which won 
award in National Compe- 
tition 

@ SAVES SPACE=Compact, rugged, beautiful 
ECONOMICAL HEAT AND HOT WATER=—3 sensitive 
controls 


Modern home-owners have found VENKO the perfect 
solution to low-cost heat and hot water needs. Its three 
sensitive controls make it possible for VENKO to pro- 
vide a steady stream of heat and hot water at a 
amazingly low operation cost. 
VENKO is fully wired and equipped ready to operate, 
with burner, circulator and controls in place. Skillfully 
designed, VENKO’s prize-winning crate fits through a 
30” door, permitting one man to handle the entire unit. 
These features alone mean more and speedier installa- 
tions for you. 


WATERFILM BOILERS, INC. 
a division of L. O. KOVEN & BRO., INC. 
154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N. J. * Dover, N. J. 





You'll Save Call Backs 
When You 


Buy laco 


TEMPERING VALVES 


“an 
Adjustable for temperatures 
between 120° and 160° F. 


They S-I-R-E-T-C-H 
TANKLESS HEATER PERFORMANCE AND 
GUARD AGAINST EXCESSIVELY HOT WATER 


This means less complaints of “the 
water's too hot”’ or “‘the tankless heater 
doesn’t give enough hot water’. You 
also prevent high temperature water 
in dishwashers from baking food on 
dishes. 





SIZES 


Type ‘‘A'’ adjustable 
in %2” and 34” sizes; 
type ‘‘B'’ non-adjust- 
able 2” and 34”; and 
the type T adjustable 
17, 1%" ond 2”. 





MINIMUM SERVICE PROBLEMS 


Over a 13 year period, less than 3/10ths of 1% of Taco 
Tempering Valves sold have been returned for all reasons. 


Better Heating-Better with Taco 


TACO HEATERS, Incorporated 
137 South Street * Providence 3, R.1. 


READ TACO’'S OTHER ADS IN THIS ISSUE 
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. . . « New Products 


National Heater introduces 
Model “*D” warm air Uniis 


DESIGNED specifically for central heating system require- 
ments, National Heater has available a series of compact 
Model “D”’ units g 
for churches, % 
schools, auditori- 
ums and offices. 
The heaters are 
equipped with 
multiple, over- 
sized blowers op- 
erating at mod- 
erate speed and 
driven by resilient 
mounted motors, 
providing positive 
air delivery 
against long duct 





run resistance. 
Heat exchangers on the units are of welded, one-piece 
steel construction, Full chrome-nickel, stainless steel firebox 


of teardrop design and streamlined headers and multiple 


> 


convector tubes are enclosed in heavy casing formed to 
heater contour. Design of the heat exchangers utilizes the 
direct flame-metal-air principle of heat transfer. 

Made in 12 sizes (200,000 to 2,000,000 Btu’s), the units 
are designed for light oil, heavy oil, gas or combination gas- 
oil firing. 

Made by: National Heater Co., 2182 Cleora Ave., St. 
Paul 4, Minn. 

Circle J56 on Card 


Iron Fireman offers central cooling Units 


IRON FIREMAN now has available cooling units in 2 and 3 
ton sizes, measuring 22” by 37” by 47”, for installation in 
any forced warm 
air system, old or 
new, and is spe- 
cially designed for 
easy access to all 
its elements. Any 
part can be serv- 
iced on the job 
without the need 
of removing the 
entire unit, 

An outstanding 





feature is the in- 
clusion of a ther- 
mally-activated multiple feed expansion valve. A receiver 
is provided for a generous supply of Freon 12 refrigerant. 
The condenser is easily cleaned, and can be connected 
either to a city water system or cooling tower. The spring’ 
mounted compressor is isolated from refrigerant lines y 
vibration eliminators to reduce operation noise, 

A high-low pressure control and thermal overload (e- 
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HERE THEY ARE...SENTRY’S TWO NEWEST ADDITIONS 
TO THEIR EVER-POPULAR 


| Eien _ AT-A-GLANCE 


(DIRECT AND REMOTE) 


TANK 


GAUGES 


FOLLOW THE 
PATHWAY TO 


PROFITS «1 














\ Ee RS ai aus 
FOR THE DOMESTIC 
HEATING INDUSTRY 


A superior quality, precision | 
instrument with full view, 
solid red thermometer-type | 


\ : ’ indicator 
4 F ? ‘ 
~ 


Without question, here is the | 
easiest to read, accurate measure | 
gauge on the market—And, the easiest | 
to install, whether tank is empty, full or par- | 
tially full. Unit features zinc base metal, two- | 
ple L piece die-cast assembly — Unbreakable red | 
to —— plastic assembly nut — Calibration chart, | 
hn sealed between heavy, heat-resistant plastic | 
~~ » domes—Brass rivets— And, a double coated | 
| cork float that’s impervious to oil, many | 
lits — So chemicals and acids. No gears, magnets, cams | 
Or tapes. Guaranteed to withstand in excess | 
of 70 lbs. pressure per sq. inch. Tailor-made | 
to fit individual tanks up to 12 ft. deep. Cali- 
St. brated and factory adjusted, 





Greater profits on each installation ... 
bigger fuel savings for your customers 
... are the extras you get in Walsh 
products for the domestic heating indus- 
try. On every count... from unexcelled 
manufacturing facilities to long experi- 
peel —_ ew — of pater 

and modern production methods, Walsh- 
QUICKLY, SIMPLY INSTALLED. Illus. ac left Wolsh-Made FeteCo oa, ct assure you and your 


Precast Interlocking 


shows how entire calibration and float assem- 
bly may be inserted and positioned after two 
piece die-cast tank plug has easily been in- 


Combustion Chambers 
| assure complete burning 
of oil... full efficiency. 


customers of unvarying high quality and 
dependability. 





Its stalled in tank — only an ordinary wrench is 
needed, 
1 3 oie Write for 
. “am, complete defails | 
in 4 ott — literature 


BAFFLES 
1 | Tripod type precast baf- WALSH H & B CASTABLE 
fles with burnt refractory Money, time and labor saving “mix-and- pour” 
legs. Saves fuel. Reduces refractory. In 50 Ib. and 100 Ib. moisture - proof 
stock temperatures. bags. 


WALSH PRODUCTS INCLUDE: 


Fire Brick * Furnace Liners « Burnt Combustion Chamber Tile 
Plastic Furnace Lining + Castables + Airsetting Cements 
| Asbestos Furnace Cement « Insulating Fire Brick and Cement 
Insulating Cement Fill 


A new, durable, low cost 
instrument for economy 
installations. 


Exceptionally high quality for such a 
competitively priced gauge. Features 
patented double dome with calibrations 
positioned between inner tube and outer 
heat-resistant plastic shell. Also, die-cast 
tank fitting — plated metals — brass 
rivets. No gears, magnets, cams or in- 


float is impervious to oils, most chemi- 
: , WALSH REFRACTORIES CORPORATION 
g filled tanks. 114” os 
to insure accuracy. 


cals and acids. Simple to install, 
JY openings only. Factory | 101 Ferry Street ¢ St. Louis 7, Missouri 
"KRUEGER, SenZby GAUGES 


tricate mechanisms. Double coated cork XE. ‘ - % 
even in partially- 
calibrated and adjusted | FACTORIES: ST. LOUIS, MO. AND VANDALIA, MO. 
cn a a ee -2 ae O  | 


eloil ." 





. ..» New Products 


vice furnish complete protection. The thermostat or hu- 
midistat is electrically connected with the solenoid valve to 
assure accurate temperature and humidity control. The 
cabinet is both acoustically and thermally insulated. 
Made by: Iron Fireman Mfg. Co., Cleveland, Ohio. 


Circle J57 on Card 





Lau has new direct-driven furnace Blower 


LAU BLOWER now is producing three new blowers, Models 


the only FUEL OIL FILTER 


oy in metal or glass 











with CHEMISTONE 
filter element 
that guarantees 
customer satisfaction 


Get this attractive, 
sales-producing coun- 
ter display that holds 12 
Klemm Fuel Oil Filters—6 with 
glass bow! and 6 with metal bowl. 


Ccintitt PRODUCTS 


DIVISION OF 


KLEMM AUTOMOTIVE PRODUCTS CO. 


1718 NORTH DAMEN AVENUE - 


CHICAGO 47, ILLINOIS 





STACK LOSS 
SLIDE RULE 


Profits and Prestige 


Combustion-testing builds business in two 
ways. First, it boosts service profits because 
with instruments any service job can be done 
in less time and by less experienced men. 
Second, it brings in new equipment business 
by spotting fuel-wasting burners through a 
dramatic ‘‘fuel-saving”’ check-up which will 
convince even the most skeptical customer of 
the need for replacement or modernization. 

Keying your sales and service to fuel con- 


servation will work wonders for you. It will 
establish you as a “fuel-saving’’ expert and 
help you corner an even larger share of im- 
mediate and future sales in your community. 

The MASTER KIT shown above will appeal 
particularly to those who want professional 
implements of highest quality and reliability, 
as well as of impressive display. The cost 
of the kit is very small compared to the 
sales and service profits it will bring you. 


Ask your Jobber or Write for Bulletin 733 


BACHARACH Industrial Instrument Co. 


7301 PENN AVENUE < 
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PITTSBURGH 8, PA. 


DD9-6, DD9-9 and DD9-10 direct-driven blowers for fur- 
naces with 50,000 
to 125,000 Btu in- 
put. They can be 
used in furnaces 
designed for mini- 
mumoffloor 
space and are 
available with five 
speed control op- 
tional for easy 
balancing and 
with four angles 
of discharge. 
A unique fea- 
ture is that one DD blower gives a complete choice and 
does away with different sizes 
Made by: The Lau Blower Company, Dayton 7, Ohio. 


Circle J58 on Card 


U. S. Radiator announces 
two airconditioning Units 


TWO NEW MODELS are now offered by the U, S. Radiator 
Corporation to provide simple and inexpensive year- 
round = aircondi- 
tioning. Intended 
for use in new or 
existing homes 
and commercial 
buildings that are 
heated by warm 
air, these units 
provide a high de- 
gree of year: 
round comfort 
with no 
tural alterations. 
The new U. S. 


summer aircondi- 





struc- 


tioners will be 
available in 2, 3, 5, and 7/4 ton units. One model is de 
signed for installation with basement-type warm air fur’ 
naces; the other model is for attic and utility room insta!la- 
tions. Both units will be distributed through U. S, Racia 
tor’s present channels of distribution. 
Made by: U. S. Radiator Corp., 
Detroit 26, Mich. 


300 Buhl Building, 


Circle J59 on Card 
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No. 631 
Double-Opening 
T Vent 


Buckeye Oil Burner Accessories are built to do a good 
job—to keep doing a good job year after year without 


maintenance. 


Buckeye’s Double-Opening 


“T” Vent, 


shown here, is no exception. Its body is of sturdy cast 
iron and both openings have the double protection of 
a brass fire screen plus a heavy galvanized wire cloth. 
And like other Buckeye fittings, it can be installed and 
jorgotten. Get better installations—specify BUCKEYE. 





Bucks 


BUCKEYE IRON & BRASS WORKS, Dept. F, Box 883, Dayton 1, Ohio 


Strainers * Sludge Pumps * Foot Valves ¢ Fill Boxes 
Check Valves * Vents * Shut-Off Valves * Bushings 





| Kol aw Web celaakohate 


DRAFT CONTROL 


as perfect as possible 


TOMAT 


cHeEe THESE 9 POINTS OF SUPERIORITY 





1 ADJUSTMENT 


Turn of pointer on 
calibrated dial instantly 
selects correct draft 
Colibrations correspond 
to specific draft values. 


BOX TYPE 
PIVOT HINGES 


Positive sealed bearing 
surfaces, friction-free 
nickel-plated hinge pins, 
Protect against corro- 
sion. . dirt... dust. This 
Most expensive construc 
tion gives long life. 
\ 


BALANCE 
PLATE... 


scientifically designed 
with accurate brass fit- 
tings to maintain correct 
bolance between atmos- 
pheric and pressure in- 
side smoke pipe. 


NO OTHER DRAFT REGULATOR HAS ALL THESE FEATURES 


SPECIFIC 
PIPE SIZES 


Insures correct capac- 
ity for every type of 
installation. 








EXCLUSIVE 


The only 
regulator with 
calibrated 
dial and 
pointer type of 
adjustment. 








WALKER 
& S$ 
1755 Penn St. 


ALUMINUM 
FRAME 


Aluminum casting is 
rigid light long 
lasting. 


EASE OF 
INSTALLATION 


Collar or stub furnish- 
ed to provide quick 
attachment to pipe. 


ARMCO ALUMIN- 
IZED STEEL 


...finest available for 
heat and corrosion 
resistance. 


8 FACTORY- 
SET 


accurate balance 
assures performance 
as perfect os possible. 








nse ew 


Shows unrestricted area 
for free flow of air . 
effecting more complete 








regulation. 





10 Million Sales Speak 


for Themselves 


Use a Walker to help cut fuel cost up 
to 25%. Actual tests prove performance 
as perfect as possible. There’s a 
Walker Automatic Draft Regulator 
for every conventional heating pur- 
pose. Send for complete catalog to — 
wan UFACTURING 


CORP. : 
St. Joseph, Missouri 


Install Fin-Tube 


GENERAL 


“Special-Tee”’ 
venting 
fittings 


You save time and money on fin-tube baseboard 
radiator installations with GENERAL ’s “ready-to- 
install” Special-Tee Fittings. These 3-way reduc- 
ing tees come to you with factory-tapped air vent 
opening .. . just screw in air valve, connect riser 
pipe and fin-tube — and the job’s finished, that 
quick! No drilling, tapping, or bushings needed. 


Why not standardize on these Special-Tees? 
It’s a sure way to lower your costs and do a better, 
cleaner-looking job. They’re available in Bronze 
Solder-Type, or in Cast Iron for both supply and 
return ends, (Fittings for supply end furnished 
without air vent opening.) Illustrated folder 
gives sizes and detailed information. Write 
General Fittings Co., 125 Georgia Ave., Provi- 
dence 5, R. I. 





TANKLESS AND INDIRECT 


WATER HEATERS AND HEATING SPECIALTIES 
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MOTORIZED MOTORIZED 
&y eryday Snags VALVE 4” HEADER VALVE 


Dealer cures Two-Zone Job > 


“In reading the Everyday Snags de- ——— — : l BEFORE J 


partment in your January issue,” 
writes contractor Peter D. of Lodi, 

“ ; 2” BALANCING PIPE 
N. J., “I was surprised to see your ee FROM HEADER TO RETURN 
three ways of preventing water from ee peed a CHECK 


J VALVES 





leaving a steam boiler connected to a 
two-zone heating plant, for by coin- 
cidence I had just worked out my own 
answer for the same trouble. 

“See my before-and-after drawings. 

“First drawing shows how boiler 
was connected before I made my <TO SUNDAY SCHOOL TO CHURCH—> 
changes. When one motorized valve 
closed, the water would not stay in the 





























3," 3y,!" 
boiler, Boiler water would back-flow oa” gists 


through the return of the closed-oft 
zone, even though the two returns had ; -" BOILER 

the check valves in the ‘Before’ draw- : uy ~~ WATERLINE 
ing. <NEW HARTFORD LOOP 
“See my ‘After’ drawing for the TWO NEW 


I made. I installed a Hartford me P, ut 











changes 
loop; its tee is just a bit below the nor- 











mal waterline of the steam boiler. Sec- 














ond, I replaced the check valves in the 





¥ BIG PROFITS 


\ VREPEAT 
» SALES 


Vv HIGH 


eR 
LOVE J OY pout = | MARKGP 
Flex wd 


FLEXIBLE COUPLINGS —— 
SELL OILATE — amazing new fuel 


Build smooth, quiet operation, efficient performance, | oil conditioner picks up water, breaks up sludge, cuts 
and enduring service life into your fans, blowers, and | carbon deposits. Packaged in pints for home use, 
pumps with LOVEJOY Flexible Couplings. Quickly | up to 55 gallons for industrial use. 

installed. Easily serviced. Ideal for close-quarter , f j 
applications. Special rubber center increases flexibility Mail today for full information 
- » « dampens out noise and vibration. Most manu- 
facturers supply blowers with Lovejoy jaws on blower 

hubs at no extra cost. 











Please send intormation on OILATE 


© Investigate today. Send for literature on com- 
plete line of Lovejoy Double Flex Flexible Couplings. 


Also Mfrs. of Lovejoy Universal Joints and Lovejoy 
Variable Speed Transmissions. 


LOVEJOY FLEXIBLE COUPLING CO. 
5012 W. Lake St. . e Chicago 44, Ill. 


THE AMERICAN ADDITIVE COMPANY 


7301 WEST LAKE STREET MINNEAPOLIS 16, MINNESOTA 
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. Everyday Snags 


recurn lines, aiming for tighter shut- 
off. Third, and as the ‘After’ drawing 
shows, I installed a 34” vacuum breaker 
on the output side of each of the 
motorized steam valves. 

“Before the improvements, it was 
impossible to maintain any steam pres- 
sure in the boiler. Now I can build up 
five pounds pressure in the boiler with 
both motorized valves closed. Have 
just finished my work about a week 
ago, and system now works good. 

“Boiler was installed five years ago 
to switch from coal to oil.” 

“What about the low-water cut- 
out? What about the action of the 
water feeder usually on a job like 
this?” asked a technical-minded visitor 
to the offices of FUELOIL & Ort HEAT 
as he studied the accompanying two 
drawings. 

What happened on Peter D.’s job is 
not in his letter, but here’s what hap- 
pened on one job equipped with a low 
water cut-out and feeder, when the 
boiler developed steam pressure and 
lost its water through the returns. As 
the boiler waterline dropped, first the 
low-water control stopped the burner. 
Second, the automatic water feeder 
went to work, since the waterline con- 
tinued to drop because the steam pres- 
sure continued to rise even with the 
burner idle, Firebox heat kept the boil- 
er steaming. The system became flooded 
because the feeder added considerable 
water to it, although to start out there 
was plenty of water in the boiler. 
Radiators and supply and return mains 
pounded. Stopping the burner caused 
overfilling of the boiler. 

The Everyday Snags item in the 
January issue of FUEL & Or HEAT 
gave three clues for ending water-leav- 
ing trouble of a steam boiler on a 
zoned-heat job. Peter D, now gives a 
fourth clue. Take your choice, if you 
encounter this trouble! 


Locating Electrodes 


“To start out solving a problem 
about locating properly the spark 
points of a new burner model,” says 
this engineer who designs oilburners, 
“I make a full-scale drawing of the oil 
spraying from the nozzle at a 90° 
angle.” 

















That gives him line “A-B” in the 
drawing. Half an inch away, he draws 
parallel line “C-D-E-F-G.” Spark tips 
on this line, as the drawing suggests, 
will be half an inch outside the 90° 
oil spray line in the drawing, Tips as 









close as possible to the nozzle without 






inviting the spark to jump to the noz- 
zle would be at point “D.” Using this 
location may overheat the nozzle on a 






job wired for continuous ignition. 





That’s a word-to-the-wise for service- 





men who are expert enough to set up 






























FUEL OIL HOSE 





STYLE L-60. As its name implies, this is a tough, durable hose made 
especially for handling fuel oil, kerosene and other distillate products. 
Availability in extra long lengths makes it particularly desirable for 
suburban home deliveries. Extremely flexible. Double static wire bonded 
to couplings for static protection. Sizes 1”, 1144” and 11”. 


TANK TRUCK UNLOADING HOSE 


“NEWTYPE,” STYLE R-47. Kinkproof, lightweight, flexible. Patented wire- 
reinforced construction holds full diameter even on sharp bends, assuring full, 
fast flow. Brown wear- and weather-resistant oilproof cover. Sizes 2” to 4”. 












Mail Coupon for Details and Prices 












| GOODALL RUBBER COMPANY a 
| Whitehead Road, Trenton 4, N. J. neki n crt ooo antes’ 
Please send details and prices on the following: | 
| [] “Long-Life" Fueloil Hose [] "Newtype" Tank Truck Hose | 
| ee ee ee 

| 

EET ee ee 










GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 
Branches: Philadelphia - New York - Boston - Pittsburgh - Chicago - Detroit - St. Paul - Los Angeles 
San Francisco - Seattle - Portland » Salt Lake City - Denver - Houston - Distributors in Other Principal Cities 
Est. 1870 Goodall Rubber Company of Canada, Ltd., Toronto. 
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certain burners for spark point posi- 
tions similar to “D,” “E,” and “F” in 
the drawing. 

“If you aim for position ‘F,” with the 
tips as far out along the oil spray as is 
feasible for the particular burner 
model,” this burner-design engineer 
says, “this geometric manner of start- 
ing to solve the problem becomes less 
accurate, less dependable. That’s be- 
cause as the atomized oil travels far- 
ther and farther from the nozzle, the 
syray angle of the nozzle counts for 
less and less, and the air pattern of the 
firing head—or the characteristics of 
the air-handling parts at the end of the 
gun tube—becomes increasingly impor- 
tant with respect to proper location of 
the spark points.” 


Having employed theory in this way 
to start solving the problem of locating 
spark tips properly, this engineer fol- 
lows through with laboratory and on- 
the-job tests. 

He makes these suggestions for serv- 
icemen. First, if you think you've got 
the spark points too far from the oil 


prass CUP 


SELF-COMPENSAT 
ESS 
cel 


spray, set them up to be 4” farther 
from the spray and try for instant ig- 
nition. That may prove to you that the 
tips were not too far from the spray to 
start out. 

Second, always use a good flame 
mirror to study the results of adjusting 
the position of the spark points. The 
points must not be in the oil spray. If 
the oil spray strikes them, carbon will 
build up on them and short-circuit the 
spark. That will result in a no-heat call, 
at least, At most, it will result in a bad 
“puff.” Oil sprayed into the firebox 
for a minute or so with the spark short- 
circuited may be ignited by a spark 
that suddenly comes to life, or by a 
firebox that’s still hot from the last 
“on” period of the burner. 


Use your flame mirror, then, to make 
sure the tips are not in or near the oil 
spray. From 4” to Yy” out of the oil 
spray is best for most pressure burn- 
ers. Correct design of the air-handling 
parts of a burner is an important fac- 
tor. Certain exceptional burners give 
instant, dependable ignition with the 


Type 518 Safety Limit Control 
for warm air... also avail- 
able in Type 519 Fan Control. 
It can be mounted in close 
quarters in any position or at 
any angle. 


spark tips 1” away from the oil spray, 


Gallon-per-ton Factors 


The experiences of many oilburner 
dealers cause them to figure roughly 
that one ton of coal equals 150 gallons 
of light fueloil. Other dealers use 135 
as the conversion factor. Thus a house 
previously heated by ten tons of coal 
a year would need from 1,350 to 1,500 
gallons of oil a year to provide as much 
heat as the coal provided. 


A certain equipment dealer can be 
considered unusually broad-minded be. 
cause he handles stokers and gas burn- 
ers as well as light-oil and heavy-oil 
burners. In addition to being unusual 
ly fair in comparing the costs of firing 
liquid, gaseous, and solid fuel, he has 
had vast experience and aims for hair- 
spitting accuracy in his computations. 

In converting from stokers to oil- 
burners using No. 6 oil, this expert 
dealer finds, usually he can safely figure 
that 139 gallons of oil equals a ton of 
coal. 

Converting from stokers using No. 


Interior of Type 520 Com- 
bination Fan and Limit 
Control. Note enclosed con- 
tact mechanism, accessibil- 
ity of terminals for easy 
wiring, and the ‘‘sight-set’”’ 
calibrated dials. 


PENN Heating Controls 
Are Nationally Advertised In 
BETTER HOMES & GARDENS 
AMERICAN HOME 
NEWSWEEK 
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2 oil, he uses the factor 149. 

Switching from handfired coal to 
No. 6 oil, his factor is 116. That is, 
he figures 116 gallons of oil will do the 
work done previously by one ton of 
coal. 

Switching from handfired coal to 
No. 2 oil, his factor is 124. 


Out trying to sell an oilburner in- 
stallation, a dealer or salesman gives 
the prospective buyer a good impres- 
sion by spieling off such conversion 
factors as are listed here. Parading the 
different factors and selecting the one 
that matches the particular building 
gives the prospective buyer confidence 
in the resultant estimate of the future 
fuel consumption with the plant con- 
verted to oil. 



















If you sell domestic or commercial- 
industrial oilburning equipment, con- 
sider clipping out this item and show- 
ing it to your sales prospects. Copy the 
factors listed above, at least. You can 
use precisely these factors in your sales 
efforts, or you can alter them so that 
they match the performance of your 











own installations. 





Gage glass Trouble 


You can keep a low-pressure steam 
boiler in operation when the gage glass 
breaks and you haven’t a new one ready 
to install. 

First, use try-cocks if the boiler is 
equipped with them. For safety, feed 
the boiler so much water that opening 
the highest try-cock causes water to 
squirt from it, then draw from the 
boiler only enough water to cause 
steam to come from the highest try- 
cock. 

Second, use the gage-glass valves, if 
the boiler has no try-cocks, Knock out 
the broken gage glass entirely, with its 
valves closed. Food the boiler so much 
water that water trickles from the up- 
per gage-glass valve when you open it. 
Then drain a little water from the boil- 
er—making certain to draw off only 
enough so that water does not come 
from the upper gage-glass valve. Be 
sure that water pours from the lower 
gage-glass valve when you open this 
valve wide. 

Third, check the boiler water-line 
with the help of the low-water control 








on the boiler. Lower the water-line of 
the boiler until you open the switch 
of the low-water control. Doing that 
turns off a burner which has been 
started to make this test. Add to the 
boiler enough water to start the burn- 
er, then add some more. You’ve got to 
use your judgment. Don’t ruin. the 
boiler because the low-water control is 
stuck and can’t turn off the burner! 


All this assumes, of course, that the 
boiler has no automatic water feeder. 
The problem is much simpler where a 
boiler has the automatic feeder that it 
should have. It’s also assumed here that 
a dependable expert will be doing these 
things, for keeping a steam boiler in 
service with its gage glass broken is no 
assignment for a novice. A novice 
stands too much of a chance of ruining 
the boiler by firing it dry or with in- 
sufficient water. 


Slow stack Control 


Certain stack control panels con- 
tain a device which servicemen may 
call a “cold switch.” Open when the 





In thousands of installations . . . both warm air 


FOR TODAY’S MODERN HEATING SYSTEMS 


ONTROLS wih FAST RESPONSE 


snap-acting contact structure totally enclosed to 


















and hot water... heating men report that PENN 
Controls give faster response, greater accuracy, 
more dependability and are easier to install. 

One of the reasons for this superiority on the 
job is PENN’s patented, self-compensated dia- 
phragm structure which eliminates the effect of 
ambient temperatures. Another reason is the 
liquid-filled power element which has greater 
sensitivity combined with dependable perform- 
ance year after year. Then there is the compact, 


assure a dust-proof, tamper-proof, dependable 
switching mechanism. 

And there are many other reasons which make 
PENN heating controls “tops” for any system 
with every kind of fuel. Try ’em on your next 
heating job... and you'll agree! Ask your burner 
manufacturer, wholesaler or write Penn Controls, 
Inc., Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: 
Penn Controls Limited, Toronto 13, Ontario. 
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MOST VALUABLE?’ in producing sales 


Such integral values as design, 
construction and performance 
give the Sundstrand line sell- 
ing power backed by consumer 


acceptance. 


The public hears about Sund- 
strand. They see Sundstrand. 


They buy Sundstrand. 


Because: Ultimate heating satisfac- 
tion means having an oil burner with 


% Durability % Overall Economy 
% Dependability *% Quiet Operation 
* Compact Design 


These salient features result from 
32 years of engineering and devel- 
opment by Sundstrand. Available is 
a complete line of oil burners for new 
installations or conversion. You can 
increase your sales with Sundstrand. 


write to 


SUNDSTRAND ENGINEERING CO., Rockford, Illinois 
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smokepipe is hot and the burner is run- 
ning normally, this switch closes when 
the smokepipe chills after the burner 
stops. The burner cannot start again 
until the cold switch has closed. 

A serviceman answered several puz- 
zling trouble calls caused by a tankless 
water heater’s giving cold water at 
times. The owner would be taking his 
daily hot shower, he said, and sudden- 
ly the hot water would run ice cold. 
This happened about once a week. A 
few minutes later, the hot water would 
be all right again. 

Every time the serviceman came to 
end the trouble, the equipment checked 
out all right. Opening wide a hot water 
faucet caused the burner to start with- 
in three minutes, Thinking the switch 
in the hot water temperature control 
on the boiler was sticking open at 
times when it should close, the service- 
man put a new temperature control on 
the boiler just for a try-out. Within 
five days the owner telephoned that 
he’d just had the same trouble—cold 
water from the hot water faucets for 
about half an hour. 


Certain for the first time that the 
trouble was not caused by the original 
boiler temperature control’s sticking 
off every so often, the serviceman wise- 
ly concentrated on the stack control. 
This had a cold switch of the type de- 
scribed earlier. He ran the burner ten 
minutes, Then, with its thermostat cir- 
cuit still closed, he turned the main 
switch off and turned it on again im- 
mediately. The burner stopped, then 
started again in 40 seconds when the 
cold switch (in the stack control) 
closed its circuit. 

Repeating precisely the same test 
produced a two-minute wait before the 
burner started again. Others tests 
showed up different waiting time for 
the cold switch to close after the burn- 
er stopped with the smokepipe hot— 
all the way from 30 seconds to 13 
minutes—and proved that the stack 
control was slow at times as far as the 
closing of its cold switch was con- 
cerned, The cold switch had been stick- 
ing open and that had caused the 
burner to stay idle when it should have 
been running to heat water. 


Tip on Zoned Forced-Air 


He thought he knew all the in’s and 
out’s of forced-air heating because he 
had installed more than a thousand 
forced-air systems, Yet this oilburner 
dealer was thankful to get an impor: 
tant tip in connection with his design 
for a six-zone system for a pretentious 
home. The tip was: With the dampers 
of five zones tight-closed and only one 
zone providing heat, the air velocity 
of the supply registers of that zone 
should not be excessive. 


The drawing shows part of the six- 
zone system the oilburner dealer was 
designing. Each zone would have its 
own modulating-type room thermostat, 
connected to a modulating-type damp- 
er motor that would open and close a 
duct damper to turn on and off the 
flow of warm air to the particular zone. 
See “Zone 1 Damper Motor” in the 
drawing. 


When any of the six dampers starts 
opening and reaches its two-thirds open 
position, the oilburner would start. Six 
limit switches, one at each damper 











Heating ” 


TRIGO BASEBOARD HEATING 


% MORE PROFITABLE TO INSTALL ~% 
For the NEW HOMES-REMODELING Jobs 


A complete package—Including Fin type heating ele- 
ments—Front panels—Wall brackets—Inside and Out- 
side corners—and splices, Packed in 8 ft. lengths. 


\ TRICO 7 Send us your HOUSE measurements 


[ Reoshearad ] or write for more information today. 
Cc 
* #7 TRICO BASEBOARD HEATING 


P. 222 LAKESIDE AVE. 
POMPTON LAKES, N. J. 








THERMOLOK MFG. CO. INC., 541 Rogers Ave., Brooklyn 25, N.Y. 


Stop Nuisance Service Calls 
with Tamper-Proof Thermoloks! 


Thermolok Announces 


an addition to its growing line of thermo- 
stat locking devices, a new combination 
thermostat lock and guard 


FOR INDUSTRIAL USE 
Same Simplicity in Design: 
@ No holes in walls 
© No nails or screws 


@ No heat lock 
@ 15 seconds to install 


FOR ROUGH USAGE 


Can be used in schools, recreation centers, 
factories, etc. Models to fit MII, M/47, 
T42 and TA42A now available. 


Order from your jobber. 
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here’s how Lima Perimeter Diffusers | 
assure proper air distribution 
in perimeter heating x 


it - —- ~ 


| || 

| i t n 
hs Bl It Must Be Better- 
if =~ =—_=—  ® To Be So Widely Copied 


Originally developed by Lima and still the finest, the Lima Floor Diffuser does the 
complete job. It diffuses a fan-shaped blanket of warm air at reasonably high veloc- 
ity to stop cold air in critical areas. . . and... it pulls air from within the 
room into circulation without drafts. 

Sizes include 2” x 12”, 2” x 14”, 4” x 10”, 4” x 12”, 4” x 14”, Ask your whole- 
saler or write direct for literature todgy. 


sold exclusively through heating wholesalers and manufacturers 








nationally 

advertised 
to architects 
and builders 


o 
Lime register company 


World's Finest Diffuser and Register Plant 
LIMA, OHIO 





GET YOUR FOOT IN THE DOOR 


i 
c] 3 am f(b) 3 |e || 


HEATING PLANT a 
NEW INSTALLATIONS 


Increase Sales Contacts with the 
GRAND RAPIDS FURNACE CLEANER 


one ae 


Yes, here’s your “in” to increased business and 
profits! The famous Grand Rapids Furnace 
Cleaner not only gets you into the customers 
basement but gives you an excellent opportunity 
to check over each heating plant as it is cleaned. 
The Grand Rapids Furnace Cleaner 

puts you right where you can natu- 

rally recommend and sell necessary 

repair work and new installations. 

The proven sales plan “A Plan to 

Increase Your Sales” leads the way 

to profits! The right to use this 

manual is reserved to users of the 

Grand Rapids Furnace Cleaner. 


Write for free information today! 


Grand Rapids 7, Michigan 








MORE PROFITABLE 
TO INSTALL 


© VALVES DON'T LIME UP 


© NO STAGNANT POOL 
TO REHEAT 


© SUPER- SENSITIVE 
THERMOSTAT 


© OUTSIDE SCREW 
ADJUSTER 


© EASY INSTALLATION 
© ONE KIT TO PURCHASE 


AUTOMATIC HUMIDIFIER COMPANY « Cedar Falls, lowo 


Our volume sales prove it... Thermo- 
Drip gives furnace owners greater cus- 
tomer satisfacton. 

Prospects easily see the advantages of 
humidifying by automatically dropping 
water on a sizzling hot stainless steel pan. 

Too, it’s easy to demonstrate why this 
method is the most efficient, most dependable 
way to put moisture in the air. 

Yes—Thermo-Drip gives faster, most effi- 
cient vaporization. . Dept 

Write today for FREE literature. |°5°:3 








Easier than Wet 
Heat installations— 


BOARD 




















PATCO AIR-BASEBOARD nails to studs or finished wall — connects to 
furnace with pre-fab. PATCO CONNECTOR and 4 or 5 inch dia. sheet 
metal pipe — NO SHEET METAL DUCT WORK — CLEAN, LIGHT, ONE- 
TWO.-THREE job.* WRITE FOR PATCO INSTALLATION MANUAL AND 
SEE PATCO AIR-BASEBOARD AT YOUR PLUMBING AND HEATING 


WHOLESALER OR DISTRIBUTOR. as this 


wate 


ual 09 atco 


N BREAD STREET PHILADELPHIA 6 PA 





: : MODULATING 
motor, do the trick. With all damper nacereg 


motors more than half closed because 
no zone needs heat, all six limit 
switches would be open and the burner 
would be idle. Starting the burner and 
warming the furnace causes the cir- DAMPER STATIC 


culating blower to start, of course. MOTOR PRESSURE 


Look at the drawing, consider the BLOWER 
furnace to be operating with no air ‘lei 
flowing through duct “E-D” because DUCT 
the five zones fed by this duct need no 
heat—the dampers of these five zones 
are tight-closed. “Zone 1 Damper 


Motor” has opened wide damper “F” 
because the first zone needs heat. 
Under these conditions, the blower 
in the furnace can be expected to de 
velop high static pressure that will 
cause excessive velocity at the supply 
registers of the first zone. The occu- 
pants of the house would complain 
about the excessive velocity from these 
registers—probably would complain 
also about whistling sounds in the ducts 
which would result from the high static 


BOILER WATER pressure in the supply duct leaving the 


furnace, They might complain about 
CLEANER & CONDITIONER the blast of heat in the first zone. 


The damper motor connected to the 
static pressure control in the drawing 


see ~ makes this system tame when only one 
or two zones needs heat. It does this by 
closing off damper “B” sufficiently to 
provide proper pressure, instead of ex- 
cessive pressure, at point “C.” 


MAKE SURE NOW to prevent 


. The static pressure control is as sen- 
the cause of many service calls 


sitive as a draft gage. Hence when the 
pressure at point “C” increases slight- 


ly above the design pressure for the 


CONDITION boiler water with oe 
a shied : ds duct system (the pressure at point “C 
ee COCs tre oe ener with the six zone dampers wide open), 


cleaning. Each water soluble capsule contains the static pressure control nudges the 


during the year, due to water problems. 


the proper pre-measured, pre-formulated damper motor electrically and causes 


treatmént for small boilers. it to start closing damper “B.” 
Easy, fast, economical, safe. If with the six zone dampers wide 
open you find the pressure at point 
“C” is plus .20” water for example, 
you can adjust the static pressure con- 
said lage vale | trol so that the pressure at point “C” 
FACTS ABOUT HANDY-KAPS oem | will never be higher than .25”—then 
the point “C” pressure will not be ex 
cessive with only one or two zones 
needing heat and the dampers 0! the 
other zones tight-closed. If you con 


Fully guaranteed. 


: ce | nect the damper motor (which moves 

DOMINION POLY PRODUCTS CORP 11 West 42nd Street | damper “B”) so that line voltage is on 
= » New York 36, N. Y. it all the time, it will open its damper 

| wide each time the circulating blower 
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Depend on 









HAwthorne 7-2100-01-02 





300 LINCOLN AVENUE, HAWTHORNE, N. J. 


DECKER BROTHERS 


for TOP VALUE in 1953 
completely* packaged 


Write for Catalog FO 









FUEL OIL 
TRUCKS 


*Includes chassis, 
tank, pumping and 


metering equipment. 









RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 


CRIMP TYPE and SOLDERLESS 








Made in Two Styles 



















Code Ne. C/T #11 


THE RAJAH CO. BLOOMFIELD, NEW JERSEY 





Cede Ne. $S$OS #11 


























stops. You can instead connect the 
damper motor to the circulating blower 
motor in the furnace, so that the damp- 
er motor can move the damper only 
when the blower motor is receiving 
current. 

The resultant performance is ex- 
ceedingly interesting, for the modulat- 
ing damper “B” is instantly frozen in 
position each time the current to the 
blower motor is cut off. When the 
blower motor is started again, the 
damper motor has less difficulty in put- 
ting damper ““B” in its proper position. 





Oversize Furnaces 


A feature article in FUELOIM & OIL 
HEAT recommended oversize oil fur- 
naces to dealers who complain that 
modern furnaces for .65 to 1.25 gph 
have insufficient combustion space and 
highly restrictive flues, therefore give 
troubles of flame noise, starting and 
stopping pulsation, and flame pulsa- 
tion. 

Get away from these troubles on 
your new jobs, the article recom- 
mended, by installing a furnace rated 





by its manufacturer for 1.35 gph, on 
a job you intend to fire at 1.00 gph. 
You'll then underfire the furnace with 
the result that the stack temperature 
will be nicely below 600°—efficiency 
will be correspondingly high, and fuel 
bills will be low. 

Acting on this tip-off, one oilheat- 
ing equipment dealer put about 300 oil 
furnaces in a new development, all 
fired at 1.0 gph although recomended 
for up to 1.50 gph by the furnace 
manufacturer. 

This dealer is not having any trou- 



































FOR A 
BETTER, 


stronger 
oil-heating industry... 


attend the 


EASTERN BIENNIAL 
EXPOSITION OF OIL HEAT 


Statler Hotel, Boston 
JUNE 2-3-4- 













20-35-50 
92-200 
GPM SIZES 


S.S.U. 


OUTSTANDING 
FEATURES: 
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Gulf Oil Corporation 












Gulf Refining Company 
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VIKING 


FULFILLS THE NEED FOR A TOTALLY ENCLOSE 
SINGLE ROTARY PUMP UNIT! 





For fast, clean, loadin 
Ideal for installing out of doors without protection of any kind. 


Reduce your pumping time with these big, rugged units. Built to take it. 













and unloading of petroleum products up to 11,000 






Viking valve on pump 
head (Optional). 
Extra long stuffing box 
on pump. Leak resist- 
ant. 

7. Speed and _ capacity 
range available for 
each size pump. 

Five ball check grease 
cups. (Other style 
grease fittings op- 
tional. ) 


1. A complete range of 5. 
sizes. See capacities 
listed at left. 


D 2. New, oil-tight, cast . 






iron gear case. No 





leakage. 


3. Radial bearing for 
pump shaft on 20@ gpm 
size. Bronze bushed 
sizes. 8. 

4. Stainless steel pump 
bearing for smaller 
shaft. No rusting. 

For complete information, send for free bulletin 

SP223CEE today. 














Pump Company 
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AMERICAN er ee — 





American now offers a greater variety of 
Combustion Chamber designs to meet your 
particular installation problems efficiently. 


Made of the finest, high-grade fire-clay 
material, American Chambers are “Kiln- 
cured” to withstand temperatures up to 


Descriptive literature is available. 


THE AMERICAN CLAY FORMING COMPANY 


Tiffin, Ohio « 


Manufacturers of Specialized Refractories For 


2300° as well as water deterioration. 
too — American’s high quality materials 
assure faster heat-ups and quieter burner 
operation. Find out today why more Ameri- 
can Combustion Chambers are being used— 
than ever before! 


And 


¢ 
foman: 


nl ' 
AMERICAN: 
Tyler, Texas ‘Trp 


Over 30 Years 
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ble with flame noise, starting or stop- 
ping pulsation, or flame pulsation, he 
says. He has freed himself of draft 
and chimney trouble that he’s always 
had on low-gph jobs. His servicemen 
do not have to leave flame-observation 
doors slightly open for the sake of 
smooth starting and stopping. 
However, he finds one disadvantage 
in underfiring the furnaces. Because 
the fireboxes are large enough for 1.50 
gph and he is firing 1.0 gph, the flame 
and firebox temperatures are too low 
with the result that the combustion is 
not clean enough. Perhaps the FO@OH 
article that gave him the tip-off did not 
stress this, but when a dealer designs to 
underfire a furnace considerably, he 
should provide it with a firebox of the 
correct size for the flame he will put 
in the furnace. He should make certain 
the firebox becomes cherry-red hot 
when the burner runs for 15 minutes. 
Jobs that give low stack temperature 
readings have one decided disadvantage 
anyhow—their flue passages collect 
more fluffy soot than the flue passages 


of jobs that give stack temperature 
readings up around 750° to 1,000°. 
High stack temperatures cause flue soot 
to burn up! 


New Use for a Magnet 


The most inventive serviceman we 
know provides this way out of a snag. 

“You are called to a job because 
it’s quit providing hot water from 
faucets, Heating boiler is hot, shell of 
tank-type indirect water heater is hot, 
but the hot water storage tank is stone 
cold. The job looks A-1, copper or 
brass pipe throughout, but the plumb- 
er who piped it used just one iron 
nipple or fitting. In an all-brass or all- 
copper system, the one iron nipple or 
fitting certainly will plug tight-closed 
with rust in short order. 

“Now many times you can’t easily 
locate the trouble-making iron fitting 
that’s clogged, stopping circulation of 
hot water to the storage tank. All the 
pipes and fittings may be painted or 
enamelled. 

‘“Here’s the way to locate the iron 
fitting or nipple in a matter of min- 


utes. Use the little magnet out of an old 
room thermostat. Touch the magnet 
to each pipe and fitting in the circu 
lating lines that connect the indirect 
water heater to the hot water tank. 
The magnet will not tend to cling to 
copper or brass, of course. But when 
you get to the trouble-making iron fit- 
ting, the magnet will stick to it.” 
Now that’s an up-and-coming mod- 
ern idea! You use magnetic attraction 
to speed your way through a service 
call! 
he 
Edward L. Cochrane, J. H. King 
and Luke E. Sawyer were elected di- 
rectors at the annual meeting of the 
stockholders of The Babcock & Wilcox 
Co., New York 17, N. Y., to fill three 
new posts on the board when the num- 
ber of directorships was increased from 
eight to 11. Present directors who were 
re-elected at the same meeting were: 
A. G. Pratt, E. G. Bailey, Alfred 
Iddles, Paul D. Merica, C. W. Mid 
dleton, Stoddard M. Stevens, B. A. 
Tompkins and John C. Traphagen. 











NEW WEB-CHEK® VALVE 


BECOMES AN INTEGRAL PART OF 

WEBSTER FUEL UNIT 

. . - assures ‘absolutely tight'’ closure 

Designed to replace the Webster 

Fuel Unit inlet bushing, the new 

Web-chek is essential for holding the 

prime on Suspended Furnaces and 

Hi-boys. 

@ eliminates many unexplained ‘on 
safety” service calls 


soot cleaning job. 


you, write direct. 


(For fuel oil soot only.) Keep a supply on 
every service truck. Sell cleaning jobs. Use E-Z. 
Extra profit. One application does a thorough 
Saves time. Sell 1-lb. cans 
to customers. If your distributor cannot supply 


No. 1 pkg., approx. 1 lb. ...List $1.00 ea. 


Extra PROFIT 


Soot = 
Destroyer 


@ used on both single and double 
stage fuel units 

@ easily installed in shop or field 
without pump disassembly, gaskets 
or pipe dope required 


HOLD-TITE VALVE MFG. CO., 550 FIFTH AVE., NEW YORK 36, N. Y. 
VALVES ¢ CONTROL REPAIR PARTS ¢ SPECIALTIES 


For use on all one and 
two pipe jobs. See 
your jobber or write 
direct. 


Specify size: V4” or 3”, 


No. 5 pkg., approx. 5 Ibs. .. List $4.50 ea. : 
Special Discount to Distributors on Quantities io 


HEALY-RUFF COMPANY 


797 HAMPDEN AVE. ST. PAUL 4, MINN. 
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WHAT A SALES AID! 


Available to one dealer only 
in each area, the patented 
Heat-Lock. Once explained, 
no prospect would want to 
buy a heating unit that did 
not come with the 7 advan- 
tages of the Heat-Lock. If 
you are the only dealer who 
can provide it, YOU get the 
sale. Samples will be shipped 
on money back guarantee. 
Manufacturers of Therm-O- 
Glo, MIX-MOR revolutionary combustion head, and Heat-Lock. 


NATIONAL FUEL CONSERVATION CO., INC. 
P. O. Box 750, White Plains, New York 

























| BAFFLE PLATE 


GET THE FACTS — CONTACT YOUR JOBBER OR 


\ 
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R. B. Crean has been appointed ad- 
ministrative assistant to the President, 
Ingersoll Products Div., Borg-Warner 
Corp., Chicago 4, Ill, Crean resigned 
as vice-president, Eddystone Div., 
Baldwin Lima-Hamilton Corp., to as- 
sume this position. Previously, Crean 
was comptroller of the National Elec- 
trical Manufacturers Association. 


Thomas M. Flanagan has been 
named assistant director, employee re- 
lations, American Radiator & Stand- 
ard Sanitary Corp., Pittsburgh 30, Pa. 


Planagan joined American-Standard 
in 1947 as personnel director of the 
firm’s Pittsburgh plant. In 1951 he was 
transferred to the general offices as a 
staff representative in the employee re- 
lations department. 


R. E. Horton has been appointed by 
Bryant Heater Div., Affiliated Gas 
Equipment, Inc., Cleveland, Ohio, as 
manager of all Bryant branch office op- 
erations. Horton had served as manager 
of the Bryant St. Louis branch office 
for the past five years. Replacing Hor- 


ton as manager of the Bryant St. Louis 
branch office is M. J. (Mike) Fortier. 
Fortier had been serving as the Bryant 
district representative out of Chicago. 


Elmer G. Wellman, president, Elmer 
G. Wellman & Son, Springfield 8, 
Mass., died March 18. Wellman was 
active in business since 1908 and was 
well-known in Springfield for his po- 
litical and fraternal work. The firm, 
which acts as manufacturers’ agents, 
is continuing in business as Wellman 








a E * T DOUBLE SUCTION 


FURNACE CLEANERS 


Serving the World with 
Quolity Equipment 














To make a good profit, 
start with a good tool! 
One you can depend on 
—like the KENT, whose 
low RPM of the motor 
means long life . . 

whose 2 fans mean high 
vacuum, high air move- 
ment! 






No outside dustbag, no dust 
passes through fans! Low center 
of gravity, less chance of tipping! 
SEPARATES INTO 2 PARTS FOR 
CARRYING — BASE WEIGHS 
39 LBS., DIRT CAN 24 LBS.! 


All these good points cost 
money—and they pay off! 


Full Information upon Request 





CLEAN WITH EQUIPMENT 








he KENT Company, Inc. @ 434 Canal St. © Rome, N. Y. 
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PULSATION 9 
POOR CQz ss 


The Answer: 
Install a New 
BOSTON 
COMBUSTION 
HEAD 


Adaptable to any pressure atomizing burner. .75 
to 3.0 G.P.H. This precision head is now available. 
Adjustable air shutters permit obtaining high effi- 
ciency sunflower flame or efficient non-pulsating 
flame. 














Comes complete—easily installed. 


A PROFIT MAKER 


Write for literature and instruction sheet. 





BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 
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LEXINGTON 


M. S. LURIO, Pres. 


10 Milk St., Boston, Mass. 
Liberty 2-6878 





TO LUBRICATE 
YOUR SALES PROGRAM... 


you must eliminate the needless friction that comes 
from a shortage of working capital. 


The Lexington Plan—long-tested and widely used— 
promptly and painlessly converts accounts receivable 
into useful, active dollars that will finance your push 
for new business and keep your credit rating high. 


Call, write or phone for full particulars. 


CORPORATION 


Financing from Maine to Maryland 


16 E. 41st St., New York, N. Y. 
MUrray Hill 9-1996 


ALSO: 


No Draining. 


17 East 42nd St. 











SO0T-CO==... 


STILL THE BEST ‘{o, cleaning oil and 


gas-fired heating plants. 
EFFICIENT AND ECONOMICAL TO USE 


SLUDGE-GO for Cleaning Fuel Oil Tanks and Will 
Emulsify Water. 
EZ-E WELD for Sealing Leaky Boilers. No After Odor. 


Write for name of nearest jobber 
KALMIDE CHEMICAL CO., INC. 





New York 17, N. ¥. 











Jack Searls has been appointed to 
the newly created position of manager 
of product sales, 

Morrison Steel 

Products, Inc., 

Buffalo, N, Y. 

Searls formerly 

was vice-president 

in charge of sales, 

White - Rodgers 

Electric Co. Prior 

to his joining 
White-Rodgers in 1947, he was district 
sales manager, Emerson Electric. 








j 0 Seal, 


Like RECTORSEAL* 
--- FOR LEAK-PROOF 
FUEL LINE CONNECTIONS 


RECTORSEAL #2 


@ You can be sure there will be no costly 
dangerous leaks on threaded or gasketed 
connections in your fuel oil installations 
when you use Rectorseal #2. It's the 
perfect sealant—easy to apply, eco- 
nomical. Thin in the can, it thickens in 
the joint to give a positive seal. It never 
hardens—never gets brittle. Proved best 
in the Oil Industry for 15 
years. Make a test—send 
for a free sample. 


AVAILABLE 


in %, V2 and 1 pt. 
brush-top cans; qfts. 
or gals. in friction- 
top cans. Write — 


RECTORSEAL 
Dept. O 


2215 Commerce St. Houston 2, Texas 


ECTORSEAL 


Patented. Trade Mark Reg. U. 3. Pat. Off 


NUMBER TWO 








Ten Years of Service 
(Begins on page 88) 
a drop of 11% in 1948 it has gradually 
gone up and up, and more and more 
companies with accurate bookkeeping 
systems find themselves making a profit 
on service operations. 

The increase in efficiency between 
1951 and 1952 deserves some mention 
as it increased 9% from an index of 
115% to one of 124%, with the num- 
ber of burners serviced for each year 
being 5,704,566 and 6,345,876, respec- 
tively. In 1951, 14,859 servicemen 
were employed and in 1952, 14,980. 

We should be encouraged by the 
fact that the service efficiency index 
curve shows a steady incline through 
the postwar years. It demonstrates that 
the oilheating industry is examining its 
methods and consolidating its positon; 
it is becoming more cost conscious 
which is a necessary “girding of the 
loins” for the competitive battle with 
other fuels that faces us in the years 
ahead. 

It is one of the answers to the spectre 
of the increasing free service curve. It 
bodes well for the future. If every de- 
partment of the fueloil and oilheating 
business can show the same increase in 
efficiency in the gross work load as the 
service departments have shown, we 
have little to fear for the future. 


o, 
“ 


W. F. Teague has been appointed 
sales manager, Industrial Products 
Div., Gustin-Bacon Mfg. Co., Kansas 
City, Mo. Teague will direct sales of 
the company’s Rolagrip and Gruvagrip 
pipe couplings for the entire United 
States. 


Oilheating Trends 
(Begins on page 12) 
other group of questions this month 
sought to find out how the dealers 
planned to solicit service contracts, 
with 64% of them reporting they 
would conduct drives this spring to 
sell service contracts for the coming 
season. Of these 1/3 are planning 
vigorous promotion campaigns, the re- 
maining 2/3 will rely upon incidental 
mailings to circularize their customers. 

Four out of ten of the customers of 
the reporting dealers already are on 
service contracts, with the highest per- 
centage, 55.8%, recorded for the Mid: 
dle Atlantic states. These figures are 
higher than the industry average, but 
it must be remembered that the ma- 
jority of the dealers who participate 
in this monthly survey are high caliber 
organizations who recognize the value 
of contracts to enable an orderly op- 
eration of efficient service departments. 

DEGREE-DAY INDEX: At the comple- 
tion of seven months of the heating 
season the weather, according to the 
Socony-Vacuum weighted degree-day 
formula, maintained about its same 
level of mildness. In the Eastern states 
the index showed the heating load to 
be 12,5% less than normal on March 
31; 7.8% warmer than normal in the 
Midwest. 

SECONDARY FUELOIL STOCKS: Stocks 
of No. 2 fueloil at distributors’ bulk 
plants and major company secondary 
or local points on April 1 East of the 
Rockies were 8,548,000 barrels. Of 
this amount 5,420,000 barrels were in 
District I and 3,128,000 barrels were 
held in storage in District II. These 
amounts are about half those reported 
on October 1 last when the dealers 
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Here's your 


SERVICE 


TESTED 


Teain... 


You can install 
HYDROVALVE Electrodes 


with confidence ... 
HYDROVALVE electrodes are 
designed and made for long- 
lasting, trouble-free service. 

They feature the New Exclusive 
“HYDROTITE” insulater, perfected 
for high dielectric and mechanical 
strength. The HYDROTITE insulator 
does not warp, withstands high 
temperature, and remains stable 
with age. The special, easy-to- 








609,000 barrels on the corresponding 
date last year. 

DEALER COMMENTS: How about 
finding out about the trend toward al- 
lowances or cuts on fueloils? This 
should be stopped in view of increased 
overhead and labor costs . . . Would 
like to see some information on unique 
collection procedures for slow accounts 
receivables .. . We are just complet- 
ing a 214,000 gal. fueloil storage tank 
. . . We gave up on air conditioning 
15 years ago when prices were cut too 
low. Now, we'll be interested only 
where a combination heating-cooling 
unit can be sold . . . How about some 
elementary and advanced data on cool- 





NADIR OWA AVI 


GASKETS 


and 


ELECTRODES 


For Leak-proof, 


Pressure-tight 
Fuel units... 
HYDROVALVE GASKETS 


For a leakproof seal on every fuel- 
unit service job, use HYDROVALVE 
gaskets. Made of live, resillient 
material, they provide oil-tite 
joints even between rough or 
pitted surfaces. You speed 
installation too with these sure- 
sealing gaskets. Bolt holes always 





s month shape, alloy tip is recognized as__| ing in future issues? .... We have been | ine up, because HYDROVALVE 
the most desirable material for * a ; Po : . . 
j ; i o gaskets are made with an exclusive 
dealers oil burner servicing and has the installing cooling since 1935, Our big anti-shrink, anti-stretch binder. 
ontracts, advantage of being highly | market in this area (Albany, N. Y.) Yet cost no more than 
resistant to present-day, high ‘ ° 4 - 

ng they ore eive feel wire, | i8 Commercial . .. We are going in for | gaskets! 
oring to If you're a service man, out to | more service this year and replacement | Only HYDROVALVE gaskets are 
Be build a reputation, order : packed in convenient ‘“Factory- 

coming HYDROVALVE electrodes next of obsolete oilburners . . . Our —~ Fresh” cellophane “Handi-Paks”. 
slanning time you're at your jobbers. plier will help us whenever we find a| Available at your jobber NOW! 
, the re- : cooling job we cannot handle... We ee ee 
cidental You can depend upon prefer not to have service contracts, HYDROVALVE CO 
stomers. HYDROVALVE quality because make no effort to get them . . . The . 

HYDROVALVE electrodes are tb ae cealllcce q 1319 Utica Ave. 

ymers of used cs arlaiiel enulaeunenia oilburner business is only as good as Brobkivn 3.N. Y 

are on leading oil burner manufacturers. its service. Our gas competition gives Y — 
est per’ free service. We could do the same if 
he Mid were ready for the heating season. the cost were hidden in our margin of Institute, New York 20, N. Y., to be 
ires are These figures are based upon storage profit per gallon . . . Oilburner service a district representative in OIIC’s 
ige, but capacities determined by the Bureau of is free in Omaha . . . Lansing summers southeastern district. Connor’s head- 


the ma- 
ticipate 


_ caliber 


Census report on secondary storage, 
applied against the percentage filled by 
the reporting marketers. District I 


are not long or hot enough to make 
people want domestic cooling. There- 
fore, a real selling job will have to be 


quarters will be in Atlanta. After ma- 
joring in Journalism at the University 
of North Carolina, Connor was a re- 











e value companies were 34.39% filled as of | done... Will burners and controls porter on the Raleigh, N. C., Times. 
rly op April 1; District II reported 26.9% continue to increase in price? If so, From 1942 to 1946 he served as a pub- 
tments, of storage capacity was filled on that —_ for what reasons? lic information representative with the 
-omple- date. % American Red Cross. Subsequently, he 
heating Primary stocks of No. 2 oil at re- a did public relations and organizational 
to the fineries, terminals and in transit on Louis M. Connor, Jr., has been ap- work for the North Carolina Social 
ree-day April 4 East of the Rockies were 49,- pointed by the Oil Industry Informa- Hygiene Society, the Hospital Saving 
s same 241,000 barrels, compared with 41,- tion Committee, American Petroleum Assoc. and the Crusade of Freedom. 
1 states a 
load to FREE! STORAGE 
March e 
“a TANKS 

THE NEW 1953 f 
Stocks 
: bulk ALL TYPES AND SIZEs 


yndary 
of the 


WEBBER Catalog *16 


Completely Illustrated and Priced 


from 


275 GAL. OBROUND JP TO AND INCLUDING 4000 GAL. 


AK) 


THREE SIZES OF SOeaircs 


SHADYSIDE FOUNDRY 


P.O. BOX 507 
MARTINS FERRY 


Write For Your Copy Now 
On Your Letterhead 


OHIO 


B, R. WEBBER CO., ING. New rsa —_ 




















Use "CRESCENT PARTS" Service 


SERVING THE ST. LOUIS TRADE AREA 


Authorized 


Fuel Unit "FACTORY REBUILT" Repair Exchange con- 
Service trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 


Station 





as . Louis, Illinois branch: 
seNo us vour © CRESCENT PARTS AND EQUIPMENT CO.. INC. ae it, a 


ORDERS OR INQUIRIES 825-831 S. Boyle Avenue St. Louis, Missouri East St. Louis, Illinois 














Paul R. Loughin, executive assistant, DEGREE DAY TABLES 
Babcock & Wilcox Co., New York 17, ONE MONTH ONLY SEASON TO DATE 


a ¥ ana transferred to the staff a on Sept. to March Percent 
of the boiler division in New York. Normal 1952 1953 Change* Normal 1952 1953 Change* 


Loughin had been chief of staff engi- 
seeding fot Baboock AWileox orior «3% 2000-860 9.0 Albany 5817 5990 5489 — 56 
1S NG 389 415 317 — 185 Atlanta 2794 2523 2559 8.4 
650 667 558 14.2 Baltimore 4063 3632 3384 16.7 
Cee WiDerand OL aaes $52 836 799 6.2 Boston 5067 4750 4489 — 114 
have heen appointed by Radinncr'Spe- «1080«s96B:— BIG — 13.3 Buffalo 5782 5609-5191 — 1200 
cialty Co., Charlotte, N. C., as district 871 904 789 9.4 Chicago 5410 5386 4980 79 
681 620 587 13.8 Cincinnati 4487 3990 3839 14.4 
892 857 738 17.3 Cleveland 5281 4897 4434 16.0 
284 314 128 54.9 Dallas 2269 1903 2026 10.7 
792 929 610 23.0 Denver 4990 5025 4311 13.6 
849 975 828 2.9 Des Moines 15742 6163 5585 2.7 
943 945 834 11.6 Detroit 5681 5544 5039 11.3 
962 965 856 11.0 Grand Rapids 5817 5708 5244 9.9 
871 854 776 10.9 Hartford 5296 5109 4766 10.0 


982 1161 904 7.9 Helena 6548 7701 6019 8.1 
154 148 pe 85.1 Houston 1283 966 1373 7.0 
CYNE ANE 751 734 664 11.6 Indianapolis 4890 4611 4304 


WARM AIR BASEBOARD HEATING 637 ‘78i PR 11.9 Kansas City 4538 4631 4098 9.7 

ci? - 209 309 194 7.2 Los Angeles 1100 1313 1041 5.4 

595 588 492 17.3 Louisville 4027 3847 3633 9.8 

969 1043 4.9 Milwaukee 5994 6321 5690 71 

1082 1199 3.7. Minneapolis 7063 7444 6746 4.5 
in | 1 83.1 New Orleans 1175 909 973 
785 766 ‘3.3 New York 4627 4161 3932 
813 972 7.5 Omaha 3508 5988 5375 
installation costs 715 13.6 Philadelphia 4227 3875 3661 
nacho hale ya 751 14.1 Pittsburgh 4809 4337 4050 
lad 3 1023 6.3 Portland, Me. 6085 6201 5740 
2.5. Portland, Ore. 3603 3722 3074 


representatives for Solder Seal prod- 
ucts in the Chicago and Atlanta areas, 
respectively. 
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832 748 13.6 Providence 15158 4611 4341 
gil this coUPO” v2 3 609 530 7.5 Roanoke, Va. 3738 3729 3543 
TODAY! 670 514 16.6 St. Louis 4209 4142 3744 
922 =618 12.8 Salt Lake City 4885 5307 4070 
: oo ee RA ee we coe 3 412 361 + 15.0 San Francisco 2048 2305 1992 
THERMO .- BASE Division — Gerwin Industries 3 1279 1164 10 7 Sault Ste Marie 7587 7620 6922 
: : Michi ity, Indi : : 
214-216 Spring Street, Michigan City ndiana 589 578 19 Par 3816 3707 3208 
Company Nome 897 790 11.1 Toledo 5442 5445 5019 
Address 656 539 15.4 Washington 4133 3614 3450 


Gitiiecacka State : 
ae dea a aa ahi dha laa aa *Compared with normal. 
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